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Il’S HARD TO SAY “NO” 
AT $1.00 A MONTH! 


Hlere is a clinching sales argument for that prospect who ought to have a BEAVER 
Model-A SPECIAL Pipe Machine but hates to spend $295.00. 


Let’s assume that he has $300.00 invested in some security and that pays him 4%. 
That is a “return” of $12.00 a year—or $1.00 a month. 


Any man or any concern that has steam, gas, air, water, electric or other piping to 
be done can save several times $1.00 every day through the use of a Model-A 
BEAVER SPECIAL Pipe Machine. 


Be sure to tell your prospect that the BEAVER Model-A SPECIAL covers THE 
FULL RANGE \, to 2-.NCH—cuts, threads, reams and chamfers. Also, it will 
CUT OFF SOLID BOLT ROUNDS upto 1-inch and thread bolts up to 2-inch. 


It sets a new standard in small portable pipe machines—and at a new low price. 


At “$1.00 a month”—it’s hard to say “no”! 


BEAVER PIPE IQDLS 


400 MILLS AVE. The Quality Line—Since 1900 WARREN, OHIO 
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Increase Your 
Power Transmission Equipment Sales, with 


LINK-BELT 


ANTI-FRICTION 
BEARING UNITS 






SERIES 400 units have Shafer double-row self-aligning 
roller bearings. For moderate shock loads, where limited 
shaft expansion occurs, and rotation is in one direction or 
infrequently reversing. Made in pillow blocks, flanged 
units, take-up units, two styles of steel frame take-ups and 
hanger boxes. 





SERIES 600 employ Shafer roller bearings (adapter type). 
Made in pillow blocks and duplex units. The liberal bear- 
ing sizes used and their superior mounting, effective laby- 
rinth seals and rugged housings adapt these units to heavy- 
duty continuous service under exacting conditions and 
high speed. 





SERIES 500 employ Shafer double-row roller bearings 
with inner races ground to slide in place on shaft. Double 
driving collars, improved labyrinth grease seals and rugged 
housings lend these bearings to many applications over a 
wide range of shaft sizes. Available in pillow blocks, duplex 
units, and take-up units. 





SERIES 900 employ tapered roller bearings (adapter type 













bad with ball and socket housings). An exclusive, properly 
, — designed and proved applica- 
The line that offers real economy and dependability a Prec benstie to 


commercial shafting, suited to 


—anti-friction bearings in Link-Belt streamlined heavy, contiancus service and 





mountings. Available for stock in all popular sizes. reat ee eet 
Send for Book No. 1520. Return the coupon. housings and in_ spherical 
shell and cartridge mounts. 4 


é 
en aE aT a aE ET aE SE SESE See ee ee ee ee ee ee ee ee eS 


LINK-BELT COM PANY, 300 W. Pershing Road, Chicago 5596 


Mill 


Please send copy of your new Transmission Book No. 1520. Supplies 
Name 

RINNE icsesicis<zciescae sana Seale ae ce age 
Address City Ae 
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Tell Them How Alemite Power Guns 

Deliver ACCURATELY METERED 

QUANTITY of Lubricant Without 
Waste — Without Interruption 


THERE’S scarcely an assembly line that 
does not offer you an opportunity for the 
sale of Alemite Lubrication equipment. 
Manufacturers will listen when you talk in 
terms of increased efficiency, speeded pro- 
duction, and reduced costs. 


Here’s a typical assembly line in one of 
Detroit’s major motor plants. Three men 
are working from one Alemite “Rock 
Crusher” Power Gun, lubricating and 
assembling water pumps. Each shot deliv- 


The tremendous power of the Alemite 

“Rock Crusher’’ Gun allows it to de- 

liver full volume and pressure to several 
outlets simultaneously. 


ers a predetermined quantity of lubricant 
into the bearing. No waste. No delay. 
Production is speeded—costs lowered! 


Talk increased efficiency on assembly lines! 
Talk about time saved and waste avoided! 
Talk ease of operation! Talk safety, because 
Alemite lubrication is easily accomplished 
while machines or parts are in motion. 


Remember, substantial sales will result 
from introducing Alemite Equipment to 
assembly lines as well as production machin- 
ery. No matter how large or how small the 
plant may be, there’s an Alemite System to 
meet its needs exactly. Not only on the 
assembly line, but on every machine wher- 


ALEMITE 


REG U S. PAT. OFF. 


Alemite Barrel Pumps convert 
Original grease drums into 
modern power guns, eliminat- 
ing handling of lubricant. 
ever wheels turn and bearings require lubr 
cation—there is a profit opportunity fa 
you with Alemite. 


It’s easy to replace out-of-date grease cuf 
and leaky oil holes with modern Alemi 
fittings—sealed against dirt and dust. Re 
ords show that Alemite definitely lowe 
power costs by reducing the starting torqué 


Many factories will be modernizing t 
year. There is no more important step tha 
modernizing lubrication methods. Ma 
the most of the opportunity. Cash in wit 
Alemite! 

ALEMITE—A Di. of Stewart-Warner Corp’ 
1886 Diversey Parkway Chicago, Illino 





ENJOY 
HORACE HEIDT 
AND HIS ALEMITE BRIG- 
ADIERS EVERY THURS- 


DAY AT 10:00 P. M., EAST- 


ERN STANDARD TIME, 
ON COAST-TO-COAST 
COLUMBIA NET- 





® No line of drop-forged 
wrenches is more complete 
than Williams’. No other 
wrenches are so universally 
accepted. Everywhere their 
reputation for quality is estab- 
lished. 50 patterns in more 
than 1000 sizes provide the 
proper wrench for industry’s 
every need. 50 years of 
wrench-making experience 
provide the background 


which makes WILLIAMS the 


best known name in wrenches. 


(WILLIAMS 


Caan. FORGED 
WRENCHES 
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@ Williams’ “Agrippa” Tool 
Holders provide for all regu- 
lar operations on lathe, planer 
and shaper. Lathe Tool Hold- 
ers consist of turning, boring, 
threading, knurling, cutting 
off and side tools. “Agrippas” 


have many exclusive design 


and construction features 
which make them preferred 
by industrial buyers.... 
features which reflect their 
advantages in terms of better 


work at lower cost. 


(ILLIA 


agelel & he 





Standards for the Industry 


















































OK'd 


Approved by American Standards Holo- Krome have published these 
Association, February, 1936. The “Standards” in book form and of a 
data contained will be used by both size (8% x 11) to fit your present 
the manufacturers and users of Holo- Krome Catalog. Get your 
Socket Screws. copy or copies now! 


HOLO-KROM 


BRISTOL, CONN., U.S.A. "ABER SAG. MRD aman - 


HoLo-Krome Screw Corp. BrisTOL, Conn., U.S.A. 


Yes, I want (_] copies of the new “Standards” approved 
SEN D for your | for the Hollow Screw Industry. 


COPY NiO)’. ~ I would like [] more Holo - Krome Catalogs. 


NAME 








to be used in your _ ; 
STREET & NUMBER 








Holo-Krome Catalog 


USE COUPON =——> 
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Onmedieee SERVICE 


*% ATLANTA, GEORGIA 
544 Spring St. N. W. 


4 BROOKLYN, N. Y. 
70-72 Adams St. 


*% CHICAGO, ILLINOIS 
315 N. Desplaines St. 


* DALLAS, TEXAS 
2717-19 Main St. 


* DETROIT, MICH. 
228 West Congress St. 


* KANSAS CITY, MO. 
402 East 14th St. 


* NEW YORK CITY, N. Y. 


171 Lafayette St. 


* PHILADELPHIA, PA. 
710 North 17th St. 


os ST. LOUIS, MO. 
3225 Locust Blvd. 


* SAN FRANCISCO, CAL. 


1268 Mission St. 


JOHNSON BRONZE COMPANY ----NEW CASTLE, PA. 





* The distributors reputation is built on the SERVICE 
he renders his customers. Service that offers immediate 
action on orders with QUALITY products. 


Johnson Bronze Distributors offer their customers the 
highest quality Bearing Bronze—without delay. Ten 
complete stocks, strategically located, enables him to 
fill his customers requirements the same day they arise. 
Customer good will and repeat business is the natural 
result of this convenience. 


Why not offer your trade this same type of service? 
220 sizes of Johnson UNIVERSAL Bronze Bars Com- 
pletely Machined; over 600 sizes of General Purpose 
Bearings; Electric Motor Service Bearings—enable you 
to meet every demand. 


Investigate the possibilities of a Johnson Bronze Fran- 


chise in your territory. Your inquiry carries no obligation. 
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‘DOES IT AGAIN! 










'sELL MORE screw DRIVERS 
AND CARRY LESS stTock!! 


Again from the THOR experimental laboratories | 
emerges a portable electric tool, built of long 
years of experience in tool making; long hours of 
research, testing and experimenting, engineers 
| delving into the mysteries of metal hardness, of tool balance, 
| construction and motor design and finally the achievement 
of a purpose, a tool greater than any that have gone before 
. a new high degree of efficient and economical opera- 
tion... a tool destined to establish new jobbers’ sales rec- 
ords immediately. 


Greater than the U14, here is a tool with more exclusive 
features than have ever before SOLD a screw driver. The 
New THOR U16 Screw Driver, radically different, drives 
all sizes of screws from No. 4 to No. 12, an unheard of 
achievement in screw driver construction. WITH EACH 
SCREW DRIVER IS INCLUDED FINDERS AND BITS 
|} FOR THE ENTIRE DRIVING RANGE, EACH OF 
WHICH CAN BE CHANGED IN A MOMENT'’S TIME. 


‘INDEPENDENT PNEUMATIC TOOL CO., 


NEW YORK 


ORTABLE ELECTRIC DRILLS ° 


NEW DESIGN PROVIDES 
“FINGER-POINT” ACCURACY 


"ll 


TOOL MAKERS SINCE 1893 


SCREW DRIVERS 







Aa 


EW DESIGN.. NEW CONSTRUCTION 


ava G RANGE... 410 #12 SCREWS 





CONCENTRATION OF 
WEIGHT PERMITS PERFECT 
ONE-HAND OPERATION 












Now jobbers stocks can be immeasurably smaller than here- 
tofore, yet all industrial requirements can be met with small 
stocks. 


In addition to its range of capacity, there are other exclu- 
sive features. Concentration of control, practically in the 
operator’s hand, provides easy operation. “Finger-point” 
accuracy, due to the unusual design of the tool. Untiring 
operation because of the elimination of overhanging weight, 
and because of its perfect balance. 


Electric Screw Driver sales are in the making. Try a U16 
on any application your prospects may have. See for your- 
self why we say that jobbers can now sell more electric 
screw drivers than ever before. 


600 WEST JACKSON BLVD., CHICAGO 


SAN FRANCISCO 
NUT SETTERS 











% “We go on record as being 100 per cent for 
your sales policy, and only wish more manufactur- 
ers would adopt such a policy.” 


(Ellfeldt Hdw. & Machinists Supply Co., Kansas City) 


% “Commend you for maintaining your selling 
policy ...are glad to support manufacturers such 
as you who have the courage of their own convic- 
tions.” (The Hardware and Supply Co., Akron) 


% “Your policy has always been fair and square, 


and your price protection and cooperation are par- 
ticularly beneficial to the jobber.” 
(The A. J. Glesener Co., San Francisco) 


% “Your policy could well be used as a basic 
policy for all manufacturers to win the hearty co- 
operation of Industrial Distributors.” 

(Standard-Shannon Supply Co., Philadel phia) 


pox 


y vie ORF 


% “To our way of thinking the wise course is to 
set a policy and stick to it even though some busi- 
ness is sacrificed. We believe that it has paid 
Parker-Kalon to adhere strictly to its distributor 
policy.” (The Cleveland Tool & Supply Co., Cleveland) 


% “Appreciate very much the effort your com- 
pany has expended in working with Jobbers .. . it 
is the real constructive type needed in these times.” 

(Campbell Hardware & Supply Co., Seattle) 


% “We appreciate your loyalty to the jobber... 
2s a matter of fact, we have frequently recom- 
mended your sales policy to manufacturers in other 
lines.” (The Bostwick-Braun Company, Toledo) 


% “More power to you... you can depend on us 
for our fullest cooperation.” 


(Minnesota Steel Supply Co., Minneapolis) 
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by a Lhousand Storms 


PARKER-KALON CORPORATION, 200 Varick st, NEW YORK 


HROUGE a thousand storms staunch old 

Minots Light has unfailingly sent its beam 
blazing through the blackness obscuring the dan- 
gerous Cohasset Reefs . . . guiding Mariners safely 
into Boston Harbor. Certainly, its reputation for 
constancy has been well-earned. 


The test of years of business storms and stresses 
have similarly proved the staunchness of the Parker- 
Kalon Policy which assists and protects Distribu- 
tors. Never have the fair-and-square business Prin- 
ciples established by Parker-Kalon over twenty 
years ago been dimmed or relaxed. Economic storms 
that would send the mercury to the bottom of the 


business barometer, and topple over weak jobber- 
policies, only serve to show the strength of Parker- 
Kalon relationships with its distributors. 


Through this constancy of Policy . . . by steadfastly 
making good on its promises... Parker-Kalon is 
able to exhibit below the strongest conceivable tes- 
timonial to a great good-will throughout the coun- 
try’s major channel of distribution. This good-will 
is our most valuable asset. As such, we are deter- 
mined that it shall never be impaired, but increased 
through future years of faithful adherence to the 
Policy on which it has been founded. 


Parker-Kalon Corporation, 200 Varick Street, New York 


www THE PARKER-KALON POLICY *** 


1 PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c) To maintain 
the hjghest standards of quality in every Parker-Kalon Product. 
SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support. 
3 PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors. 
4 PROTECTION AGAINST PRICE DECLINES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 
PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 


% “In protecting the Distributor you have done 
a good job all the way through... we appreciate 





your efforts and cooperation.” 


(F. O. Schoedinger, Columbus) 


% “As long as Parker-Kalon continues the fair 
methods practised in the past, you can count on the 
support of this company.” 


(Berger Brothers Co., Philadelphia) 


% “We appreciate the cooperation of the Parker- 
Kalon Corporation and think that your policy is 
O.K. in every respect.” 


(Pidgeon-Thomas Iron Co., Memphis) 


% “The whole-hearted support you accord your 
distributors makes the P-K line one of the most 
valuable and desirable in the field of distribution.” 


(The White Tool & Supply Co., Cleveland) 


6 PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market. 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field. 


10 ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects. 


% “Glad to have the wide world know we ap- 
prove of Parker-Kalon and your method of doing 
business. If all lines could be handled on the same 
percentage, and with the same protection and co- 
operation, the Distributor’s life would be a happy 
one.” (R. C. Neal Company, Inc., Buffalo, Syracuse, Rochester) 


%& “Weare very well pleased with the manner in 
which you take care of your jobbers and wish all 
manufacturers would look after jobbers as well.” 

(Moncrief-Lenoir Mfg. Co., Houston, Dallas, San Antonio) 


%* “The protective jobbing policy that you fol- 
low in the conduct of your business is highly ap- 
preciated and no doubt responsible in a measure 
for the success you have achieved.” 

(Lyon, Conklin & Co., Inc., Baltimore) 


Note: Space does not permit us to include scores of similar unsolicited en- 
dorsements of Parker-Kalon Jobber Policy which have beenreceivedrecently. 











WE OPEN THE DOOR 
TO WIDER MARKETS 


You, as dealers, are again receiving the benefits of our 
national advertising. Through The Saturday Evening Post 
we are reaching skilled workmen, foremen, superintendents, 
purchasing agents, engineers, managers—the individuals 
who use and buy Clipper products in tens of thousands of 
plants — wherever belts turn. 


Clipper protects you by selling only through dealers. It pays 
to stock a full line of Clipper Carded Belt Hooks, Clipper 
Belt Lacers, Clipper Belt Cutters, Clipper Rawhide Pins and 
Clipper Special Pins. 


CLIPPER BELT LACER COMPANY e Grand Rapids, Michigan, U.S.A. 
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Helping you sell Bethlehem Bolfis 


ILL supplies dealers who carry a line of Bethlehem 

Headed and Threaded Products and other types of 

fastenings have several effective sales aids backing up 
their efforts. 


Foremost is the real quality 
of the products. They not tS 
only meet specifications in 

every respect, but many small de- 

tails are taken care of in ways that 


close association with the fields in 

which they are used has suggested. Bolts and nuts have 
clean, accurate threads, free from burrs, so that nuts can 
be quickly run down by hand. Spikes are hot-forged, 
making them strong, as well as providing a surface that 
resists corrosion and gives great holding power. Other 
products have similar features increasing both effective- 
ness and convenience in using. 


And Bethlehem is carry- 
ing on extensive trade- 


paper and direct-by-mail 
advertising that keeps the trade 
posted on the advantages 
of using Bethlehem Headed and Threaded Products. 








This is steadily building an impression of the “A” 
identifying Lebanon Plant products as the symbol of 
quality in this class of materials. 


BE m customer fe fem mc 
hurry for an order of _{ ieee 
items that you don’t 
have in stock, the huge warehouses at our Lebanon Plant 
will help you to please him with prompt delivery. With 
stocks of all major items on hand and an organization 
geared to quick action on orders, large or small, you can 
get what you want in a hurry. 

These factors, all helping to build business on a solid, 
enduring foundation, are worthy of serious consideration 
in deciding on a source of supply. 

Bethlehem is equipped to manufacture a full line of 
headed and threaded products, or any other type of 
fastening that can be made from a bar section, whether 
carbon or alloy, plain or heat-treated steel. 


Bethlehem District Offices are located at Albany, Atlanta, Baltimore, Boston, 
Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, Detroit, Honolulu, 
Houston, Indianapolis, Kansas City, Los Angeles, Milwaukee, New York, Phila- 
delphia, Pittsburgh, Portland, Ore., Salt Lake City, San Antonio, San Francisco, 
St, Louis, St. Paul, Seattle, Syracuse, Washington, Wilkes-Barre, York. Export 
Distributor: Bethlehem Stee] Export Corporation, New York. 





BETHLEHEM STEEL COMPANY | 


GENERAL OFFICES: BETHLEHEM, PA. 
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A GENUINE “TOLEDO”’ No. 999 PIPE 
MACHINE 1/4" TO 2” INCL. - - $297.45 


Compare a “TOLEDO” No. 999 with any other small portable power pipe machine, and 
you will appreciate why it excels in popularity. Note its strong sturdy construction, the 
cutter head with four cutter knives cutting simultaneously, the 12-tooth fluted reamer fed 
by the carriage feed wheel, the positive flow oil pump, the 3-jaw universal chuck with 
chuck wrench ejector fingers, a safety friction gear that will slip in the event of over- 
load, the steel gears that run in a bath of oil, the 4, H.P. Universal motor built into the 
machine that will operate from a lamp socket, the heavy metal switch guard, and the 
thread length indicator gauge. No other small-portable power pipe machines have all 
these features. None are as efficient as the “TOLEDO” No. 999. 


A “TOLEDO” No. 999 New Style Standard Model Machine with all the above fea- 
tures, and a separate non-opening die head and a separate set of right hand pipe dies 
for each size pipe 4” to 2” inclusive, sells at the net price of $297.45 F.O.B. Toledo or 
your stock, 


The No. 999 Super Machine with quick-opening die heads, slightly higher. Sell 


“TOLEDOS” for customer satisfaction. 


THE TOLEDO PIPE THREADING MACHINE CoO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 
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YOU'RE THE DRIVER! 


@ Market prices on a good many lines im- 
portant to the distributor have slipped badly 
in the last few months. There would be no 
cause for worry if these price reductions had 
come as a result of manufacturing and dis- 
tribution economies —they would then be 
something at which to point with pride. Un- 
fortunately, however, most of the declines 
can be traced to other causes. 

As is usually the case under these condi- 
tions, manufacturers are laying the blame 
on their competitors and distributors in gen- 
eral; distributors are “pointing the finger” at 
manufacturers and their competitors. These 
accusations accomplish exactly nothing. 

Schemes for dealing with various price 
situations are being suggested on every 
hand. Some of these schemes have merit, 
others are fantastic and clearly illegal. Any 
scheme stands small chance of success, how- 
ever, until every distributor realizes the 
strength of his position. 

There is no law which compels the dis- 
tributor to sell cut-price merchandise. There 
is no law which requires that he take busi- 
ness at prices far below the cost of the mer- 
chandise plus his operating expenses. There 
is no law which requires that he quote Gov- 
ernment agencies at markups ranging down 
to two percent. 

Manufacturers who indulge in vicious price 
cutting are to be censured, to be sure. Act- 
ing on what appear to be mere rumors, prices 
are slashed for fear of losing one order. News 
of this character travels like wildfire, and 


Pail 
SUP PUTS 
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JAMES A. CHANNON 
Editor 


before you know it, the “going” price is ten 
or fifteen percent lower, volume drops pro- 
portionally (for, in general, no more mer- 
chandise is purchased) and profits become 
non-existent. ; 

Before starting to throw the stones of 
censure, however, it behooves every distrib- 
utor to be sure that his house is not made 
of glass. Cut prices, unfortunately, do not 
always have their origin in the offices of your 
sources of supply. They have their begin- 
nings, too often, right in the distributor’s 
own back-yard. 

The cure for the situation requires no col- 
lective action, no complicated set of trade 
practice rules; but rather, a firm determina- 
tion on the part of every distributor in the 
country to do business at a profit. 

The collective effort of such individual 
determinations would be startling. No manu- 
facturer, however large, who sells through 
distributors, could afford to “fly in the face” 
of so much purchasing power. Price wars 
would be nipped in the bud. 

Best of all, perhaps, is the fact that this 
simple determination to do business at a 
profit is in the public interest. The cost of 
distribution on all industrial supply lines 
would be materially reduced if the waste 
caused by useless price cuts on individual 
lines could be eliminated. 

The distributor sits in the driver’s seat. 
He can drive markets down or he can hold 
them at a profitable level. The present situa- 
tion calls for a maximum amount of the latter. 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


*« 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 





% The crux of distributors’ success or fail- 
ure is the sales policies of their sources of 
supply. Where these policies are clearly 
defined, distributors can judge them on 
their merits. Where they are obscure, the 


results are always uncertain. 


Republic’s Policy is definite —protec- 
tive — cooperative— written to distributors’ 
own specifications and loyally adhered 
to by every man in this organization. Re- 
public Distributors make their plans with 
assurance of factory support and without 
fear of factory hindrance. That is why 


they consistently prosper. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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Talk of the Te 














A distributor executive was recounting his 
great embarrassment, when, on his first day 
with his present company, he was assigned to 
the purchasing department. Full of enthusiasm, 
he started to tear into the pile of requisitions only 
to be stopped by the first, which read, “Ten only 
bags, sheep manure; one only perambulator.” 
“What sort of a business is this?” he thought. 
Investigation proved that one of the salesmen 
was merely trying to help out a customer by 
obtaining for him certain personal requirements. 
And while it must be admitted that handling 
items of this character in an industrial supply 
house is somewhat of a “pain in the neck,” the 
resulting goodwill cannot be overlooked. “Service 
until it hurts” is a bad motto for your golf game, 








but it surely helps the dear old pay check. 





@ Hats off to our fellow distribu- 
tors in the flood-stricken areas! 
How those fellows have “taken it” 
and “dished it out!” If any dis- 
tributor or distributor’s salesman 
still has any doubt about his place 
in the economic picture, let him 
look at the next two pages and feel 
proud of his calling. Wet, tired, 
worried about flood and fire, all 
hands in stricken areas “turned to” 
and “hit the ball.” They turned 
over transportation to the Red 
Cross. They delivered merchandise 
to industrial plants at all hours of 
the night. They fought fire with 
extinguishers grasped hurriedly 
from stock. A week after the flood 
hit they still had no lights, some 
hadn’t yet reached their ware- 
houses, their files were “gone off 


down the river’—yet these people 
of our industry answer a wire: 
“Thanks for your offer but we’re 
carrying on.”’ Only those who went 
through the terrorizing experiences 
of these men will ever understand 
their courage and their devotion to 
duty. It’s a pity that the indus- 
trial supply industry doesn’t honor 
its heroes with Congressional 
medals of honor. 


@® Last minute report from the man- 
ager, Ambassador Hotel, Atlantic 
City; site of the May convention, in- 
dicates reservations in excess of 
400 and this is 45 days in advance. 
The announced program is enough 
in itself to cause distributors to 
come. It deals, as you know, prim- 
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arily with that subject which is 
dear to your heart—sales. They 
are going to talk about your busi- 
ness—not politics. Has it occurred 
to you executives that it might be 
a grand idea to bring your sales 
managers or one of your salesmen? 
Times have been “tough” but re- 
member that two or three ideas in 
the minds of your sales manager, or 
the man who will be your sales 
manager, may result in profits 
ranging into the thousands, against 
an expense of a hundred or two 
dollars. The “Triple Convention” 
has never been known as a “stuffed 
shirt” gathering and the meetings 
consider a maximum number of 
subjects which probably bear di- 
rectly on those subjects which trou- 
ble you the most. 


@A difference of opinion seems to 
exist among manufacturers about 
the value of industrial exhibits and 
clinics held by distributors. The 
number of “shows” held this year 
far exceeds the total in years past. 
If the practice is wrong, if it is 
too expensive for the results ob- 
tained, why not say so? Included 
in the next convention program 
will be a period devoted to these ex- 
hibits. Let’s hear a frank discus- 
sion of the merits and demerits of 
this form of sales promotion. They 
cost a great deal of money in the 
course of a year but if they bring 
results, they are worth every dime. 


@ Included in the pages of this is- 
sue you will find an eight-page sales 
manual published and paid for by 
the Industrial Supply Research Bu- 
reau. The governing committee of 
this trade extension of the three in- 
dustrial supply associations, re- 
cently determined to spend the bulk 
of the remaining capital in the 
treasury to furnish distributors’ 
salesmen with selling arguments 
which could be used to convince 
buyers of the economic importance 
of the distributor. Distributors and 
manufacturers have contributed to 
the fund of this organization (for- 
merly known as the Joint Mer- 
chandising Committee of the Mill 
Supply Industry) generously. They 
wanted the story to reach industrial 
buyers. If every salesman will use 
the selling points contained in this 
presentation, all of the time and 
money invested so far in the move- 
ment will be considered worthwhile. 
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International 





International 

Water being pumped from the 
basement of the Jenkins Ar- 
cade, Pittsburgh. Pumps, hose, 
valves, pipe and fittings formed 
a major part of the immediate 
demand on distributors’ stocks. 


ERHAPS never have industrial 

distributors been given the op- 
portunity to dramatically display 
the service they render to industry 
every day in the year than during 
the recent floods. With hundreds 
dying, thousands being thrust from 


16 





Water Street, Pittsburgh, Somers, Fitler and Todd and Colonial 
Supply are both on this street. No lights, no power—still dis- 
tributors functioned 24 hours per day. 


FLOOD! 


Distributors, many with water up 
to the second floor, some with fire 
threatening on all sides, “carry on” 
twenty-four hours a day to serve 


flood-wrecked 


their homes, with industrial plants 
suffering millions in losses, the in- 
dustrial distributors in the flood- 
swept areas, sloshing around in 
dirty water and mud, fighting fire, 
in total darkness, kept their doors 
open twenty-four hours a day that 
they might supply the needs of 
crippled industrial plants in their 
territories. 

Their friends in the industry will 
be glad to know that inventory 
losses were less than would be sup- 
posed, and that all are alive and 
kicking lustily. 

The following telegraphic and 
telephone survey, made Wednesday, 
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industrial plants. 


March 25, tells the story from the 
inside: 


PITTSBURGH (By 
Union): Damage less than two 
hundred dollars. All records in- 
tact. Our only loss in furniture 
and fixtures, approximately one 
thousand dollars. Present demand 
is for pipe, valves and fittings, 
lanterns, shovels, brooms, mops. 
Expect later demand to be for same 
material plus precision tools, cut- 
ting tools and general supplies. We 
do not need new catalog. We 
rendered 24-hour service as usual 
and are continuing to do so. Flood 


Western 











“whe 


ee CO 





ROTTS: 





was within six inches of our second 
floor. All surrounding buildings 
were destroyed by fire. Our build- 
ing was saved by heroic efforts of 
our organization who kept a con- 
tinuous stream of Pyrene ex- 
tinguishers on danger spots. For- 
tunately for us we are Pyrene 
distributors and had a good supply. 
We are functioning without light 
or power and doing a swell job. 
GEORGE CHERRINGTON 
Standard Machinists Supply 


PITTSBURGH (By telephone): 
Have been open continuously since 
flood came over the river banks. 
Basement completely inundated, 
four feet of water on main floor. 
All manufacturers’ catalogs and 
price sheets destroyed. Managed 
to save stock of our own catalogs. 
Pipe, fittings, bolts, track spike 
and similar heavy material in base- 
ment damaged but still serviceable. 
Will repackage bolts and cap screws. 
Have been deluged with demands 
for suction hose, pumps, shovels, 
lanterns, wiping cloths, pulleys and 
leather belting. Have had three 
leather belt men on duty almost 
continuously. Pulley stock has been 
going fast. Operating with lanterns 
and gas light installed during the 
war. Had to haul eight drums of 
high temperature cement from the 
basement with chain blocks since 
elevator is not running. All six- 
and eight-inch pipe gone. Cus- 
tomers are accepting mud-filled 
pipe. Due to neighbor’s kindness, 
our purchasing department will be 
caught up on March 27. This place 
“stinks” like something you never 


smelled. BILL TODD 
Somers, Fitler and Todd 

WHEELING (By Postal Tele- 

graph): Practically no damage. 


Functioning normally. Hose and 
cleaning material heaviest demand. 
Rendered 24-hour service and ex- 
tended any other help we could to 
customers and Red Cross. Condi- 
tions in most industrial plants 
along valley very bad. Newspaper 
description of flood not exaggerated. 
TRIMBLE AND LUTZ 


SPRINGFIELD, MASS. (By Pos- 
tal Telegraph): Had water in base- 
ment and were without heat for 
several days. No light or power 
as yet. Possibly will get same by 
Monday (March 30). Actual loss 


will be small. We are able to do 
business. Greatest demand is for 
wheelbarrows, shovels, brooms, 
brushes, lanterns, pails and belting. 
Have catalogs intact. 
GUY DONAHUE 
Stacy Supply Company 


SPRINGFIELD, MASS. (By West- 
ern Union): No accurate figures on 
damage available but it will be 
many millions western New Eng- 
land. We are now functioning 
nearly one hundred per cent. Water 
just receding (March 25). Cus- 
tomers are only able now to get into 
their factories. So far only want 
brooms, brushes, wheelbarrows, 
waste, wiping rags and lime. We 
rendered day and night service of 
all kinds although we were badly 
handicapped ourselves. Turned over 
all available cars to Red Cross. 
WALTER PEACOCK 
The Charles C. Lewis Company 


PITTSBURGH (By Postal Tele- 
graph): We do not believe the flood 
disaster here has injured our prop- 
erty in any way. We do not con- 
sider inventory loss serious. We 
were open and doing business last 
Friday morning (March 21) to a 
limited extent. We are functioning 
today (March 26) practically on a 
normal basis. All trucking in con- 
gested flood district slowed down 
necessarily by extra traffic and 


health department regulations. Cus- 


tomers apparently require all 
classes of material in this 
emergency. First immediate de- 


mand was for shovels, brooms, 
waste, rags, suction pumps, hose, 
pipe, small power units and wire. 
Do not require new catalogs at 
present. 
W. M. PATTERSON 
Frick-Reid Supply Corporation 


PITTSBURGH (By Postal Tele- 
graph): Operating one hundred per 
cent. Working day and _ night. 
Suffered no loss. Made emergency 
shipments day of flood. 
“CHICK” VETTER 
C. A. Turner, Incorporated 


HARTFORD, CONNECTICUT 
(By letter): We were not affected in 
any way by floods due to our loca- 
tion. Greatest call we have just 
now is for rubber hose of all de- 
scriptions, greater part of which is 
used for cleaning purposes. Water 
in some factories completely sub- 
merged machinery which makes it 
necessary for them to dismantle, 
clean, lubricate and reassemble. 
Emery cloth another item in great 
demand as well as belting. Our 
leather belting connection has sent 
a factory belt man who has set up 


(Continued on page 126) 









Raging floods in this wide area, 
destroying bridges, rendering 
people homeless, crippling in- 
dustrial plants, called forth the 
superlative in distributors’ 
service. Operating day and 
night, executives and salesmen 
alike labored to keep plants 
running. 
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SYSTEMATIC 


A successful salesman here out- 
lines the step-by-step method he 
uses to recommend the proper 
wheel for the job. The plan has 
helped him to select from the 
mass of information on the sub- 
ject the facts necessary to solve 


the problem at hand. 





Abrasive grains offer a sales opportunity—here 
used for beveling mirrors. 


HEN the user of grinding 
wheels is faced with a new 

class of grinding or a new material 
to be ground, in nine cases out of 
ten he does not know what kind of 
a wheel is required. Selection of 
the proper wheel, with the mini- 
mum amount of experimenting, is 
the problem of the distributor’s 
salesman who expects to enjoy that 
customer’s business. The business 
is desirable because a _ grinding 
wheel is a consumption article. It 
may be likened to a tool bit, except 
that it is self-sharpening. There- 
fore, repeat orders may be expected. 
The salesman expecting to simply 
take orders for wheels is up against 
a stone wall because of the fact 
that ability to recommend the right 
wheel is expected of him. To sell 
intelligently, he must be able to boil 
down, out of a great mass of infor- 
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mation on the subject, the essen- 
tials necessary to solve each in- 
dividual problem as it comes up. In 
most cases he must solve the prob- 
lem and make the selection then 
and there if he expects to get the 
order. He cannot take time to 
write to the factory for solutions 
except in certain special and im- 
portant cases. 

To illustrate what is meant by 
“mass of information,” our supplier 
gets out a booklet on gradings 
alone. Twenty-four pages are de- 
voted to the enumeration of 105 
general classes of work, with 
nearly 650 suggestions as to the 
abrasive materials and gradings 
adapted to the work. On our own 
stock shelves are to be found wheels 
with diameters from one-half inch 
to 36 inches, and in widths from 
one thirty-second of an inch to six 
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inches. The grits run from 10 to 
F and the grits from D to U. The 
kinds and sizes run into the 
hundreds. 

It is evident that the salesman 
cannot just pick a wheel out of this 
great assortment to do a certain 
job by any hit or miss method. His 
problem is further complicated by 
the fact that the range of grit, 
grade, bond and speed of wheel for 
cutting a given material is com- 
paratively narrow. Outside of that 
range, the wheel will not cut at 
all. So there is no such thing as 
concentrating on some good, gen- 
eral purpose wheel and building up 
volume on that. 

To the man just starting out to 


High-speed boring tools de- 
mand precision grinding. 
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ANALYSIS HELPS SELL 
GRINDING WHEELS 


sell grinding wheels, the whole 
problem seems to be rather com- 
plex and confusing. But if he will 
begin by arranging the necessary 
fundamental information into some 
sort of a grouping of his own, he 
will soon find it comparatively easy, 
by a process of elimination, to 
arrive at the proper wheel to recom- 
mend for a given purpose. For 
illustration, suppose we make such 
a grouping of six of the essentials. 


Type of Job 


(1) Type of grinding—Is_ it 
cylindrical, surface, internal, snag- 
ging? 

(2) Material to be ground. Iron, 


By 
SIG OSTENSON, 


Salesman, 
Woodbury and Company 





steel, bronze, manganese or what? 

(3) Amount of stock to be re- 
moved. 

(4) Finish required. 

(5) Is it a wet or dry grinding 
operation? 

Breaking down item (1), it may 
be said that in cylindrical grinding 
the choice is determined by the 
hardness of the material, the finish 
required and the area of contact, 


Finishing chilled iron rolls. The two worked over 
the problem of the best wheel for many months. 
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which latter has a bearing on the 
grit and grade of the wheel. In 
the case of internal grinding, much 
the same factors govern, except 
that finer grits may be employed 
and the size of the interior to be 
ground limits the size of the wheel. 
In snagging (the removal of rough- 
ness and projections on castings) 
the amount of stock to be removed 
is the governing factor. In gen- 
eral a very coarse, hard grit can be 
employed. 


Type of Abrasive 


There are two types of abrasive 
entering into the construction of 
wheels: 


(1) Silicon Carbide 
(2) Aluminum oxide 


Of the two, silicon carbide is the 
harder, but at the same time it is 
more brittle and fractures more 
easily. It is, therefore, recom- 
mended to grind materials of low 
tensile strength, such as cast iron, 
stone, marble and rubber. Since 
aluminum oxide, though not as 
hard as silicon carbide, is tougher, 
it is recommended for grinding all 
types of low carbon, mild and high 
speed steel. 


Type of Bond 


The third fundamental to get in 
mind is the bond, which is used to 
hold the abrasive particles together 
in the wheel. This is going to have 
a great deal to do later with wheel 
recommendations. Wheels are made 
today in five different bonds: 


(1) Clay or vitrified 
(2) Silicate 





Plant surveys are recorded on 
blue prints, one copy going to 
the customer with the request 
that all items be ordered by 
number, one being held by the 
distributor and one by the 
manufacturer. 


(3) Rubber 
(4) Shellac 
(5) Synthetic resin, or Bakelite 


The great majority of wheels are 
made with a clay bond and they are 
made in the widest range of grits 
and grades. The silicate bond (used 
in this territory mostly for knife 
grinding wheels) takes the heat 
out of the work, absorbing it in the 
wheel. Rubber bonded wheels are 
used here principally for cut-off 
work at high speeds and to a con- 
siderable extent for cutting grooves 
in burr stones for paint mills. 
Shellac bonded wheels are used 
most commonly in this vicinity for 
grinding chilled iron calendar rolls 
for paper mills and for the finish 
grind of rubber press rolls (the 
same wheel being used for both 
purposes). Bakelite bonded wheels 
are used extensively for saw “gum- 


ming” or “filing” and on high- 
speed portable, and swing-frame 
grinders. 


Size of Grit 


The grit sizes of wheels; that is, 
the size of the particles composing 
them, will naturally differ con- 
siderably with the nature of the 
materials to be ground. The grits 
most generally employed around 
here range from No. 10 to No. F. 
By No. 10 grit is meant one that 
will pass a screen in which the 
meshes are one-tenth of an inch 
across, but will not pass the next 
smaller size of screen. In general, 
the particles may be said to be one- 
tenth of an inch in diameter. Our 
finer sizes run down to F, which 
corresponds to about a 240 mesh. 
In all, we stock about 20 of these 
grit sizes. 


Grade of Wheel 


By this is meant the hardness of 
the wheel as a whole, but has noth- 
ing to do with the hardness of the 
abrasive material used in its con- 
struction. It indicates the strength 
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Carborundum and Aloxite Wheels Reconimended 


The Carborundum Company, Niagara Falls. N. \ 


of the bond or 
tenacity with which the bond holds 


the degree of 


the grains together. A wheel may 
be “hard” or “soft,” not because 
of the particles of abrasive, but 
because of the ability of the wheel 
to resist the forces which tend to 
break it down—in other words, its 
ability to “hold together.” 


Speed 


The final factor in our little 
grouping system is speed, S.F.M. 
(surface feet per minute). 
tically all vitrified wheels for cylin- 
drical grinding operate at from 
4000 to 5000 S.F.M.; internal 
grinding and snagging, 4000 to 
6000; high speed grinding, which 
always calls for a bakelite bond, 
6500 to 9000. 


Applying the Fundamentals 


We now have six groups of 
fundamentals laid out—type of 
job; types of abrasives; types of 
bonds; grit sizes; grade of wheels; 
speeds. To show how such system- 
ized knowledge may be applied, 
suppose a few examples be taken 
and see if it is possible to work up 
through these classifications so as 
to make wheel recommendations. 

Example No. 1. Suppose we go 
into a steel foundry where they 
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Prac- . 





wish to finish castings of a new 

alloy. What wheel shall we use? 

Type of job—Snagging. 

Type of abrasive—Aluminum oxide, 
because the steel is hard and 
tough. 

Type of bond—If the operation is low 
speed—vitrified. But if it is to 
be a high speed operation, 6,500 
S.F.M. or above—Bakelite. 

Size of grit—No. 10 to No. 24, be- 
cause a great amount of ma- 
terial is to be removed and coarse 
grains are necessary. 

Grade of wheel—H (hard). 

Speed—Slow (4,000 to 6,000 S.F.M.) 
or High (6,500 to 9,000 S.F.M.) 
depending on conditions en- 
countered. 


Example No. 2. Machine shop: 


Has a double stand general purpose 
grinder. 


Type of job—General grinding and 
minor snagging. 

Type of abrasive—Aluminum oxide, 
because the materials are mostly 
steel which is tougher than cast 
iron. 

Type of bond—Vitrified, because speed 
is slow. 

Size.of grit—No. 24 for coarse wheel, 
which is called upon to remove 
considerable material. No. 40 for 
other wheel, which is a medium 
for ordinary finishing purposes. 

Grade of wheel—H or G for the hard 
end and J to M for the medium 
end. 

Speed—4,000 to 6,000 S.F.M. 


Example No. 3. Paper mill serv- 
icing shop requires wheel to finish 
chilled iron calender rolls. 























Type of job—Cylindrical grinding— 
wet operation. 

Type of abrasive—Silicon carbide, be- 
cause material is low tensile 
strength. 

Type of bond—Clay or shellac, de- 
pending on amount of stock to be 
removed and character of finish. 
(Shellac for very fine finish). 

Size of grit—30 to 60. 

Grade of wheel—J to M in vitrified; 
3 to 5 in shellac. 

Speed—Slow—4,000 to 6,000 S.F.M. 


Necessity for Definite Plan 


Some of the newer salesmen par- 
ticularly, upon studyling the above 
group formula and seeking to apply 
it to problems of their own will 
probably find it too much skeleton- 
ized to enable them to make exact 
wheel recommendations to their 
satisfaction at once. To this I 
would answer that such a plan can- 
not be so specific as to answer 
definitely every grinding problem 























Row upon row of grind- 
ing wheels in the Wood- 
bury stock room. This 
view takes in only a 
small portion of the 
stock, one of the largest 
in the Pacific Northwest. 


that comes up. In that case the 
formula would become more com- 
plex than the problems themselves. 
What the grouping is intended to 
do is to show a method of classify- 
ing grinding wheel knowledge in a 
general way, so that when a prob- 
lem is put up to us we can follow 
a certain procedure and can quickly 
and with a high percentage of 
accuracy work through to the right 


answer. If we carry in our minds 
a heterogeneous mass of informa- 
tion about sizes, grits, bonds, etc., 
and reach into the grab bag of this 
mass information, we will not get 
very far in solving problems. We 
would get no farther than we 
would in trying to get a telephone 
number by dialing the digits at 
random. The procedure must be 
orderly and thought out in advance. 
But once having established a 
logical routine, something as out- 
lined above, it is soon possible to 
think fast along those lines and 
solve most of the problems in the 
field more or less instinctively with- 
out being aware that we are follow- 
ing a formula. 

One point should be made in con- 
nection with the above, which is 
quite important. In employing this 
method or any other in making 
recommendations, it is not always 
possible to select exactly the wheel 
that will give the best results in 
cutting speed and economy at the 
first trial. The thing to do, then, 
in the initial recommendation, is to 
specify a wheel that is soft enough 
to cut freely, even though it may 
wear faster than is necessary. Get 
one that will be sure to cut, in 
other words, for if you do not the 


customer is going to say: 
wheels are no good. 
cut at all. 


“Your 
They will not 
I am trying out so-and- 
so’s wheels. They seem to cut all 
right.” This would, to say the 
least, be a case of “Love’s Labor 
Lost.” You would have a hard time 
ever getting back in. But if he is 
given a fast-cutting wheel at the 
start he will probably say: “Your 
wheel cuts fine, but it seems to wear 
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fast. Do you suppose you could 
get me one that will be less ex- 
pensive to run?” In that case, you 
begin stepping up a grade at a time 
until you arrive at exactly the 
wheel that will give the longest life 
possible with adequate cutting per- 
formance. Much of the wheel sell- 
ing must be done along these lines 
in cases where the customer has 
new work concerning which he asks 
your advice, or where the other 
fellow is selling him something on 
which you can improve. 

Many customers do not know 
themselves what it is that they are 
cutting, or else they misname it. 
This may cause the salesman some 
trouble until he can find out for 
himself. I remember the case of a 
foundry which had always been 
classed as a gray iron foundry. 
They wanted some snagging wheels 
for cast iron, they said. The wheels 
I furnished them, based on this 
supposition, did not give satisfac- 
tory results. While they would cut, 
they were altogether too slow. Yet 
for cast iron they worked all right 
everywhere else. This naturally led 
me to check through the foundry to 
find out what it was they were 
melting. Sure enough, I found out 

(Continued on page 90) 


Illustrating the great 
variation in sizes of 
wheels. The small wheel 
would scarcely make a 
bushing for the larger 
one. 


An automatic grinding 
machine is here shown 
“filing” or “gumming” a 
band saw. 
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John F. Meehan, inside 
salesman, makes a sale 
from the easy-opening pre- 
cision tool display case. 
Note special wallboards 
and the grinding wheel dis- 
play in the background. 


Convenient wall plugs per- 
mit operation of all tools. 
Doubling in brass, the 
sturdy shop furniture 
serves as display tables 
and demonstrates itself to 
buyers. 


BRIGHT SHOWROOM ATTRACTS "St somisr se: 


man, has a special stock 
within easy reach of this 


handsome counter. Says he 
PASSING MECHANICS only has to go into regular 
stock for 25 percent of 
items. 

O take advantage of a strategic 
location “next door” to several 
large plants, E. C. Sullivan, man- 
ager, Hartford, Connecticut, 
branch, Hunter and Havens, has 
spent time and money to make his 
showroom attractive to passing 

plant officials and mechanics. 

Floor plugs in strategic locations 
allow for the demonstration of 
every displayed machine, while 
specially designed display cases 





(lighted until nine P.M.) offer pre- . — ar sowsst cost 0? 

cision instruments and tools dear ; 

to the heart of the good mechanic. 
Display room and its educational 

facilities for plant operating men 

are being merchandised by mail. 
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DO YOU KNOW 


Which Answers Are Correct? 


Check, then turn to page 111 


1. Is an “old man” a: (1) man 
over 50, (2) close friend, (3) sup- 
port for a portable drill, (4) sup- 
port for a workbench, (5) holder 
for cancelled checks. 








2. Is a “file back”: (1) the back 
of a filing cabinet, (2) an alternate 
name for a file brush, (3) a re- 
turned file, (4) file in back of pile, 
(5) last soldier in line. 


3. How fast should a “high-speed” 

grinding wheel travel? (1) 6,000 
surface feet per minute, (2) as fast 
as it can be driven, (3) a mile a 
minute, (4) two miles a minute, 
(5), 9,000 s.f.p.m. 


4. What is the difference between 
a chipper’s goggle and a welder’s 
goggle? (1) First lets in light and 
has colorless lenses, second has 
lightproof ventilators and colored 


lenses, (2) first is more attractive’ 


in appearance, (3) there is no dif- 
ference, (4) welder’s goggle makes 
objects larger, (5) welder’s goggle 
is not chip-proof. 


_al_ Gat 


5. “50 watts” on a light bulb 
means: (1) it gives 50 watts of 
light, (2) it is only 50% efficient, 
(3) it is 50-50 white and yellow 
light, (4) it uses 50 watts of cur- 
rent, (5) it will burn 50 hours. 


6. “Masonry nails” are: (1) made 
of stone, (2) shaped on top like a 
Shriner’s cap, (3) driven with a 
brick, (4) threaded at a steep pitch 
to drive into bricks or mortar, (5) 
made by union members. 


7. A gasoline blowtorch produces 
a flame: (1) hot enough for weld- 
ing, (2) very attractive to look at, 








(3) hot enough to burn steel, (4) 
hot enough to boil coffee, (5) only 
2,100 deg. F. at the center. 


8. Aluminum paint is a: (1) pain 

killer, (2) rust killer, (3) good 
paint to protect against alkalis, 
(4) good paint to protect against 
acids, (5) fine way to stay “on the 
alkaline side.” 


9. A power hacksaw blade cuts 
crooked because: (1) it is bent, 
(2) it hits a hard spot, (3) it is 


constitutionally crooked, (4) _ it 
isn’t fed enough, (5) it wasn’t 
started right. 









4 

at “ 
mit, oh 
10. A lathe “steady rest’: (1) 
keeps the machine from vibrating, 
(2) steadies the operator’s arm 
while reading a vernier, (3) re- 
duces whip, (4) is a special foun- 
dation, (5) gives the operator a 
constant rest. 


11. An “independent chuck’: (1) 
has all jaws moving separately, 
(2) is a woodchuck that lives by 
itself, (3) has no connection with 





other chucks, (4) has no connec- 
tion with the machine, (5) centers 
pieces very rapidly. 


SPECIAL TRUCK INCREASES 
WELDING SALES 


HE Southern Supply Company, 

Dallas, Texas, has a specialist, 
H. A. Moore, in charge of sales of 
welding equipment. Mr. Moore 
works closely with the general line 
salesmen in marketing electric and 
gas welding lines. 

The specialist’s work has become 
especially effective since December, 
however. At that time, the com- 
pany put a new welding truck in 
operation. Now Mr. Moore simply 
drives up to the plant of a customer 
or prospect, hooks up his equipment 
and proceeds with a demonstration 
of either electric or gas welding, 
whichever is “on top.” He fre- 


quently makes “tours,” calling on 
customers and _ prospects. The 
truck is also equipped with racks 
for welding rod, fluxes and other 
materials necessary for demonstra- 
tions. 

According to A. P. Johnston, 
president of Southern Supply, the 
company’s sales of welding equip- 
ment have been greater during the 
period the truck has been in opera- 
tion than at any time in its ex- 
perience. 

Southern Supply also has a ma- 
chine tool specialist, D. L. O’Neall, 
who concentrates on sales of 
heavier machinery. 
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WELL INFORMED SALESMEN 


When a customer asks for a belt, can you help him select 
proper width, length andtype? Here are simplified engi- 
neering facts and tables for proper recommendations 


NDUSTRIAL plants, be they 

large, small or medium, require 
belts, and belts in variety. If the 
purchaser doesn’t know what he 
wants in a belt and gets the wrong 
thing for the job, he may blame 
either belt or supplier—he never 
blames himself. It therefore be- 
hooves the distributor to have some 
knowledge of belting types and 
uses in order to assist in selection 
by recommending proper belt types, 
widths and lengths to meet a given 
set of conditions. 

Belts may be classified by shape 
as flat—the old familiar belt of 
leather, rubber, or composition, or 
as V, the keystone cross-sectioned 
endless belts that run in multiple 
in grooved sheaves. Let us discuss 
each in turn. 


Flat Belts 


Flat belts, simplest and among 
the oldest of power-transmission 
media, still occupy an outstanding 
position—in fact their popularity 
is increasing. Leather and rubber 
constructions probably represent 
over 95% of the flat belts in use, 


although there are many other pos- 
sible materials: balata, stitched 
cotton duck, camels’ hair, and steel, 
for example. 

Flat belts are adapted to high- 
or low-speed applications—they are 
readily used for speeds up to 5,000 
f.p.m. and have been operated at 
twice that speed. Up to about 
5,000 f.p.m., power that can be 
transmitted by a given belt in- 
creases with speed; beyond this, 
centrifugal force and other factors 
take their toll. That is why a belt 
running at 7,500 f.p.m. has about 
the same rating as one running at 
3,000. 

Belts are readily adapted to 
changed conditions. Length can be 
increased or decreased easily to 
meet changed drive requirements, 
and they can be operated on either 
long or short centers. Long-center 
drives with the slack side on top 
were once the more desirable 
arrangement, but development of 
pivoted bases for motors has made 
short-center drives as satisfactory 
as long-center ones. 

When a motor is mounted on a 
pivoted base, part of its weight is 


A 400-hp. synchronous motor on Rockwood base flat-belted to an air 
compressor. Centers are only 7 ft. 2 in., although the belt is 36 in. wide. 
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balanced against the tension in the 
two strands of the belt. Bases 
have been developed for operating 
the motor in almost any position. 
The motor can be shifted nearer 
to or farther from the pivot on the 
base, thus positioning the motor to 
operate with minimum belt tension 
to drive the load and with least 
wear and tear. 

On applications where pulley 
ratios are small, these drives may 
operate on such short. centers the 
pulleys almost touch. For example, 
7.5-hp., 1,750-r.p.m. motors drive 
spinning frames with only 10 in. 
between pulley centers. These 
drives are also suited for large 
pulley ratios and center distances 
comparable to or shorter than idler 
applications. An example is a 15- 
hp., 1,160-r.p.m. motor driving a 
paper calender through a belt on 
32-in. centers with a speed reduc- 
tion of 8 to 1. 

Leather belts are available in 
light, medium and heavy, single-, 
double- and triple-ply, for applica- 
tion according to horsepower to be 
transmitted and size of pulleys, 
Table I. Rubber belts are made in 
thicknesses of from 2- to 15-ply 
and widths of 1 to 72 in. Above 
10-ply, these belts may be con- 
sidered special for high-powered 
drives for operation on large pul- 
leys. It is desirable on any drive 
to use as thin a belt as possible con- 
sistent with a _ practical width. 
Table II gives minimum pulley 
diameters and horsepower per inch 
of rubber belt. 

Values given in the tables are 
fairly representative of leather and 
rubber belts. Some are available 
with higher or lower ratings, but 
the values in the tables will give 


satisfactory results. 


Most power applications require 
a belt of higher rating than the 
drive unit. Allowance must be 
made for character of load, method 
of starting and other conditions by 
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GET THE BELT ORDERS 


Table I—Minimum Pulley Diameters and Permissible Horse- Table III—Service Factors by Which Normal Rat- 
power of Leather Belt Per Inch Width (180-deg. Arc Contact) ing of Motors Must be Increased When Selecting 


Belts to Connect Them to Their Loads 





Min. Pulley Maximum Permissible Horsepower Per Inch of Belt 
Diam., Inches Width 



































Service 
, Ft. per Min. Kind of Load Typical Machinery Factor 
Under 2,000 Over ———__—_—_—_Belt S » Ft. per Min. 
Plys' 2,000 4,000 4,000 1,000 1,500 2,000 2, 3,000 3,500 4,000 4,500 5,000 Starting load light—operat- Small fans, blowers and centri- 
-L 2 > ¢ 646 20 2.6 3.39 3.8 43 466 5.0 5.5 _ meuadnerm SUGH POMPB-.000000 +0 0000 ’ 
1-M 3 5 6 06 24 32 &9 46 5.1 5.6 6.0 6.3 Light, Pafeting— carting Small reciprocating pumps and 
1-H 4 6 > £6 26 $7 &5 [a £6 628 8 £2 peaks 125% of normal, compressors; line shafts driv- 
2-L 7 9 2 2.3 oe 48 $38 5.6 63 @¢8 7.3 88 ing light loads.......... ee 1.2 
2-M 9 12 —s 223 3.2 8.8 35.9 7.1 Fae * ee 5 ee Moderate shocks or pulsa- Reversing drives, large compres- 
2-H 14 18 20 2.8 4.0 5.3 6.5 7.7 85 9.3 10.0 10.5 tions—starting peak loads sors and pumps, large fans and 
7 2 8 33 zt ie zs $-3 ag as Pe ws He 150% of normal blowers, pulverizers......... 1.4 
t ° ° ° ° ° . 2 oe ; Severe shocks or pulsations Mining and smelting machinery, 
3-H 360 423.7) 5.5 7.2 8.8 10.5 11.6 12.6 13.5 14.3 sgtrtine Peak ods | Ge GUNEAGe......... 10.93 
1L = li = i oe % of nor: 
L = light, M = medium and H = heavy. Starting on peak loads upto Textile machinery such as spin- 
250% of normal ning frames and twisters, coal 
Table II—Minimum Pulley Diameters and Permissible Horse- — scissile a ny -soripana gored 2 
. a le i 
power Rubber Belt Per Inch Width (180-deg. Arc of Contact) ret Mees a machinery bisa ter diplon , 
GIN ata ki aanceenatous 
Min. Pulley Maximum Permissible Horsepower Per Inch of Belt Motors started by connecting directly across the line; never less 
Diam., Inches Width GA icnsk hacen erkeksaeen hb seneaewesae kan eke ead 2 
Speed, Ft. per Min. 
Under 2,000- Over ——_—_————_ Belt Speed, Ft. Min.-—-———. —. 
Plys 2,000 4,000 4,000 1,000 1,500 2,000 2,500 3,000 4,000 4,500 5,000 Table IV : 
; r : is is ah Sn ae Ge Ae ae able —Correction Factors for Arc of Contact 
7 6 8 10 Lo 2.2 20 3.8 4.4 5.1 5.5 5.9 6.3 
5 8 10 2. 28 2.9 "38 4.7 $8 64 69 22 2.9 Arc of Correc- Arc of Correc- Arc of Correc- 
6 10 12 Ss 2.6 3.5 4.5 Sy 668 25 Ge 8s 3.6 Contact, tion Contact, tion Contact, tion 
7 14 16 20 2.8 4.1 5.3 6.6 7.6 8.9 9.7 10.4 11.0 Deg. Factor Deg. Factor Deg. Factor 
PRR BES te GS Beg ue ie 
9 22 24 30 .6 . 6. y x , . ‘ 
10 30 360 42040 5.875). 10.8 «(12.7 13.8 14.9 15.7 180 ! 160 1.08 140 1.18 
12 36 42 48 «64.9 7.0 9.2 11.7 13.4 15.6 16.9 18.2 19.2 170 1.04 150 1.13 130 1.23 





"v Belt Speed in F.P.M. for Given Pulley Diameter and R.P.M. 





. 
R.P.M. 100 110 120 130 140 150 180 170 180 190 200 210 220 230 250 275 300 325 350 375 400 450 500 600 700 250 900 1,200 1,500 1,500 











Pulley 

Diam., 

Inches Belt Speed in Feet Per Minute 

2 52 58 63 6873879 B84 BD OH 100s10S-ss10ssSs120ss130ss45——s155) 170s 18S) 195) 20s 235) 260315) 365395 47030 785 940 

24 6 72 78 85 92 98 105 110 120 125 130 135 145 150 165 180 195 210 230 245 260 295 325 395 460 490 590 785 980 1,180 

3 78 «486 | (4 110 12001250135) 140 150155) 165175) 180) 195215) 235-255) 275295) 315 355390 470 550 590710 940 1,180 1,410 

4 92 100 «110120 130 135) 145155) 165) 175185) 190 200 210 230s 250s 275 300s 320s 345365 410 460 550 640) O85) 825 1,100 1,380 1.650 

4 105 115) 1250 135145155170 180 190 200 210 220 230 240 260 290 315340365395) 420 470 525) 630 735785) 0940 1,260 «1,570 1,680 

4 118 6130 «140 155) 165,175) «190 200s 210-225-235) S250 260270295) 325355) 38S 410 440 470530 590-705) 825) 885 1,060 1.410 1,770 2.120 

5 13) 1450 155) 170 185) 195) 210 225 235) 250 260 275-290 300 325 360395) 425 460 490525 590) 655785915 980 1,180 1,570 1,960 2,360 

4 144 160) «1750185200 215 230 245) 260-275 290) 305) 315 330 360 395) 430 470 505) 540575) 650) «720 86S-:1,010 1,080 1,300 1,730 2,160 2,590 

6 157 175, 190-205) 220 235 250 265) 285) 300 315 330 345) 360 395 430 470510 550 590 «630 705-785 «= 940 «1,100 1.180 1,410 1,880 2,360 2,830 

7 183 200 «220 «240 «255. 275) 295) 310 330 350 365 385 405 420 460 505550595) «S640 68S) 735) 825915 1,100 1,280 1,370 1,650 2,200 2.750 3,300 

* 210 «230 «250, «270-295-315 335) 360) 375) 400 420 440 460 480525575630 680-735) 785) 840 = 940 1,050 1,260 1,470 1,570 1.880 2,510 3,140 3,770 

9 235 «260 «285 «= 305 330s 355-375 425 450 470 495 520 540 590 650 705 765 825 885 940 1,060 1.180 1,410 1,650 1,770 2.120 2,830 3,530 4,240 

10 2 290 315 340) 365) 395) 420 4450 470 495) 525) 550) «575 600 655) 720 785) = 850 91S «980 1,050 1.180 1.310 1,570 1.830 1,960 2,360 3,140 3,930 4,710 

i 320 345 «375 405) 430 460 490 520) 545) 575605) 635 660 720 790) 865 = 4935 1.010 1,080 1,150 1.300 1.440 1,730 2,020 2.160 2.590 3,460 4,320 5,180 

12 315 345) 375 410 440 470 505 535 565 595) 630 660 690) 725) 785) B65 S940 «1,020 1,100 1,180 1,260 1,410 1,570 1,880 2,200 2,360 2,830 3,770 4,710 5,660 

13 340 «(375 «410 440) 475) S10 545) 580) 61S 645 680) 715750) 785) = 850-935 1,020 1,110 1,190 1,280 1.360 1.530 1,700 2,040 2,380 2.550 3.060 5.100 6.130 

14 370 405 440 475) 515 550) 585) 625. 660 «695 35) 770 805 845915 1.010 1.100 1.190 1,280 1,370 1.470 1.650 1,830 2.200 2,570 2.750 3.300 4,400 5,500 

15 - 39 430 470 510 550 590 625 670 705 745 785 825 865 905 980 1,080 1.180 1.280 1.370 1.470 1,570 1.770 1,960 2,360 2,750 2.940 3,530 4.710 5,890 

- 420 460 505 545 585 630 670 710 755 795 840 880 920 965 1.050 1.150 1.260 1.360 1.470 1.570 1,680 1.889 2,090 2.510 2,930 3,140 3.770 5.030 6,280 

ey ise 445 490 535 580) «625 «670 710) 755) 800 845. 890-935) = 980 1,020 1,110 1,220 1.340 1.450 1,560, 1,670 1,780 2,000 2,220 2,670 3,120 3,340 4,010 5.340 

8 470 520 565 615 660 705 755 800 850 895 940 990 1,040 1,080 1,180 1,300 1,410 1,530 1,650 1,770 1,880 2.120 2,360 2,830 3,300 3,530 4,240 5.660 

19 500 545 600 650 695 745 795 845 895 945 995 1,040 1,090 1.140 1.240 1,370 1.490 1,620 1,740 1,870 1.990 2.2 490 2,980 3,480 3,730 4.4 5.970 

20 525 575 630 680 735 785 840 890 940 995 1,050 1.100 1.150 1,200 1,310 1.440 1,570 1.700 1.830 1.960 2.090 2.360 2.620 3,140 3,660 3.930 4,710 6,280 

21 550 605 «6660 S715) 770 825 880-935 =: 990 1,040 1,100 1.160 1.210 1.260 1.370 1,510 1,650 1,790 1.920 2,060 2.200 2,470 2.750 3,300 3.850 4.120 4.950 

22 575 635 690) 750) 805) 865 925) =: 980 «1,040 1,090 1.150 1.210 1,270 1,320 1,440 1,580 1.730 1,870 2.020 2.160 2,300 2 2,880 3,460 4,030 4,320 5,180 

23 600 660 725 785 845 5 965 1,020 1,080 1,140 1,200 1,260 1,320 1,380 1,500 1,660 1,810 1,960 2.110 2.260 2.410 2,710 3.010 3,610 4,220 4,520 5,420 

24 630 690) «755 «820 0 880 = 940 1,000 1.070 1,130 1.190 1.260 1.320 1,380 1.440 1.570 1 880 2.040 2.200 2,360 2.510 2.830 3.140 3.770 4,400 4.710 5,650 

26 6 750 815 = 885) —-4955_-:1,020 1.090 1.160 1.220 1.290 1.360 1.430 1,500 1,570 1.700 1.870 2,040 2.210 2.380 2,550 2.720 3,060 3,400 4,080 4,760 5,100 5,890 

28 735 805 «880 «955 -1,030 1.100 1.170 1,250 1.320 1,390 1.470 1,540 1.610 1.690 1.830 2.020 2,200 2.380 2,570 2.750 2.930 3,300 3.660 4.400 5,130 5,400 6,130 

30 785 865 «= 940 1,020 1,100 1,180 1,260 1,340 1,410 1,490 1,570 1,650 1,730 1,810 1,960 2,160 2,360 2,550 2,750 2,940 3,140 3,530 3,930 4,710 5,500 5,890 

32 840 925 1,000 1,090 1.170 1,260 1,340 1.420 1,510 1,590 1,680 1,760 1,840 1,930 2.090 2,300 2.510 2,720 2,930 3.140 3,355 3,770 4,190 5.030 5,860 6,280 

34 890 980 1,070 1,160 1.250 1,340 1,420 1,510 1,600 1.690 1.780 1,870 1,960+ 2.050 2,220 2.450 2,670 2,890 3,120 3,340 3.560 4.010 4.450 5,340 6.230 

36 940 1.040 1.130 1,220 1,320 1.410 1.510 1,600 1.700 1.790 1,880 1.980 2.130 2.170 2.360 2.590 2.830 3,060 3,300 3.530 3.770 4.240 4.710 5,660 

38 995 1.090 1.190 1,290 1,390 1.490 1,590 1.690 1.790 1.890 1.990 2090 2.250 2.290 2.490 2.740 2.980 3.230 3.480 3.730 3.980 4.480 4.970 5,970 

40 1,045 1,150 1,260 1,360 1,470 1,570 1,680 1,780 1,680 1,990 2,090 2,200 2.360 2.410 2,620 2,880 3.140 3,400 3,660 3,930 4,190 4,710 5,240 

42 1,100 1.210 1,320 1,430 1,540 1,650 1.760 1,870 1.980 2.090 2,200 2.310 2.480 2,530 2.750 3,020 3.300 3.570 3,850 4,120 4.400 4,950 5,500 

44 1.150 1.270 1,380 1.500 1.610 1.730 1,840 1,960 2.070 2.190 2.300 2.420 2.590 2.650 2,880 3.170 3.460 3,740 4,030 4,320 4.610 5,180 5,760 

46 1,200 1.320 1,440 1,570 1,690 1,810 1.930 2.050 2.170 2.290 2.410 2,520 2,710 2,770 3,010 3.310 3,610 3.910 4.210 4,520 4,820 5,420 6,020 

48 1,260 1,380 1,510 1,630 1.760 1,880 2.010 2.140 2.260 2,390 2.510 2.630 2.820 2.890 3.140 3.460 3.770 4,080 4.400 4,710 5.030 5.660 

50 1,310 1,440 1,570 1,700 1.830 1,960 2.090 2.220 2.350 2,490 2,620 2.740 2,940 3.010 3,270 3,600 3,930 4,250 4,580 4,910 5,240 5,690 Belt speed in ft. per min. is: 

52 1360 1 1,630 1,770 1.910 2.040 2,180 2,310 2.440 2,590 2.720 2.850 3.050 3.130 3,400 3.740 4.080 4.420 4.760 5,100 5,440 6,130 BS = 0.9618x Dx, ; 

54 1.415 1,560 1,700 1,840 1,980 2.120 2.260 2.400 2.540 2,690 2,830 2.960 3.170 3,250 3,530 3,890 4240 4.600 4.950 5,300 5.660 Where D = pulley diam. in inches 

56 +1470 1.610 1.760 1.910 2.050 2,200 2.350 2490 2.630 2.790 2.930 3,070 3,280 3.370 3.660 4.030 4,400 4.760 5.130 5.500 5,860 and 8 = pulley r.p.m, 

58 1.520 1.670 1.820 1.970 2.130 2.280 2.430 2.580 2.720 2.880 3.040 3.100 3.400 3.490 3.800 4.180 4560 4.940 5.320 5.690 6,070 Pulley speeds selected are those 

60 1,570 1.730 1,890 2.040 2.200 2.360 2.510 2.670 2.820 2.980 3,140 3.290 3.520 3.610 3,930 4,320 4,710 5,100 5.500 5,890 nearest to synchronous speeds of 
: alternating-current motors. 

66 1,730 1,900 2.070 2.250 2.420 2.590 2.760 2.940 3,100 3,280 3,460 3.620 3,860 3.970 4,320 4,750 5,180 5.620 6.050 

72 1.880 2.070 2.260 2.450 2.640 2,830 3.020 3.200 3,380 3.580 3,770° 3.950 4.210 4.340 4.710 5,180 5.660 6.13 

78 2.040 2.250 2.450 2.650 2.860 3.060 3.270 3.470 3.670 3.880 4.080 4.280 4.550 4,700 5.100 5.620 6.120 

84 2.200 2.420 2.640 2,860 3080 3.300 3.520 3.740 3.950 4.180 4.400 4610 4.900 5,060 5,500 6,040 

90 2.360 2.590 2.830 3.660 3.300 3.530 3,770 4.010 4.230 4.480 4710 5.240 5.420 5.900 

% 2.510 2.760 3,020 3.270 3.520 3,770 4,020 4.270 4,510 4,780 5,030 5,270 5,590 5,780 
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the use of service factors such as 
those in Table III. Another factor 
is the arc of contact of the belt on 
the smaller pulley. Belts are usually 
rated on the basis of 180-deg. arc 
of contact. 


Assume a belt conveyor driven 
by a 25-hp., 1,150-r.p.m. slip-ring 
motor on a pivoted base, with the 
motor pulley 12 in. in diameter and 
belted to a 42-in. pulley, center-to- 
center distance being 6 ft. Horse- 
power of the belt can be found by 
the formula: Belt hp. = motor hp. 
< service factor * are of contact 
factor. In Table III, a service 
factor of 2 is given. Arc of con- 
tact on the small pulley may be de- 
termined by the formula: 


60 (D—d) 
G 4 


Where D is the diameter of the 
larger pulley and d of the smaller 
and C equals the center-to-center 
distance, all dimensions being in 
inches. Then, 


Arc of Contact = 180 — 


Arc of Contact = 180 — 


60 « (42 — 10) 
72 
In Table IV, the correction 
factor for 150 deg. is 1.13. Con- 
sequently, Belt hp. = 25 *« 2 
1.13 = 56.5. To determine the size 
of the belt its speed must be known, 
which for a 12-in. pulley at 1,150 
r.p.m. is found to be 3,600 ft. per 
min. (See Table V.) If a leather belt 
is wanted, use Table IV. A heavy 
single-ply belt will transmit 5.9 hp. 
per in. of width at 3,500 f.p.m. and 
6 hp. at 3,600 f.p.m. Then a belt 
having a width of 56.5 — 6 = 9 in., 
will do the job. The pulley should 
be about an inch wider than the 
belt, so that one with a 10-in. face 
can be used. 


- 153 deg. 
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If a rubber belt is selected, one 
of 5-ply construction can be used, 
which at 3,600 f.p.m. is good for 
about 6.5 hp. per in. of width. Belt 
width should be 56.6 — 6.5 = 9 in., 
and the pulley can be 10 in. wide. 
For good pulley proportions, select 
a face width equal to or less than 
the diameter. If possible when 
selecting the small pulley, choose 
one that will give the most eco- 
nomical belt speed, 4,000 ft. per 
min. 

Before general adoption of elec- 
tric motors, most drives were group 
arrangements. In -some_ cases, 
equipment on several floors, or in 
several buildings, was driven from 
one steam engine or waterwheel 
through belts, shafting and gears. 
This method was inefficient and 
power losses were high, even when 
equipment was in good condition. 
Individual drives began to replace 
group drives very extensively. In 
recent years, however, a new 
system of group drive was de- 
veloped and found favor for many 
applications, under the name 
“Modern Group Drive.” Although 
belts form an important part of 
this system, other equipment, such 
as chains, gears and V-belts and 
combinations of them, are also 
used. ; 

This system differs from the old 
in many respects. It is intended 
for comparatively small groups of 
small- and medium-powered ma- 
chines. Comparatively short, light, 
high-speed shafting operates in 
anti-friction bearings, supported in 
improved hangers on a system of 
steel channels attached to the build- 
ing. This steel work not only pro- 
vides a good support for the shaft- 
ing but it also permits bearings to 
be located at load points along the 


A 150-hp. synchro- 
nous motor V-belted 
to an air compressor. 
Note that the motor 
pulley is V-grooved, 
while the air com- 
pressor pulley is flat. 
An increasing num- 
ber of V-belt drives 
are arranged like this 
to decrease cost. 
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shafting, insuring minimum shaft 
distortion. The shafting can also 
be kept in line conveniently and the 
anti-friction bearings used insure 
high operating efficiency. 

Where it is applicable, modern 
group drive costs less than in- 
dividual drives; installed horse- 
power can be less, and ‘the larger 
motors will have a higher power 
factor than small motors. This, 
combined with higher efficiency, 
reduces power costs. 

The system has the disadvantage 
that if a motor fails, a group of 
machines is shut down. With 
modern motors properly installed 
and maintained, this objection can 
be discounted considerably, because 
of high reliability of electrical 
equipment. Be these arguments 
what they may, modern group drive 
has given power-application en- 
gineers a new tool worthy of care- 
ful consideration. 


Multiple V-Belts 


Multiple V-belt drives are com- 
paratively new, but they have won 
an important place where short- 
center drives are required. De- 
veloped originally to operate only 
on aligned V-grooved pulleys with 
shafts parallel, V-belts are now 
available to operate on quarter- 
turn drives with and without idlers, 
on drives using two idlers to re- 
verse rotation of the driven pulley, 
on drives using a V-grooved driver 
and a flat-rimmed driven pulley, 
on drives with adjustable pitch- 
diameter sheaves permitting up to 
50% speed adjustment, or on drives 
for several shafts driven in the 
same or opposite directions by the 
same belt. Many of the latter ap- 
plications require a belt with a 
double-V cross-section so that they 
may drive from both inside and 
outside. 

Originally, V-belt sheaves were 
cast-iron, but now pressed-steel 
types are available. They are 
cheaper and lighter in weight than 
cast-iron sheaves of equivalent size, 
but are available only to about 15 
hp. V-belts are made in five sizes, 
and drives comprise one or more 
belts of the cross-section that best 
suits the particular installation. 
Conditions governing selection are: 
power to be transmitted, charac- 
teristics of load and power drive 
and how started, center-to-center 
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distance between sheaves, ratio of 
diameters of driving and driven 
sheaves. 

Belts are rated on 180 deg. arc 
of contact and continuous steady 
load. To adjust this rating for 
load characteristics, service factors 
like those in Table III are used. 
Table III does not list factors for 
all machines, but for those not 
listed, the factor for a comparable 
machine may be taken. 

A flywheel on the driven end will 
generally relieve the belts of shock 
loads. On the other hand, if a 
large part of the flywheel effect is 
in the driver, shock loads on the 
belts may be greatly increased. Un- 
less proper allowance is made for 
this in selecting the belt, opera- 
tion may be unsatisfactory. 

Loss of are of contact on the 
smaller sheave of a drive must 
be compensated for in selection. 
Actual are of contact can be found 
by using the flat-belt formula, then 
the same factors (Table IV) may 
be applied. 

Given kind of load, motor rating 
and are of contact on the smaller 
sheave, the required horsepower 
for a V-belt can be calculated from 
the formula: Required belt hp. = 
motor hp. * service factor *« Arc 
of contact factor. It is better to 
use a few too many belts than too 
few. Added initial cost for an 
extra belt or two is surprisingly 
small, and this additional expense 
will be repaid by increased life, re- 
liability and efficiency. 

When you take an order for 
V-belt drives, be sure to find 
out all these things: maxi- 
mum and minimum center dis- 
tances, pitch diameters of driving 
and driven sheaves, full-load speeds 
of driving and driven shafts, shaft- 
extension diameters, key-seat sizes 
on both shafts, type of sheave 
(clamp, solid-hub, or split), kind 
and make of driven machine, type 
of driver (lineshaft, motor, en- 
gine, etc.). 

Center distances can be very 
short or fairly long—up to 12 ft. or 
more, depending on belt cross-sec- 
tion. Short center distances are 
preferable. Speed can be high or 
low, with ratios of 1:1 to 7:1, al- 
though ratio may go up to 10:1 on 
the manufacturer’s recommenda- 
tion. V-belts may be run in either 
direction, in any position, and for 
reversing service. Standard belts 


are available for speeds to 5,000 
f.p.m., although the maker will 
sometimes permit speeds to 7,500 
f.p.m. on his recommendation. 
V-belts are suited to driving a 
wide variety of equipment, but 
standard types should not be used 
in continuous contact with mineral 
oil, or where center distances can- 
not be adjusted, or in temperatures 
above 140 deg. F. A recent special 
design will stand oil. Multiple 
V-belts to be used where there 
is excessive moisture should be 
selected with additional capacity 


to compensate for the reduction in 
the coefficient of friction. 

When V-belts are first used, they 
will slacken as they seat in the 
grooves. This must be taken up by 
adjusting center distance, which 
will also usually take out any initial 
small differences in belt length. 
Unless the drive is too small or 
conditions are very severe, this ad- 
justment should be the last re- 
quired for several months, because 
the belts stretch only slightly after 
the initial stretch is compensated 
for. 


SERVICE, COMPLETE STOCK 
BUILD COUNTER SALES 


VERY considerable percentage 

of the volume done by the 
Briggs-Weaver Machinery Com- 
pany, Dallas, Texas, results from 
“over-the-counter” sales. 

The company has built this phase 
of its activities to notable propor- 
tions by making sure that it can 
take care of practically all of its 
customers’ needs from stock, and by 
rendering fast, efficient counter 
service. 

Five trained men are on the job 
throughout the day on week-days to 
service the trade over-the-counter, 
and one man is kept on duty until 
11 o’clock every week night and all 
day Sunday to take care of cus- 
tomers’ needs. This man can also 


MILL SUPPLIES @ APRIL 1936 


be reached by telephone at his 
home every night after 11 o’clock 
and will go down to the store at 
any time to service a customer. 

This extra hour service is a great 
benefit to plants which wish to 
make repairs nights or Sundays. 

The accompanying picture, 
taking during a brief lull in activi- 
ties, shows a portion of the Briggs- 
Weaver service counter, with three 
of the counter salesmen (left to 
right), P. B. Cox, Charlie Gilliard 
and John Wallace. The door to be 
seen at the rear of the picture, 
leads to a handily arranged store- 
room, where items most in demand 
over the counter are easily acces- 
sible to the salesmen. 
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SATTERLEE REACHES 
“MAN IN THE SHOP” 


SALES promotion idea which 

has proved very effective in 
the automotive supply field, has 
worked out with considerable suc- 
cess for the F. E. Satterlee Com- 
pany, Minneapolis. Automotive 
wholesalers customarily furnish 
their garage customers with “want 
books” in which to jot down their 
needs as they occur. 

Satterlee has found ready ac- 
ceptance for such a book in machine 
shops and tool rooms. Salesmen 
report that, in some cases, it has 
enabled them to get beyond the 
buyer and into the shop. 

Advertising is carried on the 
covers and the “center spread.” 
The latter copy is essentially the 
same as shown on the wall card. 

Total cost of the “want book” in 
quantities of 2500 was $150. 

This large wall card, incidentally, 
has also proved helpful as a means 
of reminding shop men of the lines 
handled by Satterlee. Printed on 
bright orange cardboard, the card 
is punched for tacking over the 
superintendent’s desk or elsewhere 
in the shop where it acts as a con- 
stant reminder. 

Both of these sales promotion de- 
vices are best distributed by sales- 
men who can see to it that they are 
tacked up in a prominent place. 
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Large wall card, printed on 
bright orange cardboard, is de- 
signed for distribution to men 


in the shop. Salesmen urge 
shop men to tack it up in 
prominent place. 


Want Book has proved effective 
in helping salesmen to get into 
the shop. Cost $150 for 2500. 
Center pages list all principal 
lines handled by the distributor. 
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AKING full advantage of les- 
sons learned in the operation 
of his first “Power Show,” Paul 
Hagerty, president, Hagerty 
Brothers Company, headed his 
organization through a three-day 
program on March 5, 6 and 7, 
which exceeded the previous year’s 
exhibit both in smoothness of 
operation and in results obtained. 
Advance promotion was very 
carefully planned. A close follow- 
up by personal letters and calls re- 
sulted in an unusually large at- 
tendance. Visitors were registered 
at the entrance to the National 
Guard Armory, where the exhibit 
was held. Door prizes were drawn 
for twice each day. One unusual 
stunt used in this connection was a 
close scrutiny of registrations as 
they were made and a separation 
of the cards to eliminate mere 
sightseers from drawings. 

The armory, with a floor space of 
about 150 feet by 100 feet, afforded 
ample space for roomy exhibits of 
the 33 manufacturers who showed 
and demonstrated their merchan- 
dise, yet left unusually wide aisles, 





as will be noted in the accompany- 
ing pictures. 

An analysis of registration cards 
showed visitors far above average 
in their ability to specify material 
and purchase equipment and sup- 
plies. An indication of this quality 
may be gleaned from the fact that 
on the first day of the show two 
electric welding outfits were sold, 
orders were taken for a consider- 
able quantity of wire rope, five 
orders for balata belting were 
booked and one Hagerty salesman 
lined up potential business in the 
amount of $6,000. 

Buyers and plant operating 
officials who visited the show dur- 
ing the day were given invitations 
to a buffet lunch at the Pere 
Marquette Hotel after the show. 

A constant stream of announce- 
ments and ballyhoo for exhibits 
was carried on over an amplifier 
by W. T. “Bill” Allen, who as- 
sisted Paul Hagerty in keeping 
things moving. 

A close follow-up of all leads is 
now in progress. 

Exhibitors included Quigley 
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REPEAT PERFORMANCE 
OUTDOES FIRST HAGERTY SHOW 







Large exhibit booths and 
generous aisles were a 
feature of this second 
“Power Show,” held in 
the National Guard Ar- 
mory. At left, Paul Hag- 
erty, president, Hagerty 
Brothers Company. 


Company; Simonds Saw and Steel; 
Abrasive Company; Foremost Elec- 
tric Company; Williamsport Wire 
Rope Company; The Falk Corpora- 
tion; Lincoln Electric Company; 
Curtis Pneumatic Tool Company; 
Victor Balata and Textile Belting 
Company; Cutler-Hammer, In- 
corporated; Youngstown Sheet and 
Tube Company; Armstrong Ma- 
chine Works; Johnson Corporation; 
Dodge Manufacturing Corporation; 
Stanley Electric Tool Division; The 
Louis Allis Company; Autovent 
Fan and Blower Corporation; Arm- 
strong Bros. Tool Company; Screw 
Conveyor Corporation; Superior 
Scale Company; Keystone Lubricat- 
ing Company; Republic Rubber 
Company; SKF Industries, Incor- 
porated; Walworth Company; De- 
catur Pump Company; Diamond 


Chain and Manufacturing Com- 
pany; LaSalle Steel Company; 
Goulds Pumps, Incorporated; 


Wright Manufacturing Company; 
Eagle-Picher Lead Company; Na- 
tional Twist Drill Company; Win- 
ter Bros. Company, and Alexander 
Bros., Incorporated. 













(2) Right: Thomas Erick- 
son, purchasing agent; D. K. 
Towner, secretary; G. B. M. 
Towner, president, and Ar- 
thur D. Grover, officials of 
the Towner Hardware Com- 
pany. Mr. Towner, Senior, 
has headed the organization 
since its incorporation in 
1882. 

















(1) Left: General view of 
exhibits in Occidental Hotel, 
Muskegon. Twenty - seven 
manufacturers were repre- 
sented with displays. 


MUSKEGON HAILS TOWNER EXHIBIT 


HE first industrial show to be 
held in Muskegon, Michigan, 
sponsored by Towner Hardware 
Company, proved so successful that 
D. K. Towner, who had charge of 
the show, states that it will prob- 
ably become an annual event. Mr. 
Towner, who was assisted by 
Arthur D. Grover, further stated 
that the purpose of the exhibit, 
which was open to the public, was 
to stimulate interest in the latest 
developments of the various leading 
industrial manufacturing concerns. 
Tools and machinery made by 27 
manufacturers were on exhibit at 
the Occidental Hotel on March 20 
and 21. The ballroom was deco- 





rated in black and silver. Included 
in the exhibits were displays of 
electric tools, pipe-threading tools, 
brass and iron bels, taps and dies, 
lathe and drill chucks, drills, ream- 
ers and cutters, cold-drawn steel, 
grinding wheels and diamond dress- 
ers, fire equipment, leather belting, 
power transmission, socket screws, 
mechanical rubber goods, conveyor 
equipment, belt lacing, hacksaw 
blades, abrasive paper, power 
hoists, wrenches and lathe tools, 
precision tools, machinist vises and 
files of all kinds. 

Sales engineers presided at each 
booth, explained their equipment 
and assisted factory officials and 
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mechanics in solving their indivi- 
dual industrial problems. 

Among the manufacturers who 
exhibited were: Standard Tool 
Company, American Screw Com- 
pany, H. G. Thompson and Son 
Company, Jenkins Bros., Greenfield 
Tap and Die Company, Stanley 
Rule and Level Company, Wright 
Hoist Company, Allen Manufactur- 
ing Company, Dodge Manufactur- 
ing Corporation, Saylor-Beall Com- 
pany, Toledo Pipe Threading Com- 
pany, Boston Woven Hose and 
Rubber Company, Armstrong Bros. 
Tool Company, Minnesota Mining 
and Manufacturing Company, L. S. 
Starrett Company, Lufkin Rule Co. 














SAMSCO SALES MEETINGS 
PROVE EFFECTIVE 


ISTRIBUTORS generally rec- 
ognize the benefits to be ob- 
tained from sales meetings of their 
organizations if they are intelli- 
gently planned and properly con- 
ducted. At the same time, they 
realize little is to be gained if these 
sessions are allowed to become 
humdrum and boresome, or to run 
“hog wild’ away from the subject, 
or subjects, assigned for discussion. 
Glaring faults of many large 
conventions in various fields in the 
past have been evident to a lesser 
degree in distributors’ sales meet- 
ings. One of these is caused by 
the uninteresting or unprepared 
speaker who keeps his audience in 
a state of restlessness or lulls it 
into a condition of repose. This 
fault was brought to light in no 
unmistakable terms at the January 
group meeting of distributors of 
the Pittsburgh industrial era with 
manufacturers (as mentioned in 
the March issue of MILL SUPPLIES) 
when speakers declared that manu- 
facturers’ men should come to the 
distributor’s sales meeting, pre- 
pared to speak, and should register 
an enthusiasm that will be com- 
municated to the distributor’s men. 
On the other hand, some meetings 
have been spoiled by discussions on 
one or two subjects running to such 
great length as to crowd out later 
subjects entirely or cause them to 
be rushed through in such a way 
as to produce absolutely no benefits. 
Oftentimes, too, discussions veer 
into channels entirely different 
from the theme of the meetings. 
But the fact must not be over- 
looked that these side discussions 
are frequently of vital importance 
to all concerned. 

In the final analysis, the success 
of distributors’ sales meetings 
rests, to a considerable extent, 
with the man responsible for their 
arrangement and conduct, the 


By 
E. J. McOSKER 
Western Editor 


proper cooperation of manufac- 
turers’ men, of course, being as- 
sumed. Consequently, plans which 
are working out successfully are of 
interest to all distributors who 
want to get the most out of their 
sales meetings. 

The San Antonio Machine and 
Supply Company, one of the best 
known industrial supply organiza- 
tions in the Southwest, has worked 
out a program which is bearing 
good fruit. 

This company stages two entirely 
different types of sales meetings— 
one type held weekly, the other 
monthly. 

The weekly general sales meet- 
ings are held on Saturday morn- 
ings. Present at these sessions are 
the sales manager, and the sales- 
men who are in the city—no one 





C. C. Krueger, president, San 


Antonio Machine and Supply 
Company, exemplifies what he in 
turn asks of executives and de- 
partment heads in the way of 
leadership. Since the death of 
his father, founder of the com- 
pany, he has successfully guided 
the activities of this efficient or- 
ganization, which has its main 
office in San Antonio, and branches 
in Waco, Austin, Corpus Christi 
and Harlingen. He has long been 
a leader in the work of the South- 
ern Supply and Machinery Dis- 
tributors’ Association, which he 
recently served as president. 
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else. These weekly gatherings are 
simply what might be called “clean 
up” affairs. Changes in prices, in- 
structions for the ensuing week and 
other special and immediate mat- 
ters are taken up. If the salesmen 
have been confronted with problems 
during the preceding five days on 
which they want immediate advice 
or instructions, they are brought up 
at these Saturday morning get to- 
gethers. Thus, many subjects are 
cleared up at these short sessions, 
which leaves the monthly sales 
meeting free for assigned discus- 
sions and the threshing out of more 
general problems. Incidentally, it 
is a hard and fast rule of these 
Saturday morning sessions that 
they are not to last more than one 
hour. The San Antonio Machine 
and Supply Company gives its em- 
ployes all Saturday afternoons off, 
and C. C. Krueger, president and 
general manager of the organiza- 
tion, insists that they take their 
time-off for themselves. It is all 
right for executives to work over 
time if they care to, but Mr. 
Krueger does not want his salesmen 
or other employes to do it. 

One Friday evening each month 
is given over to the other type of 
sales meeting, which hews closer to 
prescribed lines. These sessions are 
usually addressed by one or two 
manufacturers’ men, and discus- 
sions are largely focused on the 
lines represented by these men. 
The “Samsco” salesmen are notified 
in advance as to the lines which 
will be “on tap” so that they may 
come prepared to ask questions that 
will help them in their sales work 
and to bring up problems that have 
arisen or might arise in connection 
with the distribution of these lines. 

All department heads are present 
at these monthly sales meetings. 
President Krueger—a firm believer 

(Continued on page 90) 
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POWER TRANSMISSION 
CLUB NEWS 


Watch These Opportunities 


@® From the Chairman of the Tech- 
nical Committee of the Minneapolis 
Power Transmission Club (A. W. 
MacNabb, power engineer of Min- 
neapolis General Electric Com- 
pany) comes a very pertinent sug- 
gestion. He says that many plants 
are going on night schedules for 
overtime work, and that as a con- 
sequence many electrical changes 
are being made. These changes 
offer the best possible opportunities 
for getting the story of Modern 
Group Drive across now, so that 
changes in transmission equip- 
ment may be made at the same 
time to secure the utmost benefits 
from both night and day operation 
of machines. 

Watch the plants in your terri- 
tory. At the least sign of greater 
activity get your story across. 
Better still; don’t wait. Tell the 
story before changes are planned, 
and you'll get bigger rewards in 
sales of equipment by helping the 
plant executive to figure out pro- 
duction economies. Don’t wait 
until his mind is all made up; help 
him decide! 


A Ten Strike from Twin Cities 


@A. P. Jurgens of the Jurgens 
Company, St. Paul, Minn., is to be 
congratulated for effective selling 
of the Modern Group Drive idea to 
a local automotive parts manufac- 
turer, The Donaldson Company, 
makers of air cleaners for auto- 
mobile engines. 

Due to the fact that much of the 
production of this concern is in 
deep-drawn steel parts, it has been 
necessary to use extremely heavy 
punch presses. These presses were 
equipped with individual motor 
drives, with motor sizes varying in 
accordance with the capacity of 
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conducted by 
VICTOR A. HANSON 
Chief Engineer, 
Power Transmission Council 


each machine. The diversity of 
work handled by these presses was 
great. 

The success of these first unit 
motor applications sold the Donald- 
son Company most emphatically on 
the idea of a complete motorization 
of their shop—until Mr. Jurgens 
arrived with his Red Book and lots 
of good personal punch. He faced 
a tough job, but he persisted good- 
naturedly, until at the end of 
several interviews he had put his 
economic arguments across. The 
result has been the installation of 
M.G.D. in the present shop on all 
machines except the heavy presses, 
and also new plans for expanding 
the facilities of the present shop 
along M.G.D. principles in the new 
addition now under construction. 

Mr. Robert Donaldson of the 
Donaldson Company is so en- 
thusiastic about the money savings 
effected to date by the present in- 
stallation of M.G.D. that he has 
agreed to have a complete report 
published as soon as final figures 
are available. At the March 2 
meeting of the Twin Cities Power 
Transmission Club he briefly de- 
scribed the present set-up, and the 
plans for the new addition. 


Score Again for Twin Cities 


@H. L. Prather of the Ideal Elec- 
tric & Mfg. Co. also reports that he 
was successful in persuading the 
Precision Screw Products Com- 
pany of Minneapolis to Install 
a Modern Group Drive set-up in a 
recent change. Congratulations, 
Mr. Prather! 


Chicago Club Very Active 
®@ Recently a round table discussion 


on bearings was held in the Chicago 
Power Transmission Club, with 
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speakers from all the bearing com- 
panies represented in Chicago 
taking part. This proved so in- 
teresting and informative that 
similar plans have been made for 
round table discussions on other 
types of equipment in the future. 
As a matter of fact, the Chicago 
Club has practically perfected plans 
for educational programs at meet- 
ings twelve months ahead. Average 
attendance at meetings is 65 men. 


Midwest Power Show 


@ From April 20 to 24 inclusive, the 
Midwest Power Show will be held 
in the new International Amphi- 
theatre at Chicago. Regional En- 
gineer W. R. Clendinning will give, 
on invitation, a talk on Modern 
Group Drive at the Convention of 
engineers assembled in conjunction 
with this Show, and will be present 
at the Show itself with the 
Demonstrator in Booth C-19. The 
Chicago Power Transmission Club 
is in charge of the exhibit, and is 
now preparing some ingenious me- 
chanical displays to be shown in 
conjunction with the Demonstrator. 
This will be a Show worth attend- 
ing, from all present reports, and 
we believe the M.G.D. exhibit will 
be a central feature. The Chicago 
Club’s cooperation in this deserves 
great commendation. 


Give a Hand to Richmond (Va. ) 


@At the request of various dis- 
tributors in Richmond, Va., Re- 
gional Engineer C. F. O’Neill re- 
cently took the Demonstrator there 
for a week’s showing. As a result, 
the Richmond Power Transmission 
Club is now in process of forma- 
tion. It will be supported by several 
manufacturers’ representatives, the 
local distributors, and the local 
public utility. There are many op- 
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portunities for service in this area 
and it is a source of gratification 
to see the program get under way 


there. Organization details will 
follow later. 


New England Activities 


@ Regional Engineer Roy Smith has 
recently made extensive surveys in 
New England plants, manufactur- 
ing heavy hardware, plumbing and 
heating supplies, rifles and shot- 
guns, woolen textiles and steam 
fittings. (Such is the diversified 
range of our daily contacts!) Once 
again we have ample evidence of 
the fact so often discussed in Club 
meetings, namely, that about 70% 
of all machinery throughout the 
country is still being driven by old- 
fashioned lineshafting, installed to 
fit the needs of a building rather 
than the requirements of a produc- 
tion job, with the hangers support- 
ing the shafting at crazy points, 
with belts and pulleys fitted accord- 
ing to the most arbitrary rule-of- 
thumb methods, and with power 
losses rising to 40%, 50% and 
even more. 

As a result of Mr. Smith’s recom- 
mendations, we are assured of 
M.G.D. installations in practically 
every plant he has visited. That is 
not the chief point to be em- 
phasized here, however. In prac- 
tically every instance, when he has 
shown a plant executive how to save 
costs, the come-back is, “Why 
haven’t we been told about this long 
ago?” Let’s discuss this a bit. 


Merchandising Modern Group 
Drive 


@ We all have customers who are 
not satisfied with their present 
power transmission set-ups. We 
also have customers who are satis- 
fied because they don’t know any- 
thing better. In either case there 
is missionary work to be done be- 
fore sales can be made. 

Now what does missionary work 
consist of? Just this—putting the 
prospective buyer into the frame of 
mind where he is willing to con- 
sider your sales story. Missionary 
work is not selling; it goes before 
selling. It is a process of educat- 
ing the buyer to the point where he 
wants to know the facts about what 
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your product or service will do for 
him, and why. Until you can in- 
duce the buyer to listen to your 
sales story, all you do is missionary 
work. 

Let’s realize the immense im- 
portance of arousing the buyer’s 
interest (not merely attention) in 
our proposition. The very best way 
to capture any man’s interest is 
through his pocketbook. Show him 
how to make more money or how to 
save money, and his interest will be 
yours to work upon. 

But that’s the real importance of 
the Red Book. If you know your 
Red Book by heart, you will never 
have difficulty in talking the 
economic advantages of Modern 
Group Drive. And if you know the 
principles of Modern Group Drive 
properly, you can sell your own 
proposition more effectively and in 
greater volume. 


Missionary Work 


@Do your missionary work with 
the Red Book. Thousands of in- 
dustrial plant executives are still 
waiting to hear that story. If you 
sell the Red Book thoroughly, we 
shall soon hear no more of these 
queries, ‘““Why didn’t I know about 
this before?” And when changes 
are planned or made, you will be 
there to sell your goods and profit 
by your missionary work. 

This is not theory, gentlemen; it 
has been proved by every success- 
ful M.G.D. installation. Missionary 
work must be done; wherever it is 
done and done properly, profits are 
bound to accrue. 


A San Francisco Job 


@ It was as a result of missionary 
work well done that the San Fran- 
cisco Power Transmission Club 
chalked up a victory at Johnson 
Gear & Manufacturing Co., Berke- 
ley, Calif. They found an in- 
dividual motor drive plant with an 
installed horsepower of 600. The 
need for certain economies caused 
the plant to junk machines totalling 
100 hp., leaving a connected load of 
500 hp. At this point the mis- 
sionary work of the Club took hold. 
Most of the remaining unit drives 
were replaced by Modern Group 
Drives (entailing the sale of equip- 
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ment) and the connected load was 
reduced to 200 hp. The average de- 
mand charge was thus cut exactly 
in half, amortizing in a_ short 
period the cost of new transmis- 
sion equipment. And the manage- 
ment was so pleased with the per- 
formance under the new conditions 
that they are completely sold on the 
M.G.D. idea for future expansions. 


‘The Cost of Power 


@A surprising number of indus- 
trial executives still do not realize 
the full importance of this state- 
ment: The cost of power delivered 
to the work is composed of two 
items—(1) the cost of operating 
the power plant (or of purchasing 
power from an outside source), 
plus (2) the cost of getting that 
power to the machine. An analysis 
of many case studies ‘shows that 
item (2) is frequently twice item 
(1). Unfortunately item (2) has 
a remarkable faculty for being 
forgotten or for being taken for 
granted as a necessary evil. 

It is this second item that gives 
you the best opportunity in the 
world for talking M.G.D. to your 
customers and prospects. Find out 
what they know about it. Show 
them the Red Book and explain its 
application. You will be meeting 
your customer on his own ground, 
talking his own language, capturing 
his interest. Between the meter 
and the machine—there’s where 
your whole story lies. You will sell 
more equipment if you master that 
story thoroughly. 


Motor Manufacturers Use M.G.D. 


@Contacts recently made at the 
plants of three mid-Western motor 
manufacturers revealed the ex- 
tremely interesting fact that more 
than 90% of the machines in these 
manufacturing plants are Modern 
Group Driven—for the reason, as 
stated by one operating official, that 
—‘We cannot afford the luxury of 
unit motor drive!” This simply 
confirms our investigations at the 
plants of two Eastern machine-tool 
manufacturers who sell the bulk of 
their output unit-motor driven. In 
both these machine-tool plants 
practically all equipment operates 
group drive. 








For 90 years Powell Valves have been the choice of engineers — because 
of design, materials, workmanship — and minimum upkeep! Today Powell 
Valves are available in gate, globe, angle, cross, check, safety, and Y 
types — from standard bronze, iron, steel, and corrosion resistant alloys. 


te 
. 


2 

= | 
— 
— 
- 

— 7 
~ 
— 
~ 
‘= 
- 
- 
” 
~ 
— 
- 
- 
~ 
- 
| | 

. 


\ cee a 


FIG. 1444 ; FIG. 1431 


F.E. RISING STEM F. E. NON-RISING STEM 
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100—Average monthly sales, 1923-1925 


Sales Drop in Short Month. Sales Indicator Reads 
67.9 for February. Orders Smaller in Size. 


LTHOUGH business among industrial distributors 

maintained a pace greater than any reached 

for some years, the short month of February, with 

its two holidays (in some places) took its customary 

toll. The Sales Indicator for the month reads 67.9, as 
compared with 75.4 in January. 

All territories were adversely affected. The North 
Atlantic States Indicator dropped from 90.1 to 86.2; 
the Southern States Indicator from 78.5 to 76.6; that 
for the Middle West from 66.0 to 60.0; The Western 
index from 95.5 to 91.9; and the Pacific Coast Indicator 
from 114.9 to 104.6. 

Averages figured from reports of about fifty dis- 


tributors indicate a slight rise in sales to Government 
agencies, the orders for February being 6.5 per cent 
of the total sales recorded by these distributors, 
whereas a similar check made in January revealed a 
ratio of 5.9 per cent. 

The number of orders received per house quite 
naturally fell off, from 2403 in January to 2321. This 
drop is not large but the average order was smaller— 
$15.75 for February, as compared with $16.17. 

Advance reports indicate good March business. Dis- 
tributors in flooded areas are working day and night 
to fill orders. Many sections will be affected favor- 
ably when rehabilitation work starts in earnest. 





Average size of order, all houses 





Average number of orders received per house during month 


Average number of orders received per house each working day 
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North Atlantic States 


Despite an increase in Government sales from 4.9 percent in January 
to 7.9 percent in February, the Sales Indicator for this section dropped 
from 90.1 to 86.2. Orders were somewhat smaller—$13.10 against $14.32 
the previous month. 


Southern States 


The Southern States Indicator rests at 76.6 for February, after hitting 
78.5 the month previous. Government orders accounted for only 5.5 per- 
cent of the total. Orders were larger on the average, $18.89 as compared 
with $18.50. 


Middle Western States 


Falling sharply from its January level of 66.0, the Indicator for this 
territory tobogganed to 60.0 in February. Government sales were small 
—5.7 percent of the total. Orders were larger—January average, $15.26, 
February average $15.30. 


Western States 


The Sales Indicator for the Western States registers 91.9 in February, 
compared with 95.5 in January. Orders continued small but showed a 
slight gain over the previous month—January average $9.02, February, 
$9.21. 


Pacific Coast States 


The Pacific Coast index drops 104.6 after registering 114.9 in January. 
Government sales account for 11.8 percent of the total, the January 
figure being 11.4 percent. The average February order was $17.50, as 
compared with $19.39 in January. 
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THE LOW TENSION RUBBER BELT 






















Jobbers! 


The sale of one Cgndor 
product leads to the 
sale of others. Let us 
tell you all the advan- 
tages of the Condor 
Franchise. 








28” 9-piy Condor Com- 
pensated Belt on a Main 
Drive. Note low-tension 
sag. 





and other difficult service 


The pulley surface of Condor Compensated Belt has been 
engineered for low tension operation. Also it is the belt made 
to conform to the curvature of the pulley, each ply bearing an 
equal load when bent—the patented belt of equalized ply 
stresses. In fact, there are a dozen advantages to Condor 
Compensated Belt. A trial will convince your customers Compensated Belt Textile MillSpecialties Sand Blast Hose 








Standard Belt Creamery Hose Sand Suction Hose 
ADVANTAGES V-Belt Dredge Sleeves Spray Hose 
1. Ruptures in outside ply practi- 7. Higher overload capacity or Conveyor Belt C. |. Air Tubing Steam Hose 
' cally eliminated margin of safety Acid Hose Fire Hose Water Hose 
Air Hose Hydraulic Hose Chute Lining 
2. Ply separation practically 8. Less wear on pulley side Brewers Hose Packers Hose Launder Lining 
4 eliminated 9. Can be operated on Contractors Hose Paper Mill Hose Garden Hose 
q 3. Longer fastener life smaller pulleys Industrial Brake Lining and Brake Blocks 
4. Operation less affected by at- 10. For heavy loads, plies may be OTHER MANHATTAN PRODUCTS 
z mospheric conditions increased with same pulleys : 
5. Less bearin haftin ad Ww. Cue hea aD whine Tubing Other Grades of Hose 
> g, shafting, a . Can be dressed witho 
hanger troubles destructive effect Washers Suction Hose 
. Molded Rubber Goods Oil Hose 
6. High efficiency 12. Material reduction in belting costs Oilless Bearings Packing 
Belting of Every Description Matting 
Molded Hose for Every Service Pump Valves 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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SALES SLANTS 
AND PERSONAL NEWS 


FROM DISTRIBUTORS’ SALESMAN 


@ While we are unable to verify the 
report, it is rumored that B. D. 
Currie, salesman, Brown-Roberts 
Hardware and Supply Company, 
Alexandria, Louisiana (see picture) 
uses these fine looking bird dogs to 
track down elusive orders. At any 
rate, we do know that he is having 
a big year on Kohler plumbing 
material, Benjamin Moore’s paints 
and Allen’s sash and doors. The 
lumber mills and building contrac- 
tors in his territory are showing 
real signs of life and promise to be- 
come even more active. 


@ Wonder how many salesmen feel 
as does L. G. Boughman, National 
Mill Supply Company, Goshen, In- 
diana? He says, “I would like to 
suggest that manufacturers he 
more careful about getting out 
literature, sheets and bulletins that 
won’t fit in a standard catalog 
binder. A lot of loose, odd-size 
sheets are quite a problem when 
they have to be carried around in 
an automobile.” (Note: The Na- 
tional Supply and Machinery Dis- 
tributors’ Association have made 
standard recommendations. The 





American Supply and Machinery 
Manufacturers’ Association is work- 
ing on the problem now.—Ed.) 


@C. F. Brooks, salesman, Superior- 
Sterling Company, Bluefield, West 
Virginia, is a great believer in 


carrying samples. He says, “Many 
buyers become acquainted with 
tools and material which have been 
somewhat of a mystery to them 
through samples. This is especially 
true of purchasing agents who do 
not have sufficient opportunities to 
get out in the plant or on the jobs 
to see and investigate various ma- 
terials. Above all else, carrying 
samples forces me to study the 
product and fixes its good points in 
my mind.” 


@ A “peddler’s” life in the Kentucky 
coal fields is no bed of roses. J. M. 
Davis, salesman, Wright Machine 
Company, Madisonville, Kentucky, 
has been chasing business so hard 
that he is finding it hard to meet 
the entertainment demands of his 


V-Belt drive installation on a piston-type mine water gathering pump, sold 
by C. F. Brooks, Superior-Sterling Company, Bluefield, West Virginia. 
These drives, says Brooks, have proved very successful for this service, the 
first cost being about the same as a gear and pinion and the belt replace- 


ment very inexpensive. 





Pity the buyers around Alexandria, Louisiana, when Ben Currie, salesman, 
Brown-Roberts Hardware and Supply Company, goes after ’em. This time, 
however, the quarry was quail and not orders. 
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two year old daughter (as who 
doesn’t). Staying “everlastingly 
at it,” though, is bringing results 
and Davis’ sales to the mines are 
“coming along.” Lamp bulbs, weld- 
ing rod and wire rope orders have 
been unusually good in his territory 
lately. He is looking for further 
improvement in a few months. 


@From an educational standpoint, 
H. E. Oliver, salesman, Queen City 
Supply Company, Richmond, In- 
diana, feels that he gets more out 
of calls with manufacturers’ rep- 
resentatives than he does from 
sales meetings. The latter help, he 
says, but not quite as much. Like 
most salesmen, he has been kept 
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15% TO 25% VARIATION IN SPEED 


ASY sales are profitable sales . . . and the easiest product to sell is the one that 
shows the customer a profit also. 

The new Vari-Pitch Sheave, for Texrope V-Belt Drives, gets the highest effi- 
ciency out of machines and in so doing puts every possible penny of profit into 
the purchaser's pocket. 

Here is how it is done: by a simple adjustment, which takes but a few moments, 
the diameter of the Vari-Pitch Sheave can be altered to an extent which will give 
him a variation in speed of from 15 to 25% per sheave; if both sheaves are of this 
type the range of variation will be from 30 to 50%. 

This permits users to experiment with the minutest fractional increases or de- 
creases of diameter, through the entire range of possible speed variation, to ascertain 
at just what speed their machinery shows the highest possible efficiency; also they 
can use the same machines for making different products, some of which may require 
higher, some lower speeds — and do all this without the cost and delay of disman- 
tling the old and buying and installing the new, but merely by a simple adjustment. 

Vari-Pitch Texrope Sheaves are made for stationary and motion control. 

This new Texrope product offers you an opportunity to cash in” on new appli- 
cations, and conversions, in a great variety of industries. 











TEXROPE DIVISION 


LLIS* CHALMER 


Straitline Automatic Ball Bearing Motor 
Base developed for the motion control 
Vari-Pitch Sheave. You simply turn the 
hand wheel to alter the diameter of the 
sheave and simultaneously the base 
moves forward or backward to main- 


tain proper belt tension. 


Write for Vari-Pitch Bulletin No. 1261 


Belts by Goodrich 
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SELL STANLEY UNISHEARS 


or Fast C utting 


® A one-minute demonstration is all you need to con- 
vince any prospective user of the advantages of Stanley 


Unishears. 


Cut any shape; curves, angles or notches with hairline 
accuracy. 100% safe for the operator. Leaves smooth, 


clean edges. 


Every shop you call on has a job for a Unishear either 
for production or maintenance. Let them try out a 





Sheet Materials 
Galvanized Iron 
Brass 

Copper 

Tin 

Aluminum 
Stainless Steel 
Armco Sheets 
Fibre 

Wire Lath 
Hardware Cloth 
Screen Wire 
Asbestos 

Canvas 

Felt 

Linoleum 

Black Iron 


Blue Annealed 
Sheets 


Paper, etc. 


Unishear for a few days and you’ve made a sale. 


We are represented by Selected Distributors 


STANLEY E 


ae 
4 


The Stanley Works 


New Britain, Conn. 


MILL SUPPLIES @ APRIL 1936 


LECTRIC TOOL DIVISION 
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| burg, Indiana. 


“humping” this winter to keep up 
his “office” work. This probably ac- 
counts for his feelings on mission- 
ary work. Most active in his 
territory are machine tool manu- 
facturers and others directly or 
indirectly connected with the auto- 
motive industry. He has _ been 
“hitting the ball’ lately on fire 
extinguishers, pipe, valves and hack 


| saw blades (a new line). 


Elmer 
| M. R. Clark, grinding wheel “doctor” 
for Abrasive Company, on a fishing 


Howell, Mrs. Howell and 


expedition. I. Holder, salesman, 
Evansville Supply Company. 


® “More interest is aroused by car- 
rying something the buyer can toy 
with” says I. Holder, salesman, 
Evansville Supply Company, New- 
He has been “going 
to town” recently on cold finished 
steel and Brown and Sharpe ground 


| flat stock to the machine shops in 


his territory, which, by the way, he 
reports as being unusually busy. 
When not pounding the roads for 
orders, Holder is a fishing “bug.” 


(See photo taken at Warsaw, 
Indiana.) 
@ Another Ike Walton who just 


| can’t wait to get going is E. H. 
| Fuller, salesman, Union Hardware 


and Metal Company, Santa Ana, 
California. He allows as how he is 
going after some trout in about 60 
days “if he can find ’em.” Right 
now, he’s marking time by tinker- 
ing on his house. The oil well tool 
manufacturers in his territory are 
unusually busy, he reports, and his 
sales of tools and equipment to this 
class of trade are very much on the 
“up” side. 
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‘We are proud to be a member 
of the Goodrich family”. . . 


and we’re proud to have you, 














Mr. Trainer 


W. B. TRAINER, 
President 
Speck-Marshall Co. 





Thirty-five 
years and still 





happy in their associa- 
tion! Doesn’t that speak 
volumes for the Goodrich 
Distributor policy? The B. F. 
Goodrich Co., Mechani- 


4 e cal Rubber Goods 
Division, Akron, 
OOoGdric Ohio 


ALL dul ble 


- IN RUBBER DiS 
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New Members for 
National Association 


@ Within the past month the fol- 
lowing distributors have joined the 
National Supply and Machinery 
Distributors Association: N. H. 
Bragg and Sons, Bangor, Maine; 
Charles Products Company, Chi- 
cago; Elizabeth Hardware Com- 
pany, Perth Amboy, New Jersey; 
F. M. Slater Saw Company, De- 
troit; Craigin and Company, 
Seattle, Washington, and Neal and 
3rinker Company, New York City. 


New Supply House in Atlanta 


@0On February 4, Pye-Barker 
Supply Company opened offices as 
a mill supplies house in Atlanta, 
Georgia, located at 263 Trinity 
Avenue, S.W. 

The company will specialize on 


industrial power transmission 
equipment, offering to industrial 
plants in the Atlanta area me- 


chanical equipment such as V 
drives, leather drives, rubber belt 
drives, silent chain drives, roller 
chain drives, gear drives, speed re- 
ducers, and so forth. One of the 
outstanding plans of the company 
is to be of assistance in selecting 
the type of mechanical equipment 
most suitable for a plant’s in- 
dividual problem. 

Both Mr. Pye and Mr. Barker 
have been directly connected with 
transmission problems throughout 
the south since their graduation 
from Georgia Tech 15 years ago. 
Mr. Barker has been with Good- 
year Tire and Rubber Company as 
a technical man selling mechanical 
rubber goods, and was also con- 
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nected with E. F. Houghton and 
Company and Moore-Handley Hard- 
ware Company, Birmingham, Ala- 
bama. Mr. Pye spent most of his 
time handling Goodyear’s me- 
chanical rubber goods line. 

R. L. Fulghum, who for nine 
years was inside stock man for 
Taylor Iron Works and Supply 
Company at Macon, Georgia, has 
also joined Pye-Barker. 

Among the lines being handled 
by the new company are ball and 
roller bearings manufactured by 
SKF Industries, Incorporated; 
American Pulley Company’s steel 
split pulleys, Sprucolite motor pul- 
leys, V-belt sheaves, tension con- 
trol bases and pressed steel trucks; 
Goodyear’s transmission, conveyor 
and elevator belting, steam, air, 
water, suction and all types hose, 
asbestos and red sheet packing; 
Chicago Belting Company’s tension 
welded leather belt, crimps, leather 
packing and textile specialties; 
Whitney Chain Company’s silent 
and roller chain and _ sprockets; 
Jeffrey Manufacturing Company’s 
complete line; Yarway steam traps 
manufactured by Yarnall - Waring 
Company, and John A. Roebling’s 
Sons Company’s wire rope. 

In addition to these major lines, 
a stock of general mill supplies 


such as leather and metal belt 
lacing, babbitt metals, industrial 
packing, twist drills, grinding 


wheels, saws, bits, shanks, files, 
hack saw blades and frames, 
bronze bushing stocks, will also be 
carried. 


Riechman-Crosby Adds 
Salesman 


@The Riechman-Crosby Company 
of Memphis, Tennessee, has added 
J. L. Rudy to its sales force. Mr. 
Rudy will travel the cotton gin area. 


Completes Fifty Years 
in Business 


@QOn December 1, 1886, The 
Charles C. Lewis Company of 
Springfield, Massachusetts, opened 
a warehouse in Springfield to serve 
the surrounding territory, and this 
year is celebrating its fiftieth an- 
niversary in business. 

In addition to carrying a full and 
complete stock of steel bars, hot 
and cold rolled, structural shapes, 
plates, galvanized and black sheets, 
tool steels, steel tubing, wire prod- 
ucts, tin plate and special steels, 
the company, in the past few years, 
has increased its activity in the 
general mill supply field. It now 
represents the following lines: 
Standard drills and reamers; 
Nicholson files; Lenox hack and 
band saws; Osborn brushes; Bunt- 
ing bronze and bushings; Bond 








The local salesmen of Wessendorff, Nelins and Company, Houston, Texas, 
just before leaving on their daily rounds, together with the inside office force. 


L. L. Nelins, president and general manager of the company, was out-of-town 
D. Morgan, purchasing agent, (third from left in back row) 


at this time, but R. 


assembled the “gang” for this photograph. 
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OE nye Serene. 


DON'T WRITE 


PLEASE 











HEWITT corporan 
CORPORATION 
BUFFALO NEW YORK 

HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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IT’S OUR BUSINESS TO 
HELP YOUR BUSINESS 


“After an experience of eighteen months we believe that the 
‘Cleveland’ line is one of the most satisfactory accounts on 
our books today and feel sure that our volume of file business 
will be larger in the future. There is absolutely no question 
as to the quality of the product, the sales policy of the com- 
pany and the cooperation extended.’’* 


Three of the definite points of operation with our distributors 
in our 5 Point Merchandising Policy call for — close factory 
cooperation — definite resale policy and quality product. 
We feel that the above statement indicates the definite 
“carry through” on this policy with the result of increased 
business to the distributor. 


It will pay you to get the details of the Cleveland File Ex- 
clusive Sale Franchise. 


*Exact quotation taken directly from a ‘‘Cleveland File’ distributor’s letter 
te a fellow jobber answering an inquiry. 


THE CLEVELAND FILE CO. 
3400 Hamilton Ave. Cleveland, Ohio 
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|NEWS 


| gears; Plymouth rope; Yale and 
| Towne hoists; Van Dorn electric 
tools; Wilson welding rods; Wil- 
liams wrenches; Simplex vises, and 
many other recognized lines. 

The pipe department is complete 
with both black and galvanized 
steel pipe, a wide range of fittings 

| and valves of all types. 

| A line of DuPont paint products 
is also being carried by Lewis Com- 

pany. 


W. W. French New President 
of Moore-Handley 


| @wW. W. French, associated for 
| more than 40 years with the Moore- 
| Handley Hardware Company, Bir- 
| mingham, Alabama, was elected 





W. W. FRENCH 


president of that organization at 
the last annual meeting of the 
board of directors. He fills a 
vacancy caused by the recent death 
of J. D. Moore, Sr. Prior to his 
election to the presidency, Mr. 
French was vice-president and 
general manager of the company. 

C. C. Blackwell, who is also sales 
manager, was reelected vice-presi- 
dent, and J. G. Holland, secretary- 
treasurer. Mr. Blackwell has been 
with the company for 36 years, 
and Mr. Holland recently went to 
Moore-Handley from The Lamson 
and Sessions Company. 

New members of the board of 
directors chosen at the annual 
meeting are: J. M. Bates, W. W. 
French, Jr., J. P. Jones, Jr., T. S. 
Morton and John S. Shaw. Hold- 
over members of the board are the 
officers and H. W. Coffin, W. A. 
Currie, Guy H. Handley, J. D. 
Moore, Jr., and J. M. G. Parker. 

The Moore-Handley Hardware 
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A REAL TIP, MR. DISTRIBUTOR! 


By 
E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


HE MILL SUPPLY DISTRIBUTOR has a great opportunity to obtain 
volume business on many of the lines he now stocks but which he sells in retail 
quantities. 

Naturally, large-volume business cannot be obtained through order-takers. We 
must approach our prospects through men trained for the job—but, what of it? If 
you can get volume orders, they certainly will pay handsomely. They are well worth 
the effort. 

As a matter of fact, your greatest competitor is your own catalog. Too much 
time, effort and expense are devoted to getting pick-up business that would come in by 
itself. It’s poor policy to sell goods that should be self-selling. 

If only part of this effort were directed to really selling large volume from a 
carefully selected list of volume goods, the results would be astounding. 

Of course, we are directly concerned in interesting you in the volume possi- 
bilities of Coated Abrasives, of which over a million a month are now being sold. 

We can show you that there are many real-volume accounts in your territory 
which are now being sold direct by the manufacturer. 


You can get your share of these accounts—with our help—as we can 
place you in competition with everyone—can guarantee you quality and 
service unsurpassed. We are doing it for others—we can do it for you. 

By the way, we have a pamphlet on volume merchan- 
dising—a reprint from Clover Business Service—I am sure 


you would be interested in sending for it. 








KE. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY | —2°" 2% %nd me. without oblixation. samples of 


Green-Stripe Flint Sandpaper 
Red-Stripe Turkish Emery Cloth 


NORWALK, CONN,., U. S. A. 


Yellow-Stripe Aluminous Oxide Metal-Working Cloth 

; Yellow-Stripe Aluminous Oxide Wood-Working Cloth 

SANDPAPERS Yellow-Stripe Aluminou. Oxide Wood-Working Paper 
: ; , = spe “ . ‘ Orange-Stripe G: *t Paper 
METAL-WORKING PAPERS AND CLOTHS Se Riel Gat tien 


Orange-Stripe Garnet Cloth 
Clover Grease-Mixed Grinding Compound 
Clover Water-Mixed Valve-Grinding 


WOOD-WORKING PAPERS AND CLOTHS 
Compound 


CLOVER GRINDING AND LAPPING iain 





AY) SOMPOUNDS Address 
\ Z Character of Business . Meir 


J 
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LANTERNS 


Dar Lanterns will not “let you 


down" when you recommend them. 
They can be left on road or other con- 
struction work at night, with confidence 
that they will be found burning in the 
morning—whatever the weather may be. 


When used as warning lights, with red 
globes, the ultimate difference in cost 
between a scientifically correct Dietz 
Lantern and something less dependable 
can be thousands of dollars in case of 
accident. 


It pays to sell Dietz Lanterns. They are 
outstanding for reliability, popularity 
and sales. 


Where Torches are required, there are 
none tetter than “Dietz.” 


R. E. DIETZ COMPANY 
NEW YORK 


Makers of Lanterns for the World: Founded 1840 





TORCHES 
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INEWS 


Company was organized in 1882 be | 
J. D. Moore, Sr., B. F. Moore, Sr. 
and W. A. Handley, and has a con- 
tinuous record of service since that 





. a © oe 
time. At the present time it is one | LACS 
. : . ‘ 70%, 
of the leading industrial supply sere 


4 
e 
* 


eo 2 


| houses of the south. B. F. Moore, | 
Sr., was vice-president and treas- 
urer of the company prior to his 
| death. 


7 


Allentown Distributor 
Enlarges Floor Space 


@By the purchase of adioining 
property, H. N. Crowder, Jr. Com- 
pany of Allentown, Pennsylvania, 
has added approximately 10,000 
square feet to its floor space. This 
additional space will be used in| 
connection with the motor repair 
shop and show and stock rooms. 


Changes in Standard 
Equipment Personnel 


@ Standard Equipment and Supply 
Corporaticn, Hammond, Indiana, 
has announced that Clarence 
Stephan, store salesman for several 
years, has been promoted to cutside 

(Continued on page 58) 

















The New File 
with the 
Metal Saw 
Tooth that 
Removes 

Chips in 
Coils. Try 
Red Tangs 


TRADE-MARK 
REG. U. S. PAT. OFF. 





COLOR ON THE TANG 


SIMONDS 


SAW AND STEEL CO. 
FITCHBURG, MASS. 


Eric Hamreus, who formerly repre- 
sented the Chicago Belting Company 
and the distributor, Munnell and 
Sherrill of Portland, Oregon, on a 
50-50 basis, has recently been made 
full time representative for the Chi- 
cago Belting Company, with a terri- 
tory comprising Washington, Oregon 
and northern California, down to and 
including San Francisco. It will be 
remembered from an article by Mr. | 
Hamreus in the July 1935 issue of 
MILL SUPPLIES, that he has been | 
doing some effective work for the | 
Portland Power Transmission Club | 
and was for some time its president. 
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For the Mill Supply Salesman 


In the following pages you can listen in on a conversation between 
a mill supply salesman and an industrial executive. This executive 
has thus far never been “sold” on the idea of industrial distribution, 
and wants to be shown. He brings up all the objections he can think 


of—but the salesman is prepared and comes back with the logical 
answers. 


You have probably often been in this salesman’s shoes. That’s why 
these sales facts—developed by the Industrial Supply Research 


Bureau—are presented in a hypothetical salesman-buyer interview. 


Use this sales “ammunition.” It should help you increase your sales. 


@ THE INDUSTRIAL SUPPLY RESEARCH BUREAU is a trade 
extension activity of the three industrial supply associations— 
The National Supply and Machinery Distributors’ Association, 
The Southern Supply and Machinery Distributors’ Association, 
and The American Supply and Machinery Manufacturers’ 
Association. 


@ Its purpose is the gathering and dissemination of facts to prove 
that the mill supply distributor is the logical and most economi- 
cal source of supply for the industrial consumer. 


@ Important facts have been developed in an exhaustive survey 
of industry. These facts are continuously being presented to 
industrial consumers—your customers—in a series of national 
trade paper advertisements. 


@ Every mill supply distributor and salesman is, of course, inter- 
ested in translating this activity into more sales. But the 
Bureau's publicity will reach full effectiveness only if it is 
followed up actively by distributors and their salesmen. Use 
the Bureau's facts in your selling. This booklet shows how 
you can weave them into your selling talk. 
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Should | Buy From 


You ‘ 


“That Means Paying a Middleman’s Profit.” 





“Mr. Buyer — 


“YOU PAY for the services of distribution whether you order from 
us or direct. Actually, the manufacturer who sells direct must pay 
more for sales expense than the manufacturer who uses distributors. 


‘Here's why: The direct-selling manufacturer must stand the full 
expense of each sales call, many of which are blanks. The distributor, 
however, spreads his sales cost over many lines and there are few calls 
made that are not productive of some business. 


“The Industrial Supply Research Bureau, a fact finding organiza- 
tion, has studied the sales costs of hundreds of manufacturers 
and learned that on the average at least six sales calls a year on a 
prospect are necessary and the minimum cost for each call is $5. 
“Project these facts over a national market of more than 200,000 


manufacturing plants alone, and you can see that direct-selling 
expenses are terrific. 


‘Manufacturers who sell through distributors, on the other hand, can 
operate with comparatively small sales staffs. Through the sales- 
men of their distributors, located strategically throughout the coun- 
try, they contact all their prospects regularly at low cost.”’ 
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“What the Manufacturer Does 
iS His Business . . . Show Me 


a Specific Saving You Can 
Rendew Whe: 


“YOU WILL agree, | am sure, Mr. Buyer, that the interest on the 


money you have tied up in plant stocks is a very real item of cost in 
your plant. 





“As distributors, we can reduce the interest on your investment and 
release capital for other uses. We are able to do this by spreading 
interest charges over several hundred plants in this territory. Where 
one plant couldn't possibly achieve a satisfactory turnover on our 
varied stock, many plants enable us to accomplish that purpose. 


‘The Research Bureau has found that interest charges alone add 
50 cents to the purchase price of every hundred dollars worth of 
stock for every month it remains in the store room. 


“Of course, | realize that the danger of breakdowns requires that you 
keep some spare parts, but why not let us carry the bulk, drawing 
on us for supplies as you need them? Our high-speed trucks deliver 
in your neighborhood every day and, in emergencies, we stand ready 
to keep your plant running 24 hours a day.” 


BUY FROM 


DISTRIBUTORS 


FOR ECONOMY 
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.. . But | Go By Prices—1| Can Buy 





More Cheaply Direct.” 


“| CAN'T blame you for wanting to buy as economically as possible, 
Mr. Buyer, and it’s on the basis of economy that | should like to 
solicit your business. You are interested, of course, in ultimate cost, 
not first cost. It’s true that sometimes you can secure a price con- 
cession by going to the manufacturer, but have you ever stopped 
to think of the extras you must pay to do it? These extras, added 
to the original price, make the ultimate cost far more than if you 
would buy from us. When you get a price concession from the 
manufacturer, you usually must order in large quantities. 





“In addition to the inventory charges | spoke of, have you thought 
of the labor cost to handle your order? Of the railroad and truck- 
ing charges to bring it to your plant? Of the rent, light, heat and 
insurance on the storage space, which might otherwise be devoted 
to productive activities? 


“The Industrial Supply Research Bureau has interviewed plants 
in which these items of expense alone amounted to 27 per cent 


of the value of the average inventory. 


“These costs are reduced to a minimum when you let us carry your 
plant maintenance stocks for you.” 
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“| Like to Do Business With the Man 
Who Makes the Product. 


‘““MANY POINTS must be considered in this connection. In the first 
place, each item must be ordered separately from a distant factory. 
If you will use our services, many items can be consolidated on one 





order with resultant savings in time, telegraph and telephone charges, 
postage, and clerical help. 


“Not only do you make real dollar savings in ordering, but also in the 
payment of bills. One invoice from us takes the place of scores of 
invoices from many manufacturers, with resultant savings in time, 
money, and effort. 


“The Research Bureau has found that the mere routine clerical 
work of purchasing direct can cost as much as three times the 
routine of purchasing from a distributor. 


‘These considerations are all important. But perhaps our emergency 
service outweighs them all. Have you ever calculated the cost per 
hour of a breakdown during an important production schedule? No 
matter how conscientiously the manufacturer tries to serve you, | am 
sure that with our local supplies, our quick delivery service, and our 


knowledge of local conditions, we are much better equipped to get 
you under way again in a hurry.” 


BUY FROM 


DISTRIBUTORS 
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.. « But | Can Stock Enough Parts and 
Supplies Here to Take Care of Emer- 
gencies Without a Warehouse. 








“NO DOUBT—but have you considered depreciation and obsoles- 


cence? These two ‘invisible’ items cost industry millions of dollars 
each year, and you're probably paying your share of this expense. 


“How often, for example, have you bought certain parts, or a large 
stock of some supply item, only to have your operating department 
suddenly change the specifications? This happens in some plant 


every day, in spite of all the careful planning on the part of the 
management. 


“In one large plant, the Research Bureau investigators found 
obsolescence alone amounting to more than nine per cent of the 
average inventory. 


“How much better to pass this risk on to an organization such as 
ours! If you tell us what your needs are, we shall be glad to carry 
stock for them. We can do that economically, because such require- 
ments are spread over so many plants in this territory.” 
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“What Assurance Have | That | Can 
Rely On Your Service and Claims?”’ 












“THAT IS A fair question, Mr. Buyer. To answer it, let me show 
you this list of manufacturers who have chosen us as their representa- 
tives in this territory. You recognize them as nationally known in- 
stitutions, many of them in business for fifty years or more. 


“These manufacturers guarantee every product they make. To add 
to this guarantee, our company stands back of every item delivered to 
your plant. Necessary adjustments can be made without delay. 


“Then, we have long been serving the supply requirements of hun- 
dreds of plants like yours in this territory. The Martin Company right 
across the street is a good example. 






‘Finally, the fact that we have been in business in this city for over 
25 years should carry some weight. In order to have survived, we 
must have been fulfilling an economic need efficiently.” 
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An Open Letter 
to DISTRIBUTORS: 


The officers and governing committee of the INDUSTRIAL SUPPLY 
RESEARCH BUREAU believe that the industrial distributor is an in- 
dispensable cog in American Industry. They invite you to use the 
facts which the Research Bureau (formerly Joint Merchandising Com- 
mittee of the Mill Supply Industry) has spent time and money in 
gathering. And they ask your support and suggestions on how further 
to advance the interests of the mill supply industry. 


Industrial buyers must continually be sold on the economies offered 
by their local distributors. Sell them by personal calls. We are sup- 
porting those calls with national advertising. 





Complete information will be furnished on request. 


GOVERNING COMMITTEE 
Industrial Supply Research Bureau 


Alvin M. Smith, Chairman 

Percy Ridings, Syracuse Supply Co 

W. Jj. Radcliffe, E. A. Kinsey Co 

T. W. Lewis, Lewis Supply Co. 

C. O. Drayton, Graton G Knight Co. 

G. H. Halpin, Minnesota Mining G Mfg. Co. 
David C. Jones, Lunkenheimer Co 
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TEN YEARS AGO IN MILL SUPPLIES 








Aono THOSE IN THE THROES OF MOVING 
A DECADE AGO THIS MONTH, WAS THE O. IBER 
COMPANY, CHICAGO, WHICH CHANGED ITS 
BUSINESS LOCATION FROM 938 WEST MADISON 
STREET TO 600 WEST RANDOLPH STREET. 




















TO CELEBRATE THE FORMAL OPENING OF 

ITS NEW EXECUTIVE AND WHOLESALE BUILDING 
AT BROADWAY AND ARCH STREETS, THE ALBANY 
HARDWARE AND IRON COMPANY, ALBANY, NEW YORK, 
HELD “OPEN HOUSE” FOR FRIENDS AND CUSTOMERS. 


WiTH EVERY UP-TO-DATE FACILITY AT HAND TO 
HANDLE LARGE STOCKS, PRINCIPALS AND EMPLOYEES 
OF THE SMITH BROTHERS HARDWARE COMPANY, 
COLUMBUS, WERE SETTLING DOWN 10 THEIR NEW 
LOCATION AT 580 NORTH FOURTH STREET. 





Ve 


Ln AN INTER- 
ESTING ARTICLE 
, APPEARING IN THE 

Ws APRIL,1926 ISSUE OF 
by 4P MILL SUPPLIES. THE 
: LATE GEORGE Db. 

MSILVAINE. THEN SECRETARY-TREASURER OF THE 
NATIONAL PIPE AND SUPPLIES ASSOCIATION, 
BRANDED “SO-CALLED PREFERENTIALS ” AS 
BUSINESS DEMORALIZERS. 
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S TIGHT WAS MONEY DURING THE 
1840'S THAT A 25% CASH DISCOUNT 
WAS ALLOWED BY THE ZINA GOODELL 
CORPORATION OF SALEM TO ENCOURAGE 
IMMEDIATE PAYMENTS. THIS AND OTHER 


INTERESTING FACTS WERE DISCLOSED 
A DECADE AGO IN A MILL SUPPLIES 


ARTICLE COMMEMORATING THE 9OTH 
ANNIVERSARY OF THIS OLD SALEM 


HOUSE. 
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Great ACTIVITY WAS IN EVIDENCE 
AS NATIONAL AND SOUTHERN ASSOCIATION 
DISTRIBUTORS AND AMERICAN ASSOCIATION 
MANUFACTURERS BEGAN PREPARING TO 
ATTEND ANNUAL SPRING CONVENTION 
MEETINGS . 
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GRINDERS 








Stepping up production of Jacobs’ chucks 
—yet maintaining Jacobs’ accuracy—was 
the exacting job given to a group of 
No. 5 Dumore Lathe Grinders . . . and 
they did it—grinding the bite of these 
world-famous chucks at 40,000 r.p.m.— 
and improving the accuracy to .0001”. 


Many other nationally known manufac- 
turers are increasing volume, improving 
accuracy, and reducing costs with 
Dumore grinders . . . so that the list of 
Dumore users looks like ‘‘Who’s Who in 
Business.”” The many sizes and types of 
Dumore grinders plus their wide-range 
flexibility to different machine tools 
makes the market almost unlimited. 


Dumore is everlastingly digging up pro- 
spective grinder sales—right in your terri- 
tory—and featuring Dumore distributors 
as in the ad shown at the left. Prospec- 
tive customers are literally bombarded 
with a constant fire of sales ammunition. 
Special prospects receive special follow- 
ups. 


Here’s a suggestion—send in the coupon 
below with a list of your grinder pros- 
pects—see how Dumore will ‘‘go to bat’’ 
for YOU. 





MAIL THIS COUPON 


THE DUMORE CO., Dept. 166-D 
Racine, Wis. 


I am attaching a list of prospects for Dumore 
Grinders. 


Name... 
Company . 


City State 
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NEWS | 


salesman, calling on _ industrial 
trade. E. Stark has been promoted 
to store salesman. 

A car of Jaeger mixers and 
pumps was ordered by the company 
this year, which is the first car or- 
dered since 1930. 


Tricon Company Moves 
to New Quarters 


@®The R. J. Tricon Company, New 
Orleans, has recently moved from 
619 South Peters Street to new 
quarters at 747-753 Tchoupitoulas 
Street. The new location provides 








































R. J. TRICON 


more room, better display space and 
is much more convenient generally 
for the business than the old site. 
The floor area is extensive, which 
facilitates stock handling. Auto- 
mobile trucks can enter the front of 
the door and move along a wide 
aisle the length of the building, and 
alongside the building is a rail- 
road siding. 

R. J. Tricon, president, also an- 
nounced that the company has 
added a new sales engineer, J. M. 
Stewart, to cover Mississippi. Mr. 
Stewart was formerly an electrical 
engineer with the Southern Craft 





Corporation. 


Knapp Supply to Sponsor 
Industrial Show 


@The Knapp Supply Company, 
Muncie, Indiana, distributors of 
mill supplies, contractors’ equip- 
ment, and plumbing and heating 
supplies, is planning an industrial 


| show for Wednesday, May 6. 








































































MOTORR PUMP 
Sells 


fast and easily 


A shelf-item, self contained, 
ready to go to work at once. 
Widely advertised to indus- 
try. 

s 
Fully assembled. No coup- 
ling. No base plate. 

® 
Can be mounted anywhere, 
or hung up. Works equally 
well on floor, walls, column, 
ceiling. 
Extremely compact, few 
parts, little upkeep. All parts 
easily accessible. 

* 
Backed by a national organ- 
ization with a tested dis- 
tributor policy. 

« 


Trade Journal advertising 
in many industries, direct- 
mail campaigns to specific 
groups and Complete Sales 
and Service Literature. 

















WITH THE CAMERON 


a “shelf-item™ 
that sells to ALL industries 


Think! The Motorpump is delivered to you — and you can hand it to 
your customers — completely assembled and ready to go to work at 
once. Your market is tremendous — ALL industries need a compact 
pump that will handle ALL kinds of liquids, and can quickly be installed 
anywhere, in any position. Factories, chemical plants, mines, quarries, 
Power houses, contractors, laundries, municipalities, sewage, AIR CON- 
DITIONING .. . these are but a few of the many diversified MOTORPUMP 
users. Men will BUY this unit, backed by the INGERSOLL-RAND 
and Cameron reputations. Available in a full 

range of sizes, from '/4 to 40 hp., 5 to 1000 wan 
g.p.m., heads to 500 ft. (ee 

hj 


e prom 


this nationwide organization of I-R branch 
offices, warehouses and service men, you get 
prompt deliveries and full cooperation 
that will help you jack up your pump sales. 


Ingersoll-Rand 


CAMERON PUMP DIVISION . 11 BROADWAY, NEW YORK, N. Y. 
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eliminates power leaks 
between source and machine! 


In the Dodge “D-V” Drive, you get ““Matched 
Quality” — belts that will last longer under 
severe punishment and transmit full power 
continuously — sheaves that are properly de- 
signed and machined to precision standards. 


Whether machines are individually or group 
driven “D-V” drives will insure against costly 
power loss between source and driven ma- 
chine. In thousands of cases in every industry 
they have proved themselves to be “The Right 
Drive for the Job.” 


In the design of “D-V” Drives, Dodge Engi- 
neers have embodied advantages prompted 
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because of their intimate knowledge of power 
transmission requirements — for Dodge, long 
recognized as a leader in fhe field of power 
transmission, manufactures a complete line of 
equipment —A Right Drive for Every Job—one 
that will cut power and maintenance costs. 
« 
DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U. S. A. 


Dodge offers a complete line 
of power transmitting equip- 
ment — whether it be a single 
unit or an entire drive—Dodge 
assures dependable, efficient 
and economical performance. 


There is added 
value in the name Dodge 


A Typical Dodge “D-V” Drive installation . . This 
compact as well as powerful and dependable 
drive is widely used throughout industry because 
of its dependable and economical performance. 
































The third edition of Catalog D 30 
Jr. describing Dodge Power Trans 
mitting Equipment is now avai 


able. Acopy will be sent on request 
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Simply Mention 
M‘GILL 


LAMP 
GUARDS 


Wherever Lamps are Used 


YOU WILL BE SURPRISED 
AT THE STEADY WORTHWHILE 
PROFITS THEY CAN BRING 


McGILL Lamp Guards are 
proven profit-getters — they sell 
in volume the year through and 
only through distributors. They 
are well known.* They are 
saleable to every plant in your 
territory. They are made to out- 
last ordinary guards—and in a 
complete range of styles and sizes 
for every industry. They are 
backed by the largest manufac- 
turer of lamp guards in America 
—a strong, long established firm. 
They are priced right. And they 
carry worthwhile profits. 


All McGILL Products fit into 
your regular lines perfectly — and 
you'll be surprised with the vol- 
ume of business you can get by 
justremembering to mention them 
everywhere and every time you 
call. Try McGILL Products now 
if you never have. 


wee 


No. 1925 

















No. 1581 


*Well-Known 


More is done to help 
distributors sell McGILL 
Lamp Guards than you 
would expect could be 
done on items of this 
type. By direct mall ad- 
vertising every month— 
plus extensive trade 
paper advertising — 
we keep your customers 
constantly informed con- 
cerning the advantages 
of McGILL products. 
Cash in on this if you’re 
not already. 

















Write for Catalog Today—Box 669 


Electrical Specialties of Quality 


k- . 
hee ESTABLISHED 1 


VALPARAISO - INDIANA 
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C. A. Crosta (right), president of C. 
A. Crosta, Incorporated, Denver, and 
J. H. Singleton, vice-president and 
general manager, alongside one of 
the company’s trucks. Mr. Crosta 
has been in business at the same loca- 
tion, 1830 Market Street, since 1887. 








Aberdeen Supply House 
Changes Name 


@The name of the Diamond Ma- 
chinery Company, Aberdeen, Wash- 
ington, has been changed to Sawyer 
Machinery Company, located at 415 
South F Street. 

While the company handles a 
general line of machinery and sup- 
plies, including packing, bronze 
bearings, and so forth, L. A. 
Sawyer, president and general man- 
ager, believes in building volume on 
certain specialties. At present he 
is very active on service station 
equipment, and the company not 
only sells the equipment but designs 
and engineers station layouts. 


Birmingham House Opens 
New Building 


@wW. M. Smith, president and 
directing head of the activities of 
W. M. Smith and Company, Bir- 
mingham, Alabama, recently opened 
to the public the new Smith build- 
ing, and an invitation to inspect 
the modern quarters was extended 
to the public through advertise- 
ments in Birmingham daily news- 
papers. 

The building is two stories in 
height and 40 by 160 feet in dimen- 
sions, with a shed in the rear, 60 
by 120 feet. It is almost completely 
plate glass across the front, giving 
plenty of light for the offices and 
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Operation: When han- 
dling condensate, pressure 
required to lift Valve F is 
greater than reduced pres- 
sure in control chamber D; 
therefore, Valve F opens, 
2 allowing free discharge 
of condensate. 

Me LE te ee As remaining condensate 
fp \ approaches steam temper- 
: > ature, flashing takes place, 

- flow is choked and pres- 
sure builds up in control 
chamber D, closing VaiveF. 
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THE YARWAY IMPULSE STEAM TRAP 


The greatest compliment that can be paid to a new Then Yarway told nearly a half million trap users about 
and better product is the enthusiastic competitive it through the trade press, monthly. 


attack which it immediately arouses. } 
The records of orders and repeat orders, proof of wide- 


spread user satisfaction—the records of rapid turn- 
Yarway woke up a placid trap industry with a design over and profits experienced by the continually growing 


so revolutionary that it took the market by storm. list of leading supply houses (now numbering seventy- 
nine) —tell the story of Yarway steam trap success in a 


manner that needs no further comment. 


Yarway is thriving on it! 


Yarway gave this trap to the mill supply trade as 
the first standardized and packaged steam trap that 
could be stocked and promoted profitably as a leading Get the facts and get the Yarway line for your firm. A 
supply house item. few choice territories are still open. Write. 





* SIX STANDARD’ SIZES FOR PRESSURES UP TO 400 LBS. 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


‘“*Hallowell’’ Work-Bench Of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 


way that you ought to give it serious consideration in 
ease you haven't done so. 


The “HALLOWELL” Line is an _ honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 


we practice what we 


preach—Co-operation. 








“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 


“HALLOWELL” 
*“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 
“HALLOWELL” 
*““HALLOWELL” 
*“HALLOWELL” 
“HALLOWELL” 








OUR BEST SELLERS 


“UNBRAKO” Hollow Set Screws 

“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 

“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 


Steel Work-Benches 
Steel Work-Tables 


Steel Work-Benches, 
Semi-Portable 


Steel-Wood Work-Benches 
Steel-Wood Work-Tables 
Steel Bench Drawers 
Steel Chairs 

Steel Stools 

Foremen’s Desks 

Steel Shop-Furniture 
Steel Floor Trucks 

















STANDARD PRESSED STEEL CO. 








BRANCHES 


BRANCHES 


BOSTON JENKINTOWN, PENNA. NEW YORK 


CHICAGO 
DETROIT 


SAN FRANCISCO 
Box 519 ST.LOUIS 
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display room. It is equipped with 
Celotex and has a sprinkler system 
for fire protection. 

Originally, W. M. Smith and 
Company centered its activities 
around scrap iron and steel, but 
new and rebuilt machinery, bridge 
and structural steel, pipe and mill 
supplies, contractors’ equipment, 





W. M. SMITH 


electrical equipment, boilers, com- 
pressors, gasoline and steam en- 
gines and allied lines now claim the 
major share of attention from the 
staff. Activities in the industrial 
supply end of the business have ex- 
panded rapidly in the last three 
years. 

In addition to the offices in Bir- 
mingham, the organization also has 
connections in New Orleans, and 
in Charleston, South Carolina, port 
terminals. 

Other officers of the company are 
S. C. Smith, vice-president and 
general manager, and _ Lester 
Siedenbach of New Orleans, treas- 
urer. 


Noland Company 
Promotes Ferguson 
@ Noland Company, Newport News, 
Virginia, has announced that C. A. 
Ferguson, manager of the Wash- 














“Chey will sit up and take notice 























ee . al the mention of 


more profitable production 


MANUFACTURERS today are all looking 


for opportunities to lower production 
costs, and thereby increase their net profits. 


Morse Tools, with their extra lon? life between 
sharpenings, their extra fast cuttin? ability, 
are an answer to your customers’ present day 
needs. Sell Morse Tools ona basis of economy; 
you will find a surprisingly receptive audience. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,U.S.A. 
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MERICAN 


MODERNIZED 


Material Handling Equipment 












“American” Hand Trucks 
—Why they cost less 


Your operators can handle more loads 
with less fatigue using “American” Trucks 
because they are correctly balanced and 
roll on accurately turned true-running wheels. 
Maintenance expense is negligible because light, 
strong, tough steel has replaced wood construction. 
“ American” Trucks are assembled from formed parts 
securely bolted together, so that if a member does Ra igre 
become damaged through accident or abuse, itcan  ficor saving, rubber. 
be replaced easily and by an unskilled workman. 


‘a 





tired, roller- een | 
“American an 
ruck wheel. 
With “American” Trucks you can be sure of getting — 
the greatest return from your labor investment in the 
men who push your trucks. There’s an “American” 
Truck for every material handling need. Select the 


one you need from the American Catalog. Write now |! 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Dept. 2, Philadelphia, Pa. 


MERIC 


PRESSED STEEL 


HAND TRUCKS 
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NEWS 


ington, D. C. branch, has been pro- 
moted to the position of executive 
vice-president in charge of 
branches and personnel, with head- 
quarters at Newport News. 

E. F. Pierce, sales promotion 
manager at Newport News, has 
been transferred to Washington, 
D. C., and will take charge of that 
branch. 


Loughead Company 
Purchases Electric 


Vulcanizer 


@ An electric vulcanizer for making 
endless belts “on the job” has been 
purchased by Joseph E. Loughead 
Company, Kalamazoo, Michigan. 
The company is licensed by B. F. 
Goodrich Company to use “Plylock” 
belt splice and “Highflex” belt in 
making these endless belts. 

Irving Sisson has joined Loug- 
head Company as salesman, al- 
though part of his time will be 
devoted to making and installing 
endless rubber belts. 


Southern Supply in 
New Offices 


@The Southern Supply Company, 
Dallas, Texas, has recently moved 
its offices from the first to the sec- 
ond floor, where it has larger and 
more modern quarters. 

The offices occupy an area 40 by 
100 feet, and include private rooms 
for A. P. Johnston, president and 
general manager of the company, 
and George C. Black, manager of 
the mill supply department. Large 








H. A. Stuhrmann, president of Frank 
Tracy, Incorporated, New York City 
power transmission distributors. Mr. 
Stuhrmann said that they carry out 
the idea of power transmission ap- 
pliances to include office furniture 
and decorations, and just completed 
a lighting fixture for the office made 
from Jeffrey sprocket chain and a 
gear tooth pulley. 








UN 





[AMERICAN 


EQUIPMENT FOR 
MODERN GROUP DRIVES 








The contributions of “American” engineers have 
enabled all Industrial America to “turn power to 
greater profit.” 


“American” Steel Split Pulleys were the first in the 
field to fill the need for light, strong, efficient, true- 
running pulleys that could be easily installed. They 
are available everywhere in a vast assortment of sizes, 
with interchangeable bushings, and demonstrate 
daily the advantages of greater safety at high speeds, 
vibrationless operation, decreased belt slip, increased 
belt life, lower maintenance — and power savings 
reflected in power profits. 


“American” Hangers, representing the greatest 


= AMERICAN 





Transmission Savings Build 


Power Profits 


advances ever made in general purpose hanger 
construction, and “American’’ Steel Split Pulleys form 
the backbone of successful “Moder Group Drive” — 
the last word in economy and efficiency for indus- 
trial power transmission. 


“American” Wedgbelt Pulleys, including the Wedg- 
belt Red Label Line, are today used in thousands of 
short center drives. Now get the full facts concerning 
the amazing accomplishments of the “American” 
Tension Control Motor Base. 


Every mill supply dealer should know this complete 
—and completely efficient—line of power transmission 
equipment. Write today for our complete catalog. 


PULLEY COMPANY 


4200 WISSAHICKON AVE. 


PHILADELPHIA, PA. 
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Above: Buttons 
“A” and “8B” 
provide “‘free- 
wheeling” for 
quick adjust- 
ment of chain. 
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The CM PULLER is a real utility 
tool, “tailor-made” for those scores 
of heavy pulling and lifting jobs 
that take time and men and slow 
down operations. It’s fool-proof in 
operation, simple to set in place 
—does away with makeshift (and 
often dangerous) methods. 


EASY TO HANDLE 


One man can ri up the CM Puller 
; me , then do the heaviest of jobs by 


imself and in a short time. Complicated 
angles of pull or lift offer no difficulties. 


LIGHT WEIGHT 

The CM Puller is a light, easy-to-carry 
tool. (The % ton unit weighs only 17 
lbs.) Very compact and convenient to 
store. Has chain that cannot kink or be 
bent or strained in handling. 


DURABLE 


The CM Puller is built for heaviest ser- 
vice through and through. “Herc-Alloy” 
chain is double duty both in strength 
and long-wearing qualities... Write for 
descriptive folder. Chisholm-Moore 
Hoist Corp., 14 Fremont Ave., Tonawan- 
da, N.Y. (Division Columbus-McKinnon 


Chain Corp.) 
HISHOLM-MOORE 





CHAIN HOISTS 
TROLLEYS 


The CM 
PUL 


_ 
rr 
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windows on three sides provide ex- 
cellent day lighting, while up-to- 
date fixtures give modern, semi-in- 
direct artificial light when it is 
needed. New hardwood floors have 
been installed, and there is rubber 
matting in all aisles. Acoustic ceil- 
ings reduce noise to a minimum. 

President Johnston states that 
the company has long needed a 
service counter, and this, together 
with a modern sample room, are 
now being laid out on the first floor 
in the space formerly occupied by 
the office. The sample room was 
formerly on the second floor, but 
was not nearly as accessible to 
customers as it will be under the 
new arrangement. 


New Lines for 
Horton Machine Works 


@ Stocks of wire rope and pipe have 
been added by Horton Machine 
Works, Incorporated, Elmira, New 
York, to its line of industrial sup- 
plies. 

An electric vulcanizer for making 
new Goodrich plylock joint in rub- 
ber belts has been installed by the 
company. With this machine, it is 
stated, endless rubber belts can be 
made up to 14 inches wide. 


Portland Distributor 
Takes on Coal Line 


® Harmer Steel Products Company, 
Portland, Oregon, has recently been 
appointed distributor for Keystone, 
Pennsylvania, smithing coal by the 
Pioneer Coal and Coke Company of 
St. Louis. It is a long way to ship 
coal, but the logging and lumber 
companies must have it for their 
repair shops. Mr. Harmer of the 
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HEAT-TREATED GARNET— A PRACTICAL 
ABRASIVE CONTRIBUTION TO THE 
WOODWORKING INDUSTRIES 





THE finishing of wood, either by machine or by hand, 
requires a lasting, sharp-cutting abrasive. For over 


sixty years garnet, one of the semi-precious jewels, has 
been a favorite. 


But research engineers were not convinced that garnet, 
as taken from the rocks of the Adirondacks, was the last 
word in a wood-finishing abrasive. 


And these men were right! Untiring study—experiments 
—telling tests—revealed that garnet, subjected to defi- 
nite, even, high temperatures in an electric furnace, ; 
became a tougher, longer-lasting, sharper abrasive. 
And when graded and coated on paper or cloth, gave GARN ET 
amazingly better results in finishing woods of all pioiecr tek aed 
omes in paper, 
types. . 


cloth and combina- 


Armour’s Heat-Treated Garnet gives Mill Supply Sales- #02 Sackings... 
- = x a Sheets, Rolls, Discs, 
men a product unique in its class, and startlingly Belts and Other 


economical for the trades that they serve. Converted Shapes 





ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUBEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SANFRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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PROFITS 


TO BE MADE 
Tomorrow, Next Month and Next Year 


Build them up NOW with 

















QUINCY COMPRESSORS 


Tue profit you make on a Quincy Compressor is liberal. It’s impor- 
tant. BUT— it’s only the beginning. Soon the profits start rolling in 
from the increased sale of accessories and air operated equipment— 
items like these: 


Comp. Air Reducing Valves Gauges Hammer Chisel 
Type Burners Boiler Tube Valves Blanks 

Air Pipe — 8 Hose Rivet Sets 

Air Op. Hoists Air-Chippers Clamps Spray Guns 

Air Op. Rub- Filers Oil Caulk Guns 
bing & Sand- Grinders Blow Guns Caulk Compound 
ing Machines Chucks Separators V-Belts 


Build up and maintain a substantial volume on this kind of business by 
training your salesmen to demonstrate new uses for compressed air. 
Quincy’s record for efficiency and low cost operation over long years 
keeps owners alert and receptive to new uses for compressed air. 

Send for Quincy Literature and Prices today! Use coupon below. 


QUINCY COMPRESSOR CO., 
QUINCY, ILL. 
Branches: Chicago and New York. 











FREE Suhr sse8 


Contain engimeering data, charts 
——, etc., pertaining to compressed 

Handy. Get a supply for your 
pal Use coupon below. 





UINCY 


Compressors 


This is Model WWD Water Cooled Quincy Compressor. uincys are made in both air and water 
cooled models with capacities from 1 to 130 CFM. 


reense==—=COUPON BRINGS FREE math ins 


UINCY COsspanseoR Firm Name ... 





, O., _QUINCY, ILL. ' 
§ Dept. M-4. Without ob- Address .. i 
1 ligation, send me 

Compressor Data Books. City ... se inteenee cues Dsnbedesecdaav eres a 
8 Also literature on Quincy g 
8 Compressors. ED cnaininds oid vucewdt ccna) eaedlitebsanhteseein ’ 
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NEWS 


company reports that they sold 
about half a carload the first week 
after the line was taken on. 

The company also received a sin- 
gle order for $1,000 worth of 
Simonds Saw and Steel Company’s 
miscellaneous files from the United 
States Forest Service, and accord- 
ing to Mr. Harmer, it is said to be 
one of the largest orders given out 
in the Portland section. 


New Officers for 
Bogue Supply 


@ Announcement has been made by 
Bogue Supply Company, Salt Lake 
City, Utah, of the election of the 
following officers for 1936: Frank 
M. Lee, president; M. J. McGill, 
vice-president, and Darrel W. Lee, 
secretary. 


Oakland House Moves 
to Larger Quarters 


@Bay Cities Asbestos Company, 
Oakland, California, distributor of 
Johns-Manville asbestos materials 
and allied products, roofing, insula- 
tion and mill supplies, has moved to 
larger quarters at 5th Avenue at 
East 102nd Street, Oakland. 

The announcement sent to the 
trade was effectively gotten up on 
a sheet of asbestos paper, folded 
once. On the outside of the fold 
were the words, “Announcement 
from Asbestos Headquarters,” 
while the inside carried informa- 
tion regarding the removal. 








J. S. Ryan, Hajoca Corporation’s 
branch manager in Wilkes-Barre, 
Pennsylvania, has been in the terri- 
tory since the branch has been in 
operation, and is well known to the 
mill supply trade in that territory. 
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thet Bethichema Pipe ou se 


Sire &s free from Seale|" 


| perenp-e users like Bethlehem Steel Pipe. One advantage that particularly 
wins their enthusiastic approval is the fact that it is so free from scale. For 
many supply distributors, this feature alone, so marked in Bethlehem Pipe, is 
transforming steel pipe from a “service item” to an item that can be profitably 
pushed. 

The favorable first impression that freedom from scale makes on the industrial 
buyer is quickly strengthened by the other good qualities of Bethlehem Steel 
Pipe. Straightness. Exceptional strength and ductility. Easy threading, flanging, 
coiling and bending. Excellent welding qualities. 

Bethlehem Steel Pipe is uniformly good, dependable pipe, every length of it. 
It is pipe that, once sold, stays sold. 

The mill-supplies distributor who sells Bethlehem Steel Pipe is placing in the 
hands of his customers a product of assured quality, backed by a name that stands 
for quality in a wide range of steel products. 


Bethlehem District Offices are located at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, Kansas City, Los Angeles, Milwaukee, New York, Philadelphia, 
Pittsburgh, Portland, Salt Lake City, San Antonio, San Francisco, St. Louis, St. Paul, Seattle, Syracuse, Washington, Wilkes- 
Barre, York. Export Distributor: Bethlehem Steel Export Corporation, New York. 


BETHLEHEM S&S EL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 
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rue Marvel OF LOCK-ON’ 


saves time and prevents accidents 
in hundreds of industrial uses .. . 


“Lock-On”" —a patented and 
exclusive feature of Black 
hawk Socket Wrenches. 































ca 
Millwrights like ‘Lock-On" for over 


“"T’ OCK-ON” clicks sockets, handles 
and extensions into one solid 
tool. Recognized by mechanics and 
shop men as a great time-saver on 
close jobsand in hard-to-get-atplaces. 
Illustrations show only a few of the 
many ways “Lock-On” proves its 
great worth — convincing selling- 
points for cleaning up a big share of 
1936 socket wrench sales. 


Cin Dywitation te 
It’s easier to sell a line with an es- 
tablished reputation. You'll get more 
profitable results when you get be- 
hind those gleaming matched sets 
of speedy, rugged, DEPENDABLE, 


Blackhawk Socket Wrenches. Large 
units of sale—generous profit spread. 


head work. Socket Petelel me tde) om tells) 


achinery or injure workmen below. 


Backed by consistent business paper adver- 
tising, and forceful direct-mail sales effort. Push 
the Blackhawk Line and you can push right 
into “the money.” Blackhawk’s Sales Depart- 
ment offers its full cooperation. Write today. 


BLACKHAWK MFG. COMPANY 
Milwaukee, Wisconsin 
Sole Canadian Distributor: 


The Canadian Fairbanks-Morse Co., Limited 
Branches in all Principal Cities 


ng better than “Lock 


sroduction nut setting 


MAE oe 
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EAVES 


Georgia Supply Announces 
Organization Changes 


@ The following changes in the or- 
ganization of Georgia Supply Com- 
pany, Savannah, Georgia, have been 
announced by W. S. Blun, presi- 
dent: 

J. H. Howarth, vice-president, 
who has been in charge of the Jack- 
sonville branch, will have general 
supervision of the Jacksonville and 
Savannah branches, with headquar- 
ters in Savannah, and F. M. Brooks, 
vice-president, will take charge of 
the Jacksonville branch. Mr. 
Brooks was formerly in Savannah. 

E. J. Hanahan, who has been in 
charge of the mill supply depart- 
ment of Lombard Iron Works and 
Supply Company, Augusta, Geor- 
gia, joined the Georgia Supply in 
the capacity of salesman, and will 
make his headquarters in Augusta, 
Georgia. 

M. S. Doyle, manager of Savan- 
nah branch, will also have general 
supervision of sales. 


Poehler Heads Crerar, Adams 


@At the annual meeting of the 
Board of Directors of Crerar, 
Adams and Company, Chicago, 
held recently, Edward C. Poehler 
was appointed president. Other of- 
ficers elected were: John F. Cuneo, 
chairman of the board; John H. 
Stewart, vice-president; George J. 
Doyle, vice-president; Raymond P. 
Fischer, secretary, and E. E. Kast- 
ner, treasurer. 


Easton Supply House 
123 Years in Business 


@H. P. Kinsey Company, a mill 
supply house in Easton, Pennsyl- 
vania, has been in business continu- 
ously for 123 years. The company 
was established by James Black in 
November, 1813, and in 1845, upon 
Mr. Black’s death, his son, Daniel, 
became president, which position he 
held until 1896. 

H. P. Kinsey, who started as 
bookkeeper in 1871, succeeded Mr. 
Black in 1896 and was president 
for 30 years. Upon his death in 
1926, T. F. Ford, manager, was ap- 
pointed president and treasurer. 
Mr. Ford had been manager for the 
company for 29 years. 

The present officers of Kinsey 











“MAXI” TAPS—'"J.K.” TAPS 
“MAXI” DRILLS 
“BODY” DRILLS 
“MAXI” REAMERS 
“ACORN” DIES 
“REX” FINISH GAGES 


io Mill Supply}House that 
concentrates on “Greenfield” 
Small Tools gets the benefit of 
the broadest line manufactured 
in this or any other country, 
plus the advantages of handling 
six specialty production tools, 
every one of which is an out- 
standing proven success. 


“Greenfield” toolsare advertised 
in full page space in the coun- 
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‘ 


Feeney | 


Sy | 


try’s six leading industrial 
magazines — reaching over 
90,000 readers every month. 


GREENFIELD TAP & DIE CORPORATION 
Greenfield, Massachusetts 


New York Office: Chicago Office: 
15 Warren Street 611 W. Washington Bivd. 


Detroit Office: 228 Congress St. W. 
In Canada: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario. 


GREENFIELD 
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The new catalog of Lewis Supply Company of Memphis and Helena is helping 
that active house get the greatest returns from the improving industrial activity. 


When the Buyers Ask for 
Your Catalog— 


Now that plants are getting busier and are buying more sup- 


plies and equipment, what do you tell the buyers who are 
asking for your catalog? 


Do you furnish them a catalog showing your 1936 goods? 


Or does your present catalog show only the goods of eight or 
ten years ago? 


Or do you have to say, ““We haven’t any Catalog’? 


To learn how easily you can issue a new catalog— 
Write 
R. R. DONNELLEY AND SONS CO. 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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NE PAIES 


Company today are T. F. Ford, 
president and treasurer, K. A. Ful- 
ler, vice-president, and E. C. Shelly, 
secretary. 





THOMAS G. GREENE 


Thomas G. Greene, formerly pur- 
chasing agent for Ingersoll-Rand 
Company, Phillipsburg, New Jer- 
sey, joined the company in the ca- 
pacity of manager of the industrial 
department in 1934. One of Mr. 
Greene’s hobbies is fishing, and he 
is shown above with one of the larg- 
est catches of a small mouth black 
bass caught in 1935 in the Delaware 
River. 

Among the lines handled at pres- 
ent by the company are Republic 
Steel pipe, sheets and Toncan 
metal; Byers wrought pipe, copper 
and brass pipe, tube and sheets; 
Pexto and Millers Falls tools; Nor- 
ristown magnesia and asbestos in- 
sulating materials; Myers pumps; 
Walworth valves and fittings and 
Jenkins Brothers valves. 


Adds Alemite Line 


@ Chattanooga Belting and Supply 
Company, Chattanooga, Tennessee, 
has added the line of fittings and 
guns manufactured by Alemite 
Corporation, Chicago. 


W. W. Plowden Resigns 
from Sabine Supply 


@wW. W. Plowden has resigned his 
position with The Sabine Supply 
Company, Orange, Texas, and is 
now president and general manager 
of Plowden Supply Company, 
Houston, Texas. 

The present officers of The Sabine 
Company are B. F. Brown, presi- 
dent and general manager; W. L. 
Joiner, secretary and treasurer, 
and F. G: Colburn, sales manager. 











Here's the difference 


WHEN YOU ADD 


the NAME | 





Every Type of Industrial Plant Receives 
the YALE Messages 


Automotive Hospitals 

Aviation Independent Planing Mills 
Blast Furnaces Logging Camps & Saw Mills 
Brass, Bronze & Copper Machine Shops 


orking Marble & Stonework 
Canning & Preserving 


: ‘ Marine 
Ceramics, Brick & Tile Mechanical Machinery 
Chemicals, Drugs, etc. Metal Mines 


Cleaning & Dyeing 
Coal Mines 
Coke & Mig. Gas 


Concrete Products Railroad Repair Shops 


Dredging River, Harbor & Canal 
Electrical Construction Comm. 


Electrical Mach. & Eqpt. Sand & Gravel Plants 
Electric Light & Power Plants Shipbuilding & Dry Docks 
Electric Railways Smelting & Refining 


Paper Products 
Petroleum & Gas Wells 
Quarries 


Fertilizers Stamping & Enameling 
Forge Shops State, City & County Inst. 
Foundries Steam Laundries 

Gas Plants Steam Railroads 

General Construction Sugar Mills 

Government Institutions Tobacco 


Highway Depts. Water Works & Filtration 


THE NAME 
YALE HELPS 


THE SALE 







THE YALE & TOWNE MFG. CO 
PHILADELPHIA DIVISION 


PHILADELPHIA, PA., U. S.A 


HEN you say to your customer 





or prospect, ‘We sell chain 





hoists,’’ he knows that you supply 















this general type of equipment. 


When you say to him, ‘We sell 
YALE Chain Hoists,’’ he realizes 
that you are equipped to provide 
not merely a mechanical hoisting 
device, but the highest degree of 
power, speed, efficiency and safety. 
That's what the name YALE means 


to industry. 


OUR MILLION MONTHLY MESSAGES 
BACK UP YOUR CALLS 


By means of powerful advertise- 
ments in leading industrial publi- 
cations and graphically illustrated 
folders, we are telling the story of 
YALE quality and dependability, 


month after month, to the men you 


CAPACITIES 
300 lbs. to 40 tons 


have to sell. 


YALE 
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@ Cooperation with Distributors 
since 1881 has made this Trade 
® Mark the sign of service. Your 
customer is already familiar with 
Standard” reliability. 


Immediate delivery from your stock, 
or shipment from ours, confirms his 
confidence in your store. Natur- 
ally, his friends become your 
friends. 


twist drills . reamers . milling cut- 
ters . countersinks . counterbores 
- taps . dies . drill chucks . sock- 
ets . sleeves . taper pins . wheel 
dressers . special tools. 


Tue STANDARD Toot Co. 
CLEVELAND, OHIO 
NEW YORK 


DETROIT CHICAGO 
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_NEWS 








Wilmot Succeeds Keys as 
Secretary of Mabie Lowry 


@Dan H. Wilmot, Jr., has been 
elected secretary and treasurer of 
Mabie Lowry Hardware Company, 
Roswell, New Mexico, succeeding 
F. G. Keys, who recently resigned. 

The company has added Delco 
lighting systems and will act as 
regional distributor in three coun- 
ties in south-eastern New Mexico. 


Adds New Lines 


@New Jersey Engineering and 
Supply Company, Passaic, New 
Jersey, has added unit heaters 
manufactured by Fedders Manu- 
facturing Company of Buffalo, 
New York; Yarway traps manu- 
factured by Yarnall-Waring Cor- 
poration, Philadelphia, and A. C. 
Horn Company’s line of paints and 
building repairs. 


Expands Sales Force and Line 


@® Muskegon Hardware and Supply 
Company, Muskegon, Michigan, 
has added R. H. Soper to its out- 
side sales staff, and has also added 
an inside salesman for counter 
work. 

V-belts and V-belt pulleys have 
been added to the general line of 
industrial supplies being distrib- 
uted by the company. 








When good feilows get together, you 
find a group like this. Left to right, 
we have J. H. “Jack” Johnson, presi- 
dent and general manager of the 
Intermountain Belting and Packing 


Company, Denver; F. W. Melms, 
superintendent; J. I. Creighton, 
secretary-treasurer, and A. G. Car- 


penter, Denver district representa- 
tive of the Boston Woven Hose and 
Rubber Company. 




















ROBERT McELYEA, salesman, WM. H. TAYLOR & CO., ALLENTOWN, 









“TW THINK if a salesman wants to find out the best bearing or trans- 
mission appliance to use, he is not apt to get the impartial advice 
and counsel that he needs if he puts his query up to a manufac- 

turer who only makes one or two types of bearings and housings. 


“I like to sell the &tSF line because of its complete range of Ball 
and Roller Bearings, Housings, and Transmission Appliances designed 
for the job and sold at the right price! 


“gos” have a reputation for giving satisfactory service and standing 
back of every item they sell. The sales and engineering help I have 
received from SSF has opened the way to numerous sales oppor- 
tunities which are not only profitable but extremely interesting.” 


More than 1200 SSF types and sizes of bearings and housings 
enable you to sell the idea of power transmission modernization. 
If you are interested in a sales-booster, write us for details concern- 
ing the S{SF franchise which may be available for your territory. 


SKF INDUSTRIES, INC., FRONT ST. & ERIE AVE., PHILA., PA. 


3598 





+ Universal Pillow Block « Flange Type Housing « Type SH Pillow Block 
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BALL AND ROLLER BEARINGS 
PILLOW BLOCKS - SHAFT HANGERS 


« Split Type Pillow Block 












“I’ve 
seen them 


in the POST” 














NATIONAL ADVERTISING 


is making SALES FOR ME!” 


“I’m selling Hygrade lamp bulbs for two reasons. First, 
because lamp bulbs are a live, clean item to handle. Second, 
because Hygrade lamp bulbs are known and preferred by 
many industrial companies and the Hygrade name is be- 
coming even more important, better known every day, due 
to steady national advertising. Add to that Hygrade- 
Sylvania’s very attractive jobbers’ proposition and you’ve 
got an ideal set-up for sales.” Send for the booklet “14 
Reasons Why,” which gives complete information. 


Hygrade 


LAMP BULBS 


HYGRADE SYLVANIA CORP. Salem, Mass. — Makers of SYLVANIA Set-Tested RADIO TUBES 
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The above snapshot of the group at 
the Waco, Texas branch of the San 
Antonio Machine and Supply Com- 
pany was taken on February 21, while 
the North was in the throes of below- 
zero weather, and summer visiting 
the South. Left to right they are 
Mrs. Annie Laurie Droke, Miss Helen 
Leyendecker and Mrs. Lena Seitzler. 
The men are J. W. Neece, James 
Droke, F. M. Maxwell, C. D. Orr 
and M. C. Baird. Mr. Orr is very 
proud of the fine modern building 
which houses the offices, display and 
stock rooms of this Samsco branch. 





Kinabrew Heads 


Inform-A-Show Committee 


@ J. M. Kinabrew, vice-president of 
the Standard Supply and Hardware 
Company, New Orleans, is chair- 
man of the committee in charge of 
the 1936 Inform-A-Show, which 
will be held May 25, 26, 27 and 28 
in the Roosevelt Hotel, New 
Orleans, in connection with the 
twenty-first annual international 
convention of the National Asso- 
ciation of Purchasing Agents. 
Early in March Mr. Kinabrew 
stated that most of the space avail- 
able to manufacturers for exhibits 


had been taken, and the exhibits 


will be so arranged that those at- 
tending the purchasing agents’ 
meetings will pass them on their 
way to the convention hall. 

Mr. Kinabrew also represents the 
Inform-A-Show committee on the 
Exhibitors’ Advisory Committee, 
appointed to provide a contact for 
cooperation between exhibitors and 
the association. Harry A. Bur- 
dorf, sales manager of The Lunken- 
heimer Company; E. E. Louis of 
the American Steel and Wire Com- 
pany; H. von P. Thomas, Bussman 
Manufacturing Company, and J. M. 
Arndt of Robert Gaylord, Incor- 
porated, are the other members of 
the advisory committee. 











Every jobber who stocks 
and sells Upson Bolts, 
Nuts, Rivets and other 
headed and threaded products is familiar with the visible 
qualities that make Upson products the choice of their cus- 
tomers—full, true heads; strong, tough shanks; clean, accu- 
rate threads. 


But there’s more than you or your customers can see back 
of every Upson product—the facilities, experience and repu- 
tation of the country’s third largest producer of steel and 
the world’s largest producer of alloy steels—Republic Steel 
Corporation. The manufacture of every Upson product starts 
with the iron ore in the Republic mines, and every operation 
until the completed product is given final inspection and 
approval is controlled to insure the highest quality and uni- 
formity in the finished bolt, nut, rivet, pin or whatever it 
may be. 


For your convenience, Upson carries more than 5000 
standard items in stock for immediate shipment—every one 
backed by two reputable names—Republic Steel and 
Upson Nut. 


UPSON NUT DIVISION 


¥ Republic Steel 


CORPORATION 


GENERAL OFFICES::-CLEVELAND, OHIO 


When writing Republic Steel Corp. for further information please address Department M8. 
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BELMONT 
SERVICE 
TO HELP YOU 


SELL THEM 








... THERE ISA 



































Belmont Packings are easier to sell because 
the entire sales program of the Belmont 
Packing Line is built to support distribu- 
tors’ sales efforts—to help you profit from 
every call made. 


For example, illustrated above are the Bel- 
mont Service Folders. They are miniature 
catalogs that help packing buyers select the 
proper type of packings to fit their re- 
quirements. 


In addition, the Belmont Line of Packings | 


has other Sales Stimulators such as the 
Sample Kits which help you to show the 
QUALITY of the major types of packings, 
the advertising in trade magazines which 
tell the Belmont message to over 70,000 
packing buyers every month and the catalog 
pictured and described below. These im- 
portant factors simplify packing sales for 
Belmont Distributors. 


A few territories are still open 
... write for details. 


THE CATALOG— 


Shows the complete line of Belmont Packings. Engi- 
neering and application data makes this catalog espe- 


cially valuable to plant maintenance engineers. 

















THE BELMONT PACKING & RUBBER COMPANY | 


Butler & Sepviva Streets 


& & a 


oO . ° 


Philadelphia, Pa., U.S. A. 
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NEWS 


Riechman-Crosby 
Holds Sales Conference 


@ Riechman-Crosby Company, Mem- 
phis, Tennessee, held a sales con- 
ference February 28 and 29, at 
which time plans were discussed for 
this year’s business. Richard Al- 
cott, vice-president and general 
sales manager, was in charge of 
the meeting. 

In addition to the company’s 
sales staff who were present at this 
meeting, the following manufac- 
turers’ representatives also at- 
tended: Walter Gebhart, sales man- 
ager, Henry Disston and Sons 
Company, Philadelphia; H. L. 
Gaddis, district manager, SKF In- 
dustries, Incorporated, Dallas; 
L. B. Warner, Rockwood Manufac- 
turing Company, Indianapolis, and 
M. F. Beiber, Line Material Com- 
pany, Milwaukee. 


McElyea Sales Manager for 
Taylor Company 


@0On January 1 of this year C. S. 
McElyea was appointed sales man- 
ager of the Wm. H. Taylor and 
Company, Incorporated, Allentown, 
Pennsylvania. 


Sage Lyons Dies 


@Sage Lyons, 16, son of Mark 
Lyons of the executive committee 
of The National Wholesale Hard- 
ware Association, died suddenly on 
January 18, due to pneumonia de- 
veloping from a throat ailment. 








Our photographer snapped Howard 
Baier, manager of the mill supply de- 
partment of George Krause Hardware 
Company, Lebanon, Pennsylvania, 
when he wasn’t looking. 








‘ 





No. 3 OF A SERIES OF ADS 


SHOWING YOU 


R. VALVE CUSTOMERS WHY 


A “JENKINS” IS WORTH ALL IT COSTS. 


ARE OLD-TIME FOUNDRYMEN LIKE OURS 


EVEN outside of the valve industry, experts will examine a 
Jenkins Valve and admiringly exclaim—“SOME foundry work 
back of that!” What they actually mean is—SOME foundrymen! 
For an expert knows that it takes masters of the art to turn 
out castings of Jenkins’ quality...even with the great help of 
Jenkins’ scientifically controlled electric furnaces and other 
modern equipment. 
There is just one way you could ever duplicate the flawless 
perfection ofa Jenkins 
Valve casting. Find a 
crew of old-time foun- 
drymenlikeours. Find 


> a Boss Foundryman 


like Mr. Judge, who you see examining work. He learned the 
trade from his father, who was Jenkins’ Boss Foundryman 
for 40 years. Then get him men like Nickolai who is drawing 
the furnace...men who have grown up in a valve foundry, 
who are masters of every job, who could turn out first-class 
valve castings in an old “pit furnace” if they had to. 
Wherever you go in the Jenkins plant you'll see top-notch 
workmen like these, equipped with modern apparatus and the 
finest in materials for making a fine valve. They believe a Jenkins 
Valve to be the best in the World. If it isn’t, you can be sure 
it is not for lack of honest work on their part. 


JENKINS BROS., #0 White Street, New York; 510 Main Street, Bridgeport; 524 
Atlantic Avenue, Boston; 133 North Seventh Street, Philadelphia; 822 Washington 
Boulevard, Chicago: JENKINS BROS.., Ltd., Montreal, Canada; London, England. 


Qt Br 


JENKINS VALVES~ made fot Lyelime Stwite 


a BRONZE...IRON...STEEL FOR EVERY NEED 
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—the BROWN & SHARPE 


“CAM LOCK” - - - Grips 
Positively—Releases Easily 


—the Modern end mill drive that saves time and 
money—and sets new production standards. It 
will pay alert dealers to fully acquaint manufac- 


turers with its advantages. 


‘|BS Brown & Sharpe Mfg. Co. 
sananaill 


Providence, R. I. 


CUTTERS 


Modern - Efficient - Keep Costs Low 
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The report from J. R. Higgins (left) 
and Frank Monahan, salesmen for 
Gustin-Bacon Manufacturing Com- 
pany, Kansas City, Missouri, reports 
“Saturday morning and all’s well!” 





New Salesmen for Central 
Commercial Company 


@Ed Moriarity has been added to 
the sales staff as outside salesman 
by Central Commercial Company, 
Kingman, Arizona. H. T. Smith 
has also been added as inside sales- 
man in the wholesale department. 

The company reports that gen- 
eral mining activities in its district 
has held up very well in the past 
year and a great deal of leasing is 
being done in the Oatman district 
near Kingman. 

A nice volume of business has 
been enjoyed in 1935, according to 
J. M. Gates, president. 


Adds New Line 


| @ Cutter-Wood and Sanderson Com- 





pany, Cambridge, Massachusetts, 
has added the complete line of elec- 
tric tools, which includes drills, 
screw drivers, saws, hammers and 
electric metal cutting shears manu- 
factured by The Stanley Electric 
Tool Division, New Britain, Con- 
necticut, to its already extensive 
line of industrial supplies. 


Pattison Supply Elects 
R. C. McCombs Vice- 
President 


@R. C. McCombs has been elected 
second vice-president by the W. M. 
Pattison Supply Company, Cleve- 
land, Ohio, succeeding C. E. Mc- 
Combs, who died early in January 
as the result of an auto accident. 

C. E. McCombs wads associated 
with the company since its incor- 




















GILME 
V-BELTS 


prove themselves on 
this tough drive! 














0. the line of this dredge, there are forty buckets. 


Each one is busy scooping a half-ton of gravel from 





the bank of an artificial lake. You can imagine the 
shock to the transmission drive, especially when the 





buckets strike imbedded boulders. But, these sixteen 
4D78 V-Belts, made by Gilmer for the American 
Pulley Company, Philadelphia, absorb the shock and _ 





operate this 150 h. p. drive with an efficiency that 
saves money in power and machinery. 


& 


Gilmer V-Belts are good belts to 
sell. They back up sales talk with 
the kind of performance that 


brings more business. 


L. H. GILMER COMPANY 
Tacony Philadelphia 


Manufacturers OF COMPLETE-LINE OF POWER BELTING 


Roving Frame Belts ° Moulded Rubt Belts - ¥ er Beits er Belt Refrigerat ) Mac 


SPECIALISTS IN QUALITY BELTS SINCE 1903 
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. BAB ate 


ONLY 


BEST 


poration in 1896, and was particu- a 
larly interested in contractors’ 
equipment. Having spent his en- 
tire life-time in this business, some 
50 or more years, he was very well 


SWISS PATTERN FILES | known to the trade. 
MADE IN UNITED STATES 


>! Industries select their 


Swiss pattern file re- 
quirements by this 
trade mark because it 

stands for Quality- 


ea ea 


| 
| 
| 
| 


THE 











| 


Industrial Supplies Will Be 
Exhibited at Memphis 
| Convention 
| @ One of the largest exhibitions of 
| mill supplies and machinery for the 
cotton seed oil mills ever held will 





Service-Plus 100% 
Distributor Sales 
Policy. 


The 


factory perform- 
ance of our 
product creates re- 
peat orders for the 
distributors who 


handle them. 


ERI 


AMERICAN SWISS 
FILE & TOOL COMPANY 
ELIZABETH, N. J. 


satis- 








be shown in Memphis, Tennessee, 


phis Auditorium, in connection 
with the joint convention of the 
Tri-States Cottonseed Oil Mill 
Superintendents’ Associaton and 
the National Oil Mill Superintend- 
ents’ Association. 

Richard Alcott, vice-president of 
|Riechman-Crosby Company is presi- 
ident of the Oil Mill Machinery 
|Manufacturers and Supply Men’s 
Association. 





Expands Industrial Line 
|@ Corinth Machinery Company, 
Corinth, Mississippi, has expanded 
its industrial line by adding Bunt- 
ing Brass bars, Allis-Chalmers 
motors and transformers, Duncan 
electric meters, Wadsworth electric 
switches, electric welders and weld- 
ing supplies. 

Tom S. Jones, son of P. T. Jones, 
| vice-president of the company, has 
joined Corinth in the capacity of 
| salesman. 








| Tulsa, Oklahoma was experiencing 
| its second coldest day of the winter 
|season when our representative 
| called at the Machine Tool and Sup- 
| ply Company’s offices and “snapped” 

the above. Left to right, J. E. Man- 
| chester, vice-president; J. O. Bras- 


| well, Ben Higgins, E. C. Powell, | 


|R. H. Stuckey and Leo H. Gorton, 
| president and treasurer. 
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on May 21, 22 and 23 at the Mem- 











for Industrial Use 
Sell Mechanical 


Leathers 


It is impractical if not impossible for 
the industrial distributor to gain 
expert knowledge of mechanical 
leather. In selecting the leather 
products you sell, your safest rule 
is to standardize on ‘Chicago Raw- 
hide’’ all the way. The “CR” shield 
guarantees certainty of performance 
—the exactly suited hide, tannage 
and treatment, and accurate fabrica- 
tion; the goodwill of a known, well 
advertised name assures consumer 
acceptance, and complete. satis- 
faction. 


The “CR” Line is a complete line 
including: 


@Rawhide Faced Hammers (with replace- 
able insert faces of Java Water Buffalo 


Hide). 
@Rawhide Mallets and Mauls (all sizes). 
@Formed leather packings in all sizes and 
shapes. 
@Leather Beltin 
@Round Belting (5 geodon) 
@Twisted Rawhide Belting 
@Rawhide Gears and Pinions 
@Rawhide Pins for Metal Belt Lacing 
@Leather Dust Covers, Boots, Guards 
@Cut Lacing (for Belting) 
@Slide Lacing 
@Safety Seaine (gut) 
@Leather Washers and Gaskets 
@Hand Leathers 
@Leather Aprons 
itadesiedlt eather 
@Perfect Oil Seals 


Write for Circulars 


CHICAGO RAWHIDE MFG. CO. 


1290 Elston Ave. 
Chicago 


Branches: 
New York Pittsburgh 
Boston Cleveland 
Philadelphia Detroit 
Cincinnat St. Louis 








IVC Yt t DISTRIBUTORS 
| MAKE MONEY. . because they know 


where they steme 


Does a Distributor Policy mean anything to you? To 
Medart Distributors it means much more than six letters 


printed on a piece of paper.... famaater lati aatelac profit —it 
gives DY tidal oli col acum dalomnlalecclananzeae-lale im dace aalcrlalem colt nat). co 


money —they always know where they stand, because — 


Ll. The Medart Policy is. definite—it. works more than only “once in a while” 
my al: recognizes the economic function of the Distributor...3. He is given the 
sales rights to a trade area in which to sell Medart Products...4. He can meet 
all customer requirements —from stock orders to engineered jobs — because... 9. 
The Medart Line ts Complete... 6. He can extend service to his customers be- 
cause he gets service from Medart... 7. He has the benefit of the Engineering Sales 
assistance of a thoroughly qualified Engineering and Sales Organization... 8. 


New Catalogs!... The Medart Company, 3500 DeKalb Street, St. Louis, Mo. 


MAKE MONEY! KNOW WHERE YOU STAND! 
INSIST ON A DEFINITE POLICY! 


__.(*MEDART> )__ 

























@ For every device, every plan, every 
material that raises the safety level of 
workers, Industry is a ready market— 
because safety pays dividends . . . It pays 
distributors to sell Plymouth Ship 
Brand Manila Rope, fabricated accord- 
ing to the highest Safety Standards 
which, for 112 years, have rigidly con- 
trolled the selection of fiber, the con- 
struction and character of workman- 
ship, and the uniform quality of Ply- 
mouth Manila Rope . . . Plymouth 
Cordage Company, North Plymouth, 
Mass., and Welland, Canada. 


Sales Branches; New York, Boston, Baltimore, 
Philadelphia, Cleveland, Chicago, New Orleans, 














FOR 
PRODUCTION 
WORK 


Send for complete 
data on these high- 
production 
machines, capaci- 
ties, ¥%” to 142” 
and 42” to 2%”, 
priced to help you 
to quick sales and 
worthwhile profits. 


Stocks and Dies + 


tue OSTER 


SALES OFFICE 204) 


FACTORIES 


ERIE, PA 


86 


NEW BOLT THREADER 


AND CLEVELAND 




















Pipe and Bolt Machines + Pipe Welding Jigs 


py yp 
y 
iis 







Sir 


MANUFACTURING COMPANY 
EAST 61ST PLACE 


on ee 8) 
OHIO 


OHIO 
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R. R. Andrews of the East Akron 


Hardware Company, Akron, Ohio, 
discusses lamp business with W. C. 
Muchler, representative of the Cham- 
pion Lamp Works, Lynn, Massachu- 
setts. Mr. Andrews also reports that 
his company has added a stock of 
sheet galvanized steel, pipe, bar steel 
and janitors’ supplies. 





Adds Electric and Gas 
Welding Lines 


@Fuller Supply 
porated, Utica, 


Company, Incor- 
New York, has 
added the line of Westinghouse 
flex-arc electric welder and the 
Linde air purox line of gas welding 
apparatus. A. L. Losch, welding 
engineer, has been engaged by the 
company to take charge of the sale 
and installation of these products. 

Hollup coated electrodes are also 
being distributed by Fuller Supply, 
and the Alemite line of greases and 
fittings manufactured by Alemite 
Corporation of Chicago has re- 
cently been added. 


Buhl Sons Expands 


Sales Force 


@Two new salesmen have been 
added by Buhl Sons Company, De- 
troit, Michigan, one an industrial 
salesman to cover a portion of 
Western Michigan, and the other 
an oil salesman to operate in the 
Grand Rapids territory. 


Adds Contractors’ 
Equipment 

@ Newton and Hill, Fort Edward, 
New York, has added a line of 
contractors’ equipment comprising 
compressors, hammers, gasoline 
shovels and allied lines to its line 
of industrial supplies. 
















SUPER-SILVERTOP 


THE ONLY COMPLETE STEAM TRAP 





makes MORE MONEY ror me 


Because— 
CUSTOMERS HAVE NO EXTRAS TO BUY —elbow connections are cast in 


the head of the trap eliminating necessity for elbows and nipples. No strainer is required 
because the large drilled passages cannot become clogged. Super-Silvertop can also be 
had with thermal air eliminator and is the only trap utilizing the Spencer disc as a 
thermal element. This trap works on a vacuum, consequently it cannot possibly leak steam. 


CUSTOMERS SAVE ON INSTALLATION TIME. The completeness of Super- 
Silvertop saves my customers hours of time and labor expense. They say they save from 40 
to 60 minutes time per trap per installation. Believe me, customers appreciate this saving. 
I NEED ONLY CARRY $200 TO $250 STOCK. This amount of 
money invested in the seven sizes of Super-Silvertops meets all 


trap requirements and is sufficient for from $4,000 to *15,000 
worth of business per year. 


THERE IS NO DANGER OF OBSOLETE STOCK 
because the factory takes back old traps for new models when 


they come out, at no extra cost to me. 


| HAVE A PROTECTED TERRITORY in which field 


men and factory representatives assist me in selling customers 
Super-Silvertops. 


THE FACTORY GIVES WONDERFUL BACKING 


in the way of publication advertising and plenty of direct mail 
to help boost my sales. 


Super-Silvertops will make money for any supply 
house. Write today for complete information. 


THE V. D. ANDERSON COMPANY 


1935 WEST 96TH STREET © CLEVELAND, OHIO 
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JUST THE 
WRENCH FOR 
PIPES AGAINST 
WALLS — 





the Rikeaxrnii& 
END WRENCH 


T’S a blood brother to the 

famous RIGAID Straight 
Wrench, but its jaws and handle 
are set at an angle that enables 
it to grip and turn pipes in coils, 
close together, against walls, floor 
and ceilings. Once it’s been used, 
it will always be used. 


It has, besides, all the features 
of the regular RIAID—guar- 
anteed unbreakable housing, 
chrome molybdenum jaws, the 
heel jaw replaceable, the hook 
jaw full-floating and with ac- 
curate pipe scale on it, adjusting 
nut that spins freely in open 
Sizes 6” to 36”. A 
valuable part of every kit—and 
a tool you can’t afford not to sell. 


housing. 


You should be selling this better 


RICAaIbD End Wrench. 
THE RIDGE TOOL CO. 


ELYRIA, OHIO, U. S. A. 


RiklIb 
PIPE TOOLS 
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| 


| Dies Suddenly 








EAE 


| Wendell P. Simpson 


|®@ Wendell Phillips Simpson, a 
former president of the Southern 
Supply and Machinery Distribu- 


tors’ Association from May 1918| 
\through April 1920, and chairman 











W. P. SIMPSON 


| 
iof the executive committee for the 
| years 1920 and 1921, and long a| 
leading distributor of New Orleans, | 
died suddenly on February 6 from | 
a heart attack. 
Mr. Simpson, who was president | 
of the C. T. Patterson Company, 
Incorporated, suffered a heart at- 
tack about three years ago and 
since that time had been rather in- 
active in the business. He had been | 





| unusually well of late, however, and | 
\in fact, had been at the Patterson | 
| office only 25 minutes prior to the 
| fatal attack, so his death was a 


|severe shock to his relatives and 
| many friends. 

Deceased was 64 years of age at 
the time of his death. He was a 
native of Pittsburgh, but had lived 
in New Orleans for the last 40 
years. He helped organize the Pat- 
terson Company as junior partner 
in 1897 and had been president of 
the company since 1915, when, on| 
| the death of Mr. Patterson, he took 
over the latter’s interest. 
| Mr. Simpson is survived by his | 
jt three sons, R. L. Simpson, 
| vice-president of the C. T. Patter- 
'son Company, and W. Howard 
|Simpson and W. S. Simpson, both | 
|with the Patterson organization, | 


|and a daughter, Ellen Marie. 








| 
| 
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One Quality 
Only.. 


the BEST 














Bread and butter items like Cold 
Chisels, Star Drills, and Punches often 
do more to build up or tear down busi- 
ness than you'd imagine. Customers 
quickly note the difference. 


In these turnover tools, it's year in 
and year out steady, dependable qual- 
ity that counts. That's why more and 
more Mill Supply leaders are stocking 
Millers Falls forged tools. From care- 
fully selected fine alloy steel, through 
forging, heat treatment and finishing 
no detail is slighted. The result is 
satisfied customers who stick. 


Write for catalog No. 41. It gives 
complete information on these tools, 
and many others of interest to dis- 
tributors. 


Millers Falls Company 


Greenfield, Massachusetts 


MILLERS FALLS 


Petels) 3) 3) 0 On 
PRATT 




















~MONOBELT 








“FLEXOTYPE 


 TENTACULAR 


© OAM LEATHER BELT 


each 
a « 
m 


| Sewing Machine Belt 
TWISTED BELT 


er ee 
Re eS 


ABATHER LINK BELT 
Cup PACKINGS 
"'U'' PACKINGS 
VEE PACKINGS 
FLANGE PACKINGS 
GIN CRIMPS 
SPECIAL PACKINGS 


LACE LEATHER 


LEATHER HOOF PADS 
Lenthor Specialties 
‘HYDRAULIC LEATHER 
CURRIED LEATHER 
Alexander Beltlube 
BELT CEMENTS 





< Chrome Leather Belt . 
“ROUND BELTING 


TEXTILE LEATHERS | 





The Picducts 


pls the Policy 


ALEXANDER LEATHER PRODUCTS are manu- 
factured for every industrial purpose. They are sold on 
a definitely modern merchandising plan which enables 
distributors to operate on reduced inventories and so 


benefit from a higher ratio of profit. 


Alexander products are nationally advertised and have 


enjoyed enviable consumer acceptance for many decades. 


These two features result in quick turn-over from a 
diminished investment. All Alexander Brothers distribu- 


tors profit accordingly. 


Remember: Every item bearing the Alexander label is 
y u 

guaranteed to perform satisfactorily. Compare Alexander 

products and their policy. You may obtain information 


relative to distributorship by addressing the home office 


in Philadelphia. 


Alexander ©) Brothers 





¢ ¢ a) a ‘* 
) ») / ‘ J 
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When you sell CARD TAPS you can as- 
sure your trade there is nothing better. 
CARD’S 62 years’ experience in making 
screw cutting tools plus their complete 
manufacturing equipment and competent 
research department back you up. 


ebay TTY 


CARD 


THE TAPS YOU SELL AGAIN AND AGAIN 


S. W. CARD MFG. CO. 
DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASS. 

















ORMING EEL AR DRAINERS 


FOR DEPENDABLE BERNICE 









oO Ball 
le “Heavy solid stainless steel shaft. . will not 
_ corrode .  ingures long life of lower bearing. 
3) "es tlk. -all models operate at 1750 R.P.M. 


@ WN type of impeller... will pass solids 
almost twice as large as ordinary cellar drainers. 





6) Most: iGienr CELLAR DRAINERS 

| ON THE MARKET. Pump more water. Con- 
sume less electricity. 

Overload Relay built into the special 

head which protects motor against over- 


‘oad. 
co ote “Td hae 






0) 








Ue 2k? Eee 


THE DEMING co. - Established 1880 


FPO AE). we, 


Samsco Sales Meetings 
Prove Effective 
(Continued from page 31) 





in the necessity of real leadership 
and the best of cooperation between 
all departments and individuals— 
feels that department heads should 
have a clear understanding of the 
problems of the salesmen, and that 
the meetings serve to paint a clear 
picture to these executives of the 
job the salesmen are doing and the 
problems with which they are con- 
fronted. 





Systematic Analysis Helps 
Sell Grinding Wheels 
(Continued from page 21) 





that they were making a semi- 
steel. This was too tough for the 
silicon carbide wheel, but an alumi- 
num oxide wheel was found to per- 
form satisfactorily. 


Wheel Designations 


To the beginner, the grading 
which appears on the wheel is some- 
what confusing. This is the manu- 
facturer’s designation which shows 
exactly what the wheel is composed 
of as to grits, grades and bonds. 
He was forced to these hieroglyphics 
becqguse of the great variety of his 
products and the constant additions 
that are being made. No ordinary 
system of naming or numbering 
would do. But each manufacturer 
has his own system, and once his 
scheme is understood, there should 
be little difficulty in following it. 


“Short Cuts” Don’t Work 


No matter what the manufac- 
turers’ systems of numbering may 
be, they can always be interpreted 
in terms of your own. In going 
after business, this fact may or 
may not be of importance to you, 
depending on how you use the in- 
formation. If a customer is really 
having trouble with a competitive 
wheel, the chances are that it is not 
the fault of the wheel, but lies in 
the selection of a wheel unsuited to 
the purpose. This presents a legiti- 
mate opportunity for you to select 
from your own line one that is 
suited. It saves a lot of time, then, 
to be able to interpret the competi- 
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tive wheel in terms of your own and 








then work from that to the right 
wheel. 

But where there is no trouble, to 
go in and take the competitor’s 
wheel, duplicate it, and try to dis- 
place it sometimes works out in the 
wrong way. I remember particu- 
larly the case of one customer who 
had a roll grinding problem. We 
worked on this for several years, 
not being satisfied with just “good 
enough.” We changed wheels many 
times, always seeking to improve 
the performance, until we had ar- 
rived at what seemed to be the last 
word in a wheel for this particular 
kind of work. The customer gave 
me credit for my interest in his 
problem and the time I had spent 
on it. 

A salesman for another line then 
came along, as the customer told me 
afterwards, and glancing at the 
work said that he could furnish a 
faster and better wheel for the pur- 
pose. “Which one of your wheels 
would you suggest,”? the customer 
asked. 

“Oh, that would be hard to say off 
hand,” was the reply. “What grit 
and grade are you using now”? 

The customer happened to know 
what the chap had in mind, which 
was to take my wheel grading, go 
back and transcribe it in terms of 
his own, and then return with a 
wheel that would practically dupli- 
cate the one on which the customer 
and I had worked so hard to select. 
Fortunately, the customer was the 
type of man who would not let him 
get away with it, and the salesman 
injured rather than improved his 
chances of ever getting in there. 


Plant Surveys 


In large plants particularly, a 
survey and record of the wheels in 
use is of great help to the sales 
organization. The manufacturer 
makes this more effective by chart- 
ing the results of our surveys in 
tabular form and sending up blue- 
prints. In first surveying a plant, 
I study all the grinders in use and 
make the necessary wheel recom- 
mendations for each, as to size, 
grit, grade, etc. 

When this information has been 
tabulated and returned in blueprint 
form by the factory, one blueprint 
is filed with the customer and one 
is kept in our office file for the use 
of our inside men taking orders. 














they make money 















































Careful selection of the raw mate- 
rials used in Mid-West Wolverine 
products together with accurate, 
scientific control of manufacture 
assures the right products, the right 
performance, and the right kind of 
profit for you. There is a Mid- 
West Wolverine Coated Abrasive 
for every service. These products 
give the user best results for every 
dollar invested—they help you to 
increase your sales. Uniform qual- 
ity is a feature of these products 
—they are dependable for very 
special and unusual purposes. 
Quick deliveries at all times. 


== MID-WEST 
WOLVERINE COATED 
ABRASIVES ¢ * * and how 





fi or You 








1. COVER EVERY ABRASIVE NEED 


9 PROTECTION BY A PROVEN DIS- 
= TRIBUTOR POLICY 


3. QUALITY THAT MAKES FRIENDS 
4. UNIFORMITY AT ALL TIMES 
5 .MADE FOR LONG-TIME SERVICE 


These are the 
Products that 
Work for Your 
Profit: 


(1) Aluminum Oxide 


adaptable for high speed production 
in finishing of metals and woods. 
Makes a fast cut, leaving a fine, 
smooth finish. 


(2) Garnet 


developed to produce a clean, sharp, 
fast cut. 


(3) Silicon Carbide 


for production where results count. 


(4) Flint and Emery 


for general uses where neither speed 
nor finish is essantial. 


4 


MID-WEST ABRASIVE CO. 


2189 BEAUFAIT STREET 


DETROIT 


MICHIGAN 
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HANDLES, 
FACES AND 
MALLETS 
MADE IN 
U.S. A. 







ers, 


Plumbers, 
Printers, Automobilists 
and to Garages. 

Just demonstrate how 
easy it is to quickly 
change the faces in 


SOFT-FACED HAMMER 


OF 


IMPROVED DESIGN 


THE 


BASA HAMMER 


Will Not Damage the Surface 
Struck 


You will find 
a ready sale to 
the Electrical, 
Foundry and 
Metal Work- 
Machinists, 
Jewelers, 


the head. 
The clamping jaws 
prevent faces from 


rattling or falling out. 








A Hammer that 
will strike blows 
of varying hard- 
ness without 
marring the 
surface 








Full Particulars 


Furnished Upon 


Request. 


MADE IN 
FIVE SIZES 






Copree 


4 
= 


A Rawri0e 
\ 


eaeeirr 


The Rawhide, 
Copper and 
Babbitt Faces 
make it possi- 
ble to adapt 
this Hammer 
to any class of 
work 


If a Rawhide Mallet 
is desired, offer the 


EMPIRE 
RAWHIDE 
MALLET 


GREENE, TWEED & CO. 


SOLE MANUFACTURERS 


109 Duane St. 


New York 


Each and every wheel in the plant 
is given a number on the blueprint. 
When replacements are required, 
the customer orders by number, 
over the telephone or by letter. 
The order can then be filled by any- | 
one and the right wheel be picked 
out with least effort and with no 
chance for error. 

If a change is made in the grad- 











| ing for any wheel on a given oper- 
| ation, I make the necessary correc- 
tion on our print and personally see | 
that it is done on the customer’s | 
| print. If a new operation is started, | 

| calling for a new wheel, this wheel | | 
| is given a number and added to our | 
| print and the customer’s. 





Safety | 
Grinding wheels can and do blow | 
|up at times like any other rapidly | 
revolving part, because of speeds 
too high for the wheel to stand. 
The wheel salesman should feel a 
|certain responsibility in checking 
| the operation of these wheels from 
|the standpoint of safety to the 
| operator. The average grinding 
man does now know what the mar- 
gin of safety is for a given wheel. 
|He should be warned particularly 
against making changes which may 
| result in accident. 

In one of our saw mills, an 8-inch 
| grinding wheel was in operation at | 
| 2800 r.p.m., which was perfectly 

|safe. But one day an operator, on 
| his own initiative, put on this same 
| spindle a 12-inch wheel which 
| should have operated at 1800 r.p.m. | 
| The high speed resulted in greater | 
| centrifugal force than the wheel | 
could stand and it let go with seri-| 
ous results. I happened to arrive | 
just after it had blown up and had | 
impressed upon me very forcibly | 
'the necessity for instructing men | 
|at*every opportunity as to the) 
| safety factor involved. | 

The same holds true of careless- | 
ness in respect to wearing goggles. | 
They may not be your men, but| 
they are your customer’s men, and 
you cannot go wrong in promoting | 
safety. | 





Other Abrasives 


Wheels are not the only abrasive 
items to be considered. Abrasive | 
grains are not to be overlooked for 
| they represent a large sales oppor- | 
|tunity. They are of two types— 
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| silicon carbide and aluminum oxide. | 
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More Profitable 
TO USE» » 

More Profitable 

TO SELL 


LENOY 


HACK SAW BLADES 
* 


AMERICAN SAW & MFG. CO. 
Springfield, Mass., U. S. A. 

























Welcome! 


American Supply and Machinery Manufacturers Assn. 
National Supply and Machinery Distributors Assn. 
Southern Supply and Machinery Distributors Assn. 


May II, 12 and 13, 1936 


When you come to Atlantic City, make your headquarters at the 
hotel your committee has selected . . . the Ambassador @ You'll be 
adding hours of pleasure and enjoyment to your stay by being so 
close to everything that’s going on © And the Ambassador is Atlantic 
City’s finest hotel, located directly on the boardwalk with most guest 
rooms facing the Atlantic ® You'll find everything you want at the 
Ambassador . . . comfortable rooms at moderate rates . . . fine res- 
taurants . .. indoor swimming pool and other recreational facilities 

. spacious sun decks and public rooms ® May we make a reserva- 
tion for you now? 


Maw heuille, 


MANAGING DIRECTOR 





THE AMBASSADOR 


Atlantic Cit 
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Something a lot of plants 


DON’T KNOW! 


R & M BANTAM 





HOIST 


They don’t know that 
they can put in a small, 
fast electric hoist, sturd- 
ily built to “take it”— 
but light enough to 
whip around and do the 
job in the time a man 
takes spitting on his 
hands to lug on an obso- 
lete hoist. 


ROBBINS & MYERS, INC. 


DIVISION 
OHIO 


250 & 500 LBS. CAPACITY 

















AN D CRANE 


SPRINGFIELD, 


This hoist is the 


R & M BANTAM 
—SELLING AS LOW AS 


$150 2 


Tell them about this hoist. 
Sales of such equipment 
arouse interest and lead to 
further profitable orders. 

You get the inquiry—we will 
help you close it. Write for 
new Bulletin 6161, showing 
up-to-date equipment for cut- 
ting handling costs. 


Sold Through Mill Supply 
ouses Everywhere. 














NATIONAL 


Dynamic Action 


CUTTING TOOLS 





A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, 
MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U.S.A. 


Tap and Die Division: WINTER BROS. CO., WRENTHAM, MASS. 


NEW YORK CHICAGO 


PHILADELPHIA CLEVELAND 


157 Chambers Street 1144 Washington Blvd. 43 North Sixth Street 709 St. Clair Ave., N.W. 
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Both are used on set-up wheels for 
all kinds of polishing work, includ- 
ing the glass and mirror manufac- 
turer, manufacturers for beveling, 
by the optical companies for lens 
grinding, etc. Silicon carbide 
grains are used by the marble and 
granite trade and for finishing by 
the makers of tombstones and 
markers. 

Not much technical knowledge is 
required in connection with selling 
grains. The customers. usually 
knows just what he wants, for it 
is easy for him to experiment with 
grains until he gets what suits him 
best and the experiments are not 
expensive. 

After grains come the Economy 
Rolls or abrasive cloths, for finish- 
ing steels. It will be found that 
this abrasive cloth business is on 
the increase, and now represents a 
very respectable percentage of all 
abrasive sales. Our aluminum 
oxide cloth is used largely in ma- 
chine shops. There is a steady 
tendency to put better finish on 
machinery and metal products, so 
the demand for cloth is growing, 
and the product gets into strange 
fields, also. The strangest I know 
of for Aloxite is for polishing 
eggs. Since egg shells cannot 
touch water without impairing the 
“finish” and hence marketability, 
dirt spots are now removed by 
hand with abrasive cloth. 


Sales Opportunities 


I like to sell abrasives because 
they are a commodity the use of 
which is rapidly increasing and the 
field widening out on every side. 
Therefore, I feel that every bit of 
study I put into this line is going 
to pay me dividends. While abra- 
sive wheels were at first only used 
for rough work, they are now tools 
of precision as well, in many cases 
supplanting certain machine tools. 
They cut, shape and polish. As be- 
fore stated, industry is demanding 
better finish on all machine parts, 
from saw arbors to crank shafts— 
in some cases precision to a ten 
thousandth of an inch. Most such 
parts are now ground to finish 
rather than machined. So the in- 
dustrial salesman does not lack op- 
portunity in this field. Though the 
wheels themselves may go round 
and round, his sales should go up 
and up. 
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" PAdvertising in FACTORY saves our time... 


The Murray Company, of Dallas, Texas, is one of the 
leading industrial distributors in the area it covers— 
that included within a 250-mile radius of Dallas. 


In its sales work, this company is in constant touch with 
industrial plants, mills and shops of all types throughout 
its territory, and is looked upon as a most reliable source 
of supply by all its customers. 


Being ‘an aggressive sales organization, this company 
appreciates the importance of effective advertising by 
its manufacturers to the important buying factors in the 
hundreds of institutions it sells. Hence, the statement 
of Mr. Wortham Power, Manager of the Mill Supply 
Department of the Murray Company, that ‘Advertising 
in Factory on many lines we carry is going to the right 
people” carries the weight of impressive experience. 






g 





A McGRAW - HILL 
DW T 42nd 


MANAGEMENT 
MAINTENANCE 


PUBLICATION: 
STREET-NEW YORK 


Manager 


Dallas, Texas 





Ml 


“It is a well known fact that advertised products sell more quickly 
and easily than those which are not known. Every day we see ex- 
amples of how advertising helps to speed up our sales to manufac- 
turing plants. 


“Those lines for which we have the most active demand are nearly 
all advertised extensively, but even on the lines which are advertised 
only to a limited degree we find we can get more ready acceptance 
because our customers have been made familiar with them through 
advertising. 


“The main thing seems to be to have the advertising reach the right 
people. 


‘Advertising in FACTORY on many lines we carry is going to the 
right people. It is read by a large number of the operating offi- 
cials of plants to which we sell. We are very sure this advertising 
in FACTORY helps us and saves our time.” 


That is what Mr. Wortham Power, Manager of the Mill Supply 
Department of the Murray Company, Dallas, Texas, said on look- 
ing overa copy of FACTORY. And that is what we think you will 
say. Send foracopy of arecent issue. We will be glad to supply it 
to you free of charge if you write to us on your busi tati y: 





AND 


WORTHAM POWER 


Mill Supply Department 
THE MURRAY COMPANY 













PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PAGES FOR DETAILED DESCRIPTION 


1}2/3|4|5/6/7/8/9/10/11/1 1 
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SALES POSSIBILITIES IN 
NEW PRODUCTS | 


SEE PAGE 96 FOR PRINCIPAL MARKETS | 





Tape Rule 





A 6-foot tape rule, known 

as “Mezurall,” recently an- 
nounced, has a }-inch wide nickel- 
plated blade manually operated. Its 
end hook has short sliding action. 
Nickel-plated case has three flat edges 
and will stand unsupported in three 
measuring positions. Unit weighs 3 
ounces, case is ¥s inches thick and 
greatest width is 2 inches. It is fur- 
nished marked either both edges of 
one side, No. 926, or both edges of 
both sides, No. 926B. Blade is stif- 
fened by concave forming, so can be 
projected unsupported or will flex like 
a tape. It is fully enclosed by case. 
Tape is suitable for common measur- 
ing, inside measuring and gaging of 
height and depth. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, fore- 
man, chief engineer and master 
mechanic.—The Lufkin Rule Com- 
pany, Saginaw, Michigan. MILL 
SUPPLIES, April, 1936. 


Lathe Grinder 





Number 44 
small lathe grinder and replaces 
Number 2-AG grinder manufactured 


“Toolmaker” is a 


by this company. Unit comes 
in compact steel carrying case with 
three mounted wheels with 4-inch 
shank; one mounted wheel with 3-inch 
shank, one 2-inch vitrified wheel, one 
3-inch vitrified wheel, two “hi-speed” 
fabric belts and three assorted 
wrenches. Motor develops 3 h.p. and 
is fitted with closed type ball bearings 
and has simple belt adjustment. Bear- 
ings of grinding spindle are oiled by 
vertically mounted felt wicks. Grind- 
ing spindle is made of cold drawn 
steel shafting with hardened wrench 
flats and bali bearings in spindle are 


“pre-loaded” eliminating manual ad- | 
justment. Unit also has a removable | 
mounting post. Primary buying | 
officials to be contacted in introducing 
this product are purchasing agent, 
superintendent, maintenance superin- 
tendent and master mechanic.—The | 
Dumore Company, Racine, Wisconsin. | 
MILL SUPPLIES, April, 1936. 
| 
| 
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Electric Fans 





An improved line of electric 
fans has been recently § an- 
nounced by this manufacturer. All 


models larger than 10-inch size are 
equipped with a super-silent blade, 
which, according to manufacturer, in- 
sures ultra-quiet operation and elimi- 
nates air roar. No-draft “breeze 
spreader,” which provides perfect dis- 
tribution of cooled air over large 
areas, will be continued as a regular 
feature of the new models. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, maintenance superintendent 
and master mechanic —Victor Elec- 
tric Products, Incorporated, Cin- 
cinnati, Ohio. MILL SUPPLIES, 
April, 1936. 


Air Compressor 














| | 








A line of air compressors in- 
cluding both single and double 
stage units in permanent and port- 


able styles has been announced. | 
Single stage units are mounted on a 

steel pressure tank and have endless | 
“V” belt drives eliminating belt tight- | 
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Announcing the 


New STARRETT 


“S.-M” 


MOLYBDENUM 
HACKSAWS 





The new Starrett “S-M” Hacksaws 
are the result of new methods of 
heat treating applied to hard, long- 
wearing molybdenum. They are 
made for fast, economical cutting 
on nickel, monel metal, stainless 
steel, phosphor bronze, high 
speed, manganese or tool steel and 
similar hard alloys. 


Stock Starrett “S-M” Hacksaws. 
The “S-M” Hacksaw Folder EG 
gives complete information and 
prices on “S-M” blades for both 
machines and hand frames. 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS.. U. S. A. 
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DOCKSO 


DOWMETAL GOGGLES 





A UNIQUE PRODUCT 
.. with Universal Appeal 


Jobbers and Distributors everywhere, are profiting from the enthusiastic 
acceptance accorded this newest addition to the popular Dockson Line. 


Users have been quick to appreciate the almost unbelievable degree of 
comfort afforded by these remarkable new featherweight goggles. They 
are amazingly light in weight, being made of Dowmetal which is 36% 
lighter than aluminum. Their individual right and left eye cups were de- 
signed after exhaustive survey to really fit all faces. They have the 
simplest possible nose bridge adjustment that permits accurate spacing 
of eye cups to meet the variation found with each individual. They 
provide unequalled visibility and ventilation. 


National advertising in leading trade publications is producing a host 
of inquiries. Write for full information and discounts. 


Cc. H. DOCKSON COMPANY 


2885 E. GRAND BLVD. 


DETROIT, MICH. 





98 


MILL SUPPLIES @ APRIL 1936 








ener. Unit has universal motor 
mounting which permits changing of 
motors without redrilling and pro- 
vides for take-up and alignment. 
Other features are seamless copper 
tubing between compressor and tank; 
automatic starting and _ stopping 
switch; fan flywheel; drop forged, 
ground, finished crankshaft and 
poured babbitt, die-cast bearings pro- 
vided with metallic shims for take-up. 
Unit is finished in either blue or black 
high gloss enamel. Two-stage com- 
pressors are equipped with Lynite 
connecting rods, lightweight automo- 
tive type pistons, disc plate valves 
with removable valve seats. Cooling 
is provided by deep vertical fins on 
cylinder and head castings with cop- 
per finned intercooler. Crankcase and 
mechanical “centrifugal type” un- 
loader is totally enclosed within 
crankcase and multiple “V” belt drive 
is used with both pulleys having mul- 
tiple grooves. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, chief 
engineer and master mechanic.— 
Wright Manufacturing Division of 
American Chain Company, Incorpo- 
rated, York, Pennsylvania. MILL 
SUPPLIES, April, 1936. 


Steel Paving Plates 





5 Steel paving plates of 3-inch 
rolled steel, available in two 
sizes, are designed for installation on 
the surface of concrete slabs to which 
they are anchored and with which 
they become an integral part. One 
type is for roadways and one for 
plant floors, loading platforms and 
docks. Both types are identical, ex- 
cept that one for roadways is equipped 
with button-head studs, making it a 
non-skid plate. Sides are perpendic- 
ular to the surface and crimped to 
give plates firm anchorage to con- 
crete. Additional anchorage is pro- 
vided by studs which extend into 
concrete. Floor-type has smooth sur- 
face, long-shank anchorage studs, 
with flat heads, fastening through 
countersunk holes making them flush 
with top surface of plate. Standard 
size of plates is 12 inches by 18 inches 
with 1%-inch sides. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent and superintendent.— 
Bethlehem Steel Company, Bethlehem, 
Pennsylvania. MILL SUPPLIES, 
April, 1936. 
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Uniformity in steel and heat treatment 
Hardness in every tooth identical 
Flexibility ... speed... production 


Disston Metal-Cutting Band Saws stay 
sharp, cut fast, work better on machines: do 
more work. Made of Disston steel, there is a 
Disston Band to meet every need for shape 
and size of teeth, set, speed, feed. Disston 
service goes with Disston Saws. Tell us 
what you are cutting. We will work with 


you for better results in production volume, 
time, quality, economy ! 


Henry Disston & Sons, Inc., 423 Tacony, 
Philadelphia, U.S. A. Branches: Boston, 
Chicago, Detroit, Memphis, New Orleans, 
Seattle, Portland, Ore., Francisco, 
Vancouver, B.C. Canadian Factory: Toronto. 


San 


DISSTON FLEXIBLE BACK 
Metal-Cutting Band Saws 


“Band Saws" and other Metal-Cutting Manuals, FREE. Simply write name and business address on margin below. Clip and mail to DISSTON, 423 Tacony, 


Vhiladelphia. 
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PRESENTING 
A COMPLETE LINE OF 


Bristle Brushes 


FOR PRODUCTION AND 
PLANT MAINTENANCE 


BRUSHES are sometimes “minor” 
items of industrial plant equip- 
ment. As such, they are often neg- 
lected. Yet attention to the 
“minor” factors in production and 
maintenance is the surest safe- 
guard against major difficulties. 

For this reason, Pittsburgh 
Plate Glass Company calls your 
attention to a complete, up-to-date 
line of Bristle Brushes, namely, 
Gold Stripe Brushes. 

Years of successful co-operation 
with progressive plant manage- 
ment circles enable us to offer top- 
quality brushes at _ reasonable 
prices. As an investment in qual- 
ity, these brushes pay dividends 
of fewer replacements, lowered 
overhead, and finer, faster work. 

Our engineering staff and facili- 
ties are at your disposal. Ware- 
houses in principal cities are 
equipped to aid distributors serve 
industry more effectively. 

Write today for complete infor- 
mation on the entire line. No obli- 
gation. State whether interested 
in brushes for production or main- 
tenance. Paint Brushes, Floor 
Sweeps, Mill Dusters, etc., for 
maintenance; Wire and Tampico 
Sections, Spiral Wound Brushes, 
Abrasive Wire Wheels, etc., for 
production. There is a solution to 
your brush problem here. 


A PRODUCT OF 


. JUS em, 


PLATE GLASS COMPANY 
BRUSH DIVISION © BALTIMORE MD 


Manufacturers of Gold Stripe Brushes 
and nationally known paint products 
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Flexible Shaft Grinder 





A flexible shaft, portable grinder 
developing # h.p. and a speed 


| of 18,000 r.p.m. has been announced. 


| with protection 
| end. 
| with ball bearings and collett type | 
Cradle | 





Flexible shaft is 42 inches long 
with heavy rubber reinforced casing 
springs on each 
Handle piece is equipped 
chuck to hold 34-inch shanks. 
furnished will hold motor unit on 


bench or it can be suspended over- | 
Grinder can be used for exter- | 
nal or internal grinding operations on | 
tools, dies, castings, and so forth. The | 


head. 


% h.p. universal motor provides ample 
power to drive a 14-inch by 4-inch 
emery wheel, according to manufac- 
turer. Primary buying officials to be 
contacted in introducing this product 
are plant 


Stanley Rule and Level Plant, New 


Britain, Connecticut. 
PLIES, April, 1936. 


Package Conveyor Belt 





“Griptop” package conveyor belt | 
rough sur- | 
face on rubber cover for handling | 
packages, cartons and boxes up in- | 


features a_ special 


clined conveyors. Surface consists of 


a series of small rubber fingers, of | 
which there are 3,000 in every square | 


foot of belt. 
available 


“Griptop” surface is 
in any one of standard 


| grades of Goodrich conveyor belting 


up to 36 inches width, but can not 
be supplied on covers thinner than 
3/32 inch. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent and chief engineer.— 
Mechanical Goods Division, The B. F. 
Goodrich Company, Akron, Ohio. 
MILL SUPPLIES, April, 1936. 
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manager, superintendent, | 
foreman and master mechanic.—The | 


MILL SUP- | 





| rompt 
Deliveries! 


Our large stock on hand of 
\ standard bolts and nuts 

permits us to make im- 
| mediate shipment—no mat- 
\ ter how large the order. 
\ 









Our policy of making 
prompt delivery on every 
order, large or small, is one 
of the reasons we have 
gained the reputation of 
giving REAL SERVICE. 


\ Our Prices Are Right, Too! 


>| GLanxPeosBoir(h 
\ \ MILLDALE , CONN. 


\ Charles St. 
\ \ \\ 82 Years BACK OF 
\\ \ EVERY PIECE 


\\ PRooucep [ 


\ 

















Electric Heat Gun 





The U-26 electric heat gun re- 

cently developed features in- 
stantaneous heat, generated to a 
maximum temperature of 400 de- 
grees. Thawing is effected by air 
forced through nozzle at high velocity. 
Gun is equipped with 850W heat unit 
and four attachments; long and short 
goose neck, wide nozzle and flexible 
hose. It is so constructed, according 
to manufacturer, that grease, oil and 
dirt cannot affect operation. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 


ager, purchasing agent, superin- 
tendent, and maintenance superin- 
tendent. — Independent Pneumatic 


Tool Company 600 West Jackson 
Boulevard, Chicago. MILL SUP- 
PLIES, April, 1936. 


Centrifugal Pumps 





The manufacturer of _ the 

“4000” series centrifugal pumps 
has placed on the market “5000” 
series, supplementing the “4000” 
series. Pump is of smaller ca- 
pacity for same size discharge as 
“4000” type due to suction feature 
which reduces friction and simplifies 
installation. Pump has volute case 
and open type impeller. Impeller 
may be adjusted while pump is in 
operation by adjusting brass nuts on 
each side of ball bearings. Screwing 
nuts in or out will shift shaft and 
impeller lengthwise in frame. Pri- 
mary buying officials to be contacted 
in introducing this product are super- 
intendent, chief engineer and master 
mechanic.—The F. E. Myers and Bro. 
Company, Ashland, Ohio. MILL 
SUPPLIES, April, 1936. 


Socket Dial Thermometers 


l Universal socket dial ther- 

mometer in 34-inch dial size 
is manufactured in both self-contained 
and distant reading types. Type 61 
self-contained instrument fitted with 

















As a corollary of its Distributor policy, this company believes 
in and practices SELECTIVE DISTRIBUTION. 


Our aim is to make the ALLEN line profitable to a restricted 


number, rather than less profitable to a larger number. 


The allocation of Allen Distributors is governed by the size 
and industrial importance of each buying center, — planned to 


avoid duplication of Distributors’ sales- effort. 


The fact that ALLEN has the most complete distribution of 
any line of hollow screws, implies no overlapping of sales terri- 


tories. Superior coverage follows widespread consumer preference. 


And consumer preference, so it seems, turns Distributors’ 


stocks in large territories and small! 


* * * 


THE ALLEN Mrc. COMPANY 


HARTFORD, CONN. U.$.A. 
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universal socket permits use of one 
instrument as_ vertical connection 
thermometer, a 90-deg. back angle 
thermometer, a front angle thermom- 
eter or any intermediate angle. Type 
62 distant reading thermometer is 
standard with 6-foot connecting tub- 


, ing and union bulb, or in case of high 
Now, with faster-cutting machine tools, manufacturers are getting roe er nat theveneuasbers pm a 


new cost reductions. That’s the ‘‘why’’ of ‘“‘Spot Handling” with union bulb or flexible plain bulb. 
the Zip-Lift—the new time-saving, back-saving elec- Thermometer has mounting flange to- 
tric hoist that’s easier to install. Weighs only 100 Ibs.; Se uedioiien of taineaaie caeeee 
handles loads from 250 to 500 Ibs.—and so low in at any convenient point on top or 
price that it makes hand-operated equipment obsolete. front of apparatus or on wall. Com- 
Distributor inquiries are invited. 


plete assortment of Fahrenheit scale 
Write us regarding your territory. —S=—= j= 
HARNISCHFEGER CORPORATION / | P - ! a 








or corresponding centigrade scale is 
available. Unit is standard with 
biack crystal finish all-over, black 
crystal finish with nickel-plated trim, 
polished brass finish all-over or nickel- 
plated finish all-over. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, chief engi- 
neer, master mechanic and chemical 
engineer.—Jas. P. Marsh Corporation, 
2073 Southport Avenue, Chicago. 
| MILL SUPPLIES, April, 1936. 


Drill Press 


ranges for all requirements from 20 
deg. below zero to 800 deg. above zero 

ESTABLISHED 1884 
4538 W. National Avenue * Milwaukee, Wis. 




















HACK SAW BLADES 


Known everywhere by their distinctive copper finish 
and by their outstanding reputation for performance. 
Preferred by mechanics because they cut true and fast, 
with little effort. Chosen by executives because they | 
stand up on the heaviest production schedules and, in | 
the long run, cost less per cut. 

Star Moly Hack Saw Blades are made in sizes to meet 
every metal sawing requirement—both power and hand. 

Star Moly Hack Saw Blades are distributed only | | 
through established Hardware and Mill Supply Houses z ‘ 
and sold under a policy, rigidly adhered to, that pro- | 1 l A “Hi-speed” and “Slo-speed 

} 


tects both your r . all-purpose, multi-duty, drill 
your market and your profits. | press, with five spindle speeds is of 


CLEMSON BROS., INC. | 5-inch capacity and has extra wide 


. | 2-row ball bearing in spindle pulley, 
Middletown, N.Y. free-floating, ball-bearing spindle with 


@ e000 43-inch ‘travel, quick-change, taper- 
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socket spindle accessories, “tee-slots”’ 
in base and micrometer-stop and 
scale. Unit has ball-bearing motor, 
4 h.p., 110-volt, 60-cycle, split-phase, 
one-shaft, with built-in switch, cord 
and plug. Overall height of bench 
model is 383 inches and floor model is 
70 inches. Bench model has Jacobs 
geared chuck (0” to 4%” capacity), 
No. 1044 V-belt, cone pulley for motor 
(4” bore) and motor bracket. Floor 
model has same equipment. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, maintenance 
superintendent and foreman.—Wil- 
liam B. and John E. Boice, Toledo, 
Ohio. MILL SUPPLIES, April, 1936. 


Steel Valves 











l A newly improved line of 

forged steel globe valves 
made for pressure ratings up to 1500 
pounds are specially designed with a 
tongue-and-groove bolted bonnet for 
high temperature service. Valves are 
made in either cone or plug type with 
heat-treated stainless steep valve seat 
ring and disc. Other features are all 
parts made of steel; long condensa- 
tion chamber; all wearing parts re- 
newable; seat ring is removed with 
standard hex wrench. Manufacturer 
also states that valves are easy to re- 
pack in service because of a special 
stainless steel back seat, and because 
gland bolts come completely out, al- 
lowing ample finger room, and be- 
cause of a relief plug for bleeding 
condensation chamber while repack- 
ing. Primary buying officials to be 
contacted in introducing this product 
are superintendent, maintenance su- 
perintendent, chief engineer and mas- 
ter mechanic.—Hancock Valve Divi- 
sion. of Consolidated-Ashcroft Han- 
cock Company, Incorporated, Bridge- 
port, Connecticut. MILL SUPPLIES, 
April, 1936. 





BETTER HAcksaw BLADES 


One way to judge a line is to learn what other 
distributors think about it. Distributors every- 
where are enthusiastic about Barnes products 
and Barnes service. Here's just one example 
out of many— 


“Barnes blades have given 
better satisfaction than 
any other blade we have 


ever handled.”’ 


—H. F. Witgen, The W. Bingham Company, Cleveland, Ohio 


* Mr. Witgen further writes: ‘For twenty years we have 
handled various brands of hacksaw blades. During the past 
eight years we have sold Barnes Blades. 


* “Believe it or not, we have sold more blades during those 
eight years, when times were dull and real selling effort was 
necessary, than we did during the preceding period when 
blades of any kind would sell and delivery was more im- 
portant than quality.” 


® The W. Bingham Company is one of the many mill supply 
houses which have been handling the Barnes line at a profit 





for many years. The experience of 


this company with Barnes Blades BARNES BLADES 


Aa ile : Red Arrow High Speed 
should be significant to every dis- |] Special Unbreakable 
b h hi asa ne aa 

exibie an 
triobutor who wants to step up his gag vA 


: Metal Cutting Bandsaws 
volume of hacksaw blade business. ee 


























W.O.BARNES CO.INC. 


1297 TERMINAL AVE. DETROIT MICH. 
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MORE CONSUMERS DEMAND 


THIS tested quality 


EMARKABLE efficiency and dependable 
quality at popular low prices has always 
characterized Delta Motor-Driven Tools. Lead- 
ership in design and consistent widespread 
national advertising has drawn an increasing 
stream of buyers into Delta dealers. Recom- 
mendations from satisfied users in home, work- 
shops, factories and schools have brought more 
profitable Delta business. As a result Delta is 
today the largest manufacturer in the world 
making this type of machinery exclusively. 


DELTA 


QUALITY MOTOR-DRIVEN TOOLS 




































Products of ‘ 
DELTA MANUFACTURING 
COMPANY 























612 E. Vienna Ave., 
Milwaukee, Wisconsin 








SCEELIBELT LACING 
oe a ie 


Alligator Steel 
Belt Lacing “Never Lets 
Go.” The most universally used 









beit lacing on earth. 
“Monel Metal,” 
belts up to } in. Standard boxes, 


and long lengths. The 


stamped on the lacing. 


Supplied in steel, 





alloys in eleven sizes for 
“Handy Packages,” 


Alligator and size number are 


and 






















Sold only through jobber-dealer trade channels. 
le Manufacturers 
FLEXIBLE STEEL L AC ING COMPANY 


1633 Lexington Street, Chicago 
In England at 135 Finahury Parement, London, EB. C. 2 
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l A 6-inch ball bearing bench 
grinder recently developed is 
powered with a capacitor type 3 h.p. 
3450 RPM motor, totally enclosed. 
Unit has heavy cast-iron guards, full 
size, dust sealed ball bearings; tool 
rests, adjustable toward wheel and 
up and down, which may be tilted for 
angle grinding; portable handle; 
wheels extend beyond motor frame 
permitting grinding of long pieces of 
material, such as steel bars, and so 
forth. Unit has rubber feet and is 
furnished in two-color colors with 
aluminum trim. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, foreman and 
master mechanic.— Baldor Electric 
Company, St. Louis, Missouri. MILL 
SUPPLIES, April, 1936. 


Low-Pressure Gun 

















1 A low-pressure gun designed 

especially for correct appli- 
cation of grease to ball and roller 
bearings, has a maximum discharge 
pressure of 24 ounces per square inch, 
thus eliminating danger of over-lubri- 
cating. Nozzle includes provision for 
relief of back pressure, and is de- 
signed for direct contact with filler 
hole of bearing. Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agent, 
superintendent, maintenance superin- 
tendent, chief engineer and master 
mechanic.—Keystone Lubricating 
Company, Philadelphia. MILL SUP- 
PLIES, April, 1936. 


Seraper 


15% Universal scraper recently 
announced has a standard 48- 
inch wood handle, a malleable iron 
casting and tempered spring steel 
b'ade, standard size being 4x6 inches. 
Blade is inserted in casting so that it 
rests against bolts which are pulled 
up tight and clamps blade securely. 
Casting is held on handle by wedge 
tight construction plus 34 inch lag 
serew. DeLuxe scraper has larger 
casting providing for a workable foot- 
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hold and larger blades may be in- 
serted, if necessary. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent and 
maintenance superintendent. — JKL 
Manufacturing Company, Rockford, 


Illinois. MILL SUPPLIES, April, 
1936. 
Steel 
l Hi-Steel, highly resistant to 
corrosion and_ supplied as 


sheets, strip, plates, bars and struc- 
turals, has a minimum ultimate ten- 
sile strength of 70,000 pounds per 
square inch, which gives it a high 
elastic ratio, according to manufac- 
turer. Minimum yield point is 60,000 
pounds per square inch for gages 
lighter than 4 inch and 55,000 pounds 
in heavy gages. It is of the so-called 
low-alloy, high tensile strength class. 
Manufacturer also states that tests | 
extending over a year’s time show it | 
will bend, form, stamp, seam and weld | 
readily. Primary buying officials to | 
be contacted in introducing this prod- | 
uct are plant manager, purchasing | 
agent and superintendent. — Inland | 
Steel Company, Chicago. MILL SUP- 
PLIES, April, 1936. 


Barrel Pump 





17 This piston-type barrel pump | 
. has been developed to handle 
liquids such as kerosene, gasoline, lin- 
seed oil, range oil, alcohol, core oils, 





The Better 
PIPE TOOLS 


OR INDUSTRIAL DISTRIBUTORS 

especially there is no pipe tool line 
to compare with “ARMSTRONG 
BROS.” for each is an improved tool 
built to indcstr‘alfine tool standards— 
with drop forgings, alloy steels and 
hardened parts wherever they will add 
to strength or tool life. Dies and cutter 
wheels are of special Vanadium Tool 
Steel and cutting teeth are backed-off 
and accurately ground to the correct 
cutting angle. 


In the industrial field especially, 
“ARMSTRONG BROS.” coupled 
with the Arm-and-Hammer trade mark 
assures immediate acceptance, ends 
price haggling and shopping, for the 
Arm-and-Hammer is established as the 
mark of highest tool quality, as a 
guarantee of full value, and of estab- 
lished prices. 


ARMSTRONG BROS. Pipe Tools 
comprise the most complete line made, 
the line that needs no “‘fill-ins’’. They 
are widely and continuously adver- 
tised. They make work faster and 
easier, give complete satisfaction and 
build repeat business. 


Write for new 
Catalog P-35 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave., Chicago, U. S. A+ 
New York * San Francisco * London 
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* No. 1 (Standard) 
-'< No. 1-A (Ratchet) 
sand No. 2 (Geared) 
Receding Thread- 
ers and Chasers. 


The 
Ideal 
Fittings 

Tong, 

for pipe and fittings, 


Manufactured only by 
ARMSTRONG BROS. 




























NEW 

All-steel Ratchet Pipe Reamer a substantial, 
easily operated tool that simplifies pipe 
reaming. ’ 


“a 





The most 
complete line of 
pipe tools made. f 
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Bronze Gate Valve 





Bronze Globe Valve 


alves 


for every service 
in industrial plants 


Iron Body Gate Valve 


HETHER your customers want 

low, medium or high-pressure 
valves, in bronze or iron, with screwed 
or flanged ends, and in gate, globe, 
angle or check patterns, you will find 
an exactly suitable Kennedy design. 
Kennedy Valves are sure to please be- 





cause of their attractive appearance, 
sturdy proportions, clean-cut machine ORSY Gate Valve 
work and reliable operation. = 


Send for the Kennedy Catalog 
The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 





Check Valve 


KENNED 





VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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One SURE way 
to Sales— 


Sell a product which is uni- 
versally recognized for its 
quality and economy 


Prospects are quick to see the advantages of 
Coffing Ratchet Lever Hoists. These hoists, 
weighing as little as 14 pounds and easily 
manipulated by one man, will lift almost unbe- 
lievable loads. They are available in a wide 
variety of sizes, up to six tons capacity. 


You owe it to your business to get complete 
information on the whole Coffing line and on 
our valuable distributor franchise. White today! 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 








COFFING “tesicx’” HOISTS 


RATCHET LEVER ® SPUR GEAR @ ELECTRIC 
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cutting oils, lubricating oils, naptha, 
thinner and non-viscous paints. Unit 
has compression lever-lock faucet at 
outlet end which prevents after drip 
and waste. A special alloy is used in 
construction that manufacturer claims 
is durable, rust-proof and corrosion 
proof, fitted with #-inch, 14-inch and 
2-inch bung attachments. Suction 
pipe on bottom provides complete 
drainage. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent and mainte- 
nance superintendent.—The Cleveland 
Brass Manufacturing Company, Cleve- 
land, Ohio. MILL SUPPLIES, 
April, 1936. 


Paint in Stick Form 





1 Paint in stick form easily ap- 
plied to any wet or dry sur- 
face and will not run when applied to 
hot metals, has been developed for 
marking products and _ materials, 
known as “Markal.” It is made in two 
types—one for cold marking, the other 
for hot marking. Markal for cold 
marking is used for marking all met- 
als (including structural steel, steel 
sheets, galvanized iron, and so forth), 
glass, cardboard, boxes, crates, lum- 
ber building stones and blocks, and 
for hot marking is used on steel 
shapes, forgings, castings, pipes, bil- 
lets and so forth. It is weather-proof 
and does not dry out in stick form 
and hardens only after application. 
Another feature is that when stick 
becomes short it can be heat-welded 
to a new stick. Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager 
and superintendent. — He!mer and 
Staley, 2460 South Parkway, Chicago. 
MILL SUPPLIES, April, 1936. 


Feedwater Heater 


l A modernized non-deaerating 
type stationary feedwater 
heater has been announced for use 
wherever exhaust steam is available 
for heating boiler feedwater. Heater 
has interchangeable pan system pro- 
viding a definite and unchanging flow 
of water in jets and drops, exposing 
maximum surface to steam. Water 
is heated to within 2 deg. F. of 





UM 











saturated steam temperature within 
heater. Multi-baffle separators as- 
sure oil-free feed-water and two-pass 
filter removes all suspended solid 
matter. The one-piece cast iron 
body, rectangular in form, will 
operate under 15-pound working pres- 
sure. All removable covers and 
joints are gasketed and easy of 
access. Pump suction openings are 
provided on two sides of heater for 
piping hook-up. An improved non-col- 
lapsible ball-float trap takes care of 
overflow and proper water level is 
maintained by a special type open 
bucket float, according to manufac- 
turer. Primary buying officials to be 
contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent, chief engineer 
and master mechanic. — Worthington 
Pump and Machinery Corporation, 
Harrison, New Jersey. MILL SUP- 
PLIES, April, 1936. 


Flat Belt Drive 





2 Multiple flat belt drive con- 

sists of six 1l-inch belts har- 
nessed together, which manufacturer 
states allows drive to accommodate 
itself to various pulley crownings and 
other cross or lateral strains. Cords 
in each section are laid so that there 
are no splices and flat belting may be 
made endless with any type of metal 
or rawhide lace. Cords are gum 
dipped and coated with special com- 
pound. Fabric is a special woven ma- 





MILWAUKEE INDUSTRIAL BRUSHES 











C oncentrate on 


MONEY-MAKERS! 


® Your self-interest demands that you pay most attention to those 
lines which give volume business at steady profit. Milwaukee 
Brushes measure up to this requirement. The demand is great, for 
every plant is a logical prospect. Milwaukee's complete line— 
bristle, wire, and fibre hand and power brushes, standard and special 
types—enables you to meet every need. Milwaukee quality 
insures repeat orders. 


® And most important of all, Milwaukee's sales policy is designed 
for attractive profit margins. Write fer complete information. We 
shall be glad to cooperate with you. 


Ps Peedi 


“SALES BUILDER” 


Our new catalog | 
has been designed to act as a 
sales builder for you. It is the 
most comprehensive book avail- 





ableon industrial brushes. Group- 


“DURO-BILT" . 3 ; pager | 
TAMPICO WHEEL BRUSH __ ing of items by specific industry | 
| will save your time. Write for | 


your copy now—Catalog No. 36 
will help you sell. 











EE 
MILWAUKEE CURVED-BACK BRUSHES | 
SOLID BLOCK WIRE BRUSH 


AND | 


BROOMS. 


WIRE - BRISTLE » FIBRE 





MILWAUKEE BRUSH MFT CO 





CATALOG NO 36 


WIRE PUSH BROOM 




















‘THE MILWAUKEE BRUSH MANUFACTURING CO. 


| 2219-2936 North 30th Street MILWAUKEE, WISCONSIN 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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terial so constructed and treated that 
it protects cords against deterioration 
from heat, water, steam, oil and acid 
fumes. It is elastic and grips pulley 
gently but firmly. As belt bends over, 
pulley grooves on outside surface re- 
verse themselves slightly, thereby 
producing a vent which allows escape 
of any air that may be trapped be- 
tween belt and pulley. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superinten- 
dent, maintenance superintendent, 
foreman, chief engineer and master 
mechanic. — Nucord Company, 6056 
Washington Boulevard, Chicago. 
MILL SUPPLIES, April, 1936. 


Puller 


e Cleveland Cap Screws, produced by the 
Kaufman Process, patented, are so accurate and 
strong that new customers receiving their first 
shipment often write in to tell us of their complete 
satisfaction. Steady repeat business proves to us that 
our efforts to make a product of highest quality are 





e not in vain. If you are not already a Distributor of 

Cleveland Cap Screws, a trial order will convince you 

Address Our Nearest Warebouse of their salability. Available from our nearest Ware- 

house or from the factory. THE CLEVELAND CAP 

CHICAGO, 726 W. Washington Blvd. SCREW COMPANY, 2931 E. 79th St., Cleveland, Ohio. 
PHILADELPHIA . tath & Olive Sts. — 


NEW YORK 4&7 Murray Street 


Cys ee 4) 
LOS ANGELES . 1015 East 16th St. CLEVELAND CAP SCREWS 
, . ee ? - 


























2 | general utility tool for lift- 

ing or pulling vertically, hor- 
izontally or at any angle, capacities 
# and 14 ton, has gear reduction pro- 
viding for a minimum amount of 
effort to operate ratchet handle, 43 
pounds to pull 7 ton, according to 
manufacturer. The 3-ton size weighs 
17 pounds and minimum distance be- 
tween hooks on this size is 9 inches. 
Handle is collapsible for tool box 
storage. Unit has “Herc-alloy” steel 
chain, which, according to manufac- 
turer, has ultimate strength consider- 
ably in excess of five times capacity 
load and cannot kink or become bent 
or strained in handling or storage. 





This Demonstration Usually Sells 


It’s so easy, right on a man’s desk, to give him a new concep- 
tion of efficient belt operation with this demonstrating unit. He 
“sells himself” with two pulls of a finger—one on the untreated 
belt—one on the Cling-Surface-treated belt (with stationary 
pulleys). The latter defies his strength! Cling-Surface grips so 
tenaciously he can barely move it! Yet; most amazing of all, he 
lifts the belt from the pulley just as easily as the untreated belt 
—absolutely no sticking! One-minute demonstrations make 
Cling-Surface users “for life’—because under actual plant con- 
ditions Cling-Surface confirms the remarkable facts demon- 
strated on the buyer’s desk—translated into reduced operating 
costs which have reached thousands of dollars in a single year. Operation is controlled by two but- 


If you do not stock it, write for details. tons. Mechanism and automatic fric- 
Cling-Surface Company, 1017 Niagara St., Buffalo, N.Y. tion brake are fully enclosed with no 
| exposed bearings or springs and 

packed in grease. Primary buying 


officials to be contacted in introducing 

this product are plant manager, pur- 

CLING-SURFACE (eae 
holm - Moore Hoist Corporation, 


Preserves Power Belts — Prevents Slipping Tonawanda, New York. MILL SUP- 
PLIES, April, 1936. 
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Ratchet Diestocks 





2 A series of ratchet diestocks 

for adjustable and solid dies 
have been announced. Stock for ad- 
justable dies has been patterned into 
a single handled ratchet diestock. No. 
2R has range from 4 to 1 inch right | 
and left hand. No. 3R threads right | 
and left hand threads from 4 to 2 in- 
ches. Stock for tool steel solid dies 
threads pipe from 4 to 1 inch right 
and left hand (No. 51R) and No. 52R 
threads pipe, right and left hand, from 
3 to 2 inches. A conveniently lo- 
cated pawl trigger is set for either 
right or left hand threads and in neu- 
tral, at push of thumb. Another fea- 
ture is 3-point, self-centering guide 
replacing bushings. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, foreman, chief 
engineer, master mechanic, plumber 
and steamfitter. — The Armstrong 
Manufacturing Company, Bridgeport, 
Connecticut. MILL SUPPLIES, 
April, 1936. 





Tester 





2 A folding endurance tester | 

for determining the cohesive 
properties of paper in cabinet model, 
motor driven, is constructed in con- 
formity with official specifications, em- 
bodying improvements which manu- 
facturer states assure high results and 
long service. Reciprocating blade 
double folds specimen between quad- 
rantal rollers until it breaks at crease. 
Number of double folds is registered | 
on four figure counter mounted in 
plain view. At point of rupture coun- 
ter is instantly disengaged and motor 
stopped. Primary buying official to 
be contacted in introducing this prod- 
uct is chief engineer—Amthor Test- 


ated, 10 Leo Place, New York City. 
MILL SUPPLIES, April, 1936. 


ing Instrument Company, ork Cy | 





This Message ss Uddressed fo Lunkenkesmes 





Your Success is Our Success 


Only in the measure that you 
are successful in selling our line, 
can we maintain our growth and 
prestige. 








To help you succeed, we sup- 
port you with products as fine as 
they can be made; engineering 
and metallurgical counsel; direct 
personal sales aid; informative 
sales literature and samples; and 
extensive trade paper advertising. 


And working for you contin- 


uously and resultfully is Lunken- 





heimer quality. Products that 
consistently make good, that save 
money and minimize trouble for 
users—as Lunkenheimer _prod- 
ucts do—are forceful sales and 


good-will builders that have no 








peer. 


BUY FROM Your Lunkenheimer franchise 
DISTRIBUTORS =) - 
is a valuable stock in trade that 


merits the best efforts you can put 





behind it. You will profit and so 
Are you making full use of 


Lunkenheimer sales helps—the will we. Upon your success de- 
“Guide” and other descriptive 
booklets? pends ours. 


THE LUNKENHEIMER 


—“QUALITY'’= 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 





EXPORT DEPT. 318-322 HUDSON ST, NEW YORK 








SELL QUALITY - SELL LUNKENHEIMER 


MOE REET ET A 5 TE! 


9-25-14 
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U. S. ‘4 Regular Drill, 
all Ball-Bearing Universal 
Motor. 











U 54” Heavy-Duty 
Drill, Ball-Bearing Univer- 
sal Motor 


These drills are but two of the complete U. S. 
family" of portable electric tools—drills, 
grinders, buffers, polishers, reamers. 


The U. S. 14” Drill above is guaranteed to 
give continuous service at rated capacity. It 
is light in weight, 
with quick make 





and break. The sit ee 
U. S. Heavy Distributor Plan. 
Duty Drill shown e 

is the most power- 

ful 5” drill on | |. FULL LINE 

the American 2. SUPER-QUALITY 
market. Its rug- 


3. ECONOMICAL 
PRICE 


4. PROTECTION 
5. GOOD PROFIT 
6. SALES AID 


sound foundation 
electrical tool 


ged construction 
insures long and 
efficient service. 


All U. S. Tools 
compete in price 
and excell in per- 
formance. Let us 
send you catalog A 
z for 
and complete in- 
formation. 


sales and profits. 





The U. S. ELECTRICAL TOOL CO. 
2498 West Sixth St. 


In Canada 


Maple Leaf Electric Tools Ltd., Toronto 


DRILLS -BUFFERS-GRINDERS 


THE STANDARD OF QUALITY 


SINCE 1897 











| 





Cincinnati, Ohio | 





Steel Letters 


2 Steel letters and figures for 

marking tools, implements 
and various production parts, such as 
automobile engines, and so forth, are 
accurately formed with deeply re- 
lieved faces that make a sharp, clean 
“bite” that remains as permanent 
identification, according to manufac- 
turer. They are neatly boxed in 
sets in two types—guaranteed hand 
cut Gothic face, and machine made 
Roman face. Primary buying officials 












to be contacted in introducing this | 


product are plant manager, purchas- 
ing agent, superintendent, mainte- 


nance superintendent and chief en- | 


gineer. — Millers Falls 
Greenfield, Massachusetts. 
SUPPLIES, April, 1936. 


Company, 
MILL 


Welding Tips 





25 “Steleo” high-speed welding 
tips recently *placed on the 
market are manufactured of stainless 
steel hi-speed electrolytic copper. 
Among the features claimed by the 
manufacturer are accurately swaged 
interior bore, tapered gradually to 
cone diameter, giving a perfect frame 
concentrated at most advantageous 
point; stainless steel threads; stain- 
less steel hexagon; stainless steel seat- 
ing against tip tube. Tips are avail- 
able in many thread combinations 
with end or shoulder seats, and are 
also available with female threads. 
Primary buying officials to be con- 
tacted in introducing this product are 
master mechanic, purchasing agent, 
manager, superintendent and 
maintenance superintendent. —C. H. 
Dockson Company, Detroit, Michigan 
MILL SUPPLIES, April, 1936. 
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U-W 


Quality 





demand 
wherever wire rope, steel 
products, and tackle blocks 
are used... 


Check the following 
“U-W” sales oppor- 
tunities: 


Railroads Steamship Lines 
Shipyards Mines 
Docks Utilities 


Locomotive Works 

Steel Fabricators 

Bridge Builders 

Boiler Manufacturers 

Factories 

Mills 

Every type of Contractor 

Agricultural Machinery Manufacturers 

Contractors Equipment and Road Building Machinery 
Manufacturers 


Machinery Manufacturers 
Car Builders 

Foundries 

Steel Erectors 

Snow Plow Manufacturers 
Elevator Manufacturers 


Dock, Cofferdam, Subway and Foundation Contractors 
Cane, Derrick and Shovel Manufacturers and Operators 





Wire Rope 


Alll grades and constructions — standard 
hoisting ropes; extra flexible ropes; haul- 
age ropes, elevator cables, airplane cable, 
tiller ropes, and sash cords. 


Ce ====-O 


Turnbuckles and Fittings 


Drop forged hexagonal pattern turn- 
buckles and complete line of fittings for 
wire, chain, and manila rope. 





Tackle Blocks 


“U-W" tackle blocks and 
sheaves are built for maximum 
quality and service. The liane 
is complete in all types and 
sizes for wire and manila rope. 


SEND FOR CATALOGUE 





1106 WEST 11TH ST., CLEVELAND, OHIO 
Established 1871 
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Did You Know? 


Here are answers to questions on 
page 23 


1. No. 3 is right. An “old man” 
consists of a base, upright post and 
adjustable top support bar for port- 
able drills. 


2. No. 2 is right. Toolroom men 
commonly call a file brush a “file 
back.” 


3. No. 5 is right. Speed is speci- 
fied as 9,000 s.f.p.m., although 
9,500 is allowable. Thus No. 4 
isn’t very wrong, for two miles a 
minute is only 10,480 s.f.p.m. 


4. No. lis right; Welder’s goggles 
are designed to keep light out, and 


to cut out ultra-violet and infra- | 


red rays. 


5. No. 4 is right. It uses 50 
watts of current, thus burns 50 
watt-hours, or 1/20 kw.-hr. per 
hour. 


6. No. 4 is right. They are driven 
just like ordinary nails. 











7. No. 5 is right, but we'll give | 
you half credit for No. 4, because | 


blowtorches have been used for 
boiling coffee. “Only” 2,100 deg. 
is enough for brazing, tempering, 
annealing and soldering. 


8. No. 4 is right. Alkalis attack 
aluminum paint readily. It is not 
a.“rust killer,” although it is a 
good rust preventative. Where a 
surface to be painted shows rust, 
a prime coat of red lead, blue lead, 
or basic lead chromate should be 
applied under the aluminum. 


9. No. 2 is right. Crooked cut- 
ting is almost invariably due to the 
fact that the blade has struck a 
hard spot, thus wearing the set off 
one side prematurely. If the frame 
holding the blade is badly worn, if 
it slides, or is not in line with the 


vise, the blade will not cut straight. | 


Improper tightening in the frame, 


stock not tight or square in the 


vise, too heavy feed, or worn blades 
also cause crooked cutting. 


10. No. 3 is right. A steady rest 
supports long pieces during turn- 
ing, thus reducing whip and con- 
sequent distortion. 


11. No. 1 is right. Each jaw on 
an independent chuck is adjusted 
by its own screw. It is thus slower 
to set, but more accurate, than the 
self-centering chuck. 





The Spray Gun That Combines Both 
Internal and External Atomizing Nozzles 










SAYLOR-BEALL 
Portable 
Spraying Outfits 


Saylor-Beall Manufacturing Company 


1519 East Philadelphia S*. 


Twin - Cylinder 
Outfit with 
Material Tank 


and Gun, 


Paint-up time is here! Make 
sure you get your share of the 
profits by handling a complete 
spray equipment line. Write 
today for our new catalog of 
single and twin cylinder com- 
pressors, spray guns, atomizing 
nozzles, insecticide and germi- 
cide sprays, filters, regulators, 
hose, fittings. 


Detroit, Michigan 














A Distributor recently said to us: 
“Frankly, we were losing too much 


business,” and handed us an order for 


Today’s Standard! 


The safety and security of YOUR belt hook busi- 
ness depends on whether or not you stock and feature 
Safety Belt Hooks. Because, alert dealers everywhere, 
looking for improved items, are replacing the old 
type hooks with Safety Hooks, capturing other busi- 
ness at the same time, with Safety as the ENTERING 


WEDGE. 


Safety Belt Lacer Co., Factories Building, Toledo, Ohio 
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Nelson A. Gladding 


@Nelson A. Gladding, vice-presi- 
dent and sales manager of E. C. 
Atkins and Company, Indianapolis, 
Indiana, died suddenly on March 8 
at Portland, Oregon, from a heart 
attack. 





N. A. GLADDING 


Mr. Gladding was born on July 


8, 1863 at Providence, Rhode 
Island and attended schools in 
Providence, Champaign, Illinois 


He started his 
business career as a clerk in small 
retail stores in Paxton, Illinois and 
Indianapolis. 

In 1881 Mr. Gladding was ap- 
pointed secretary to the secretary- 
treasurer of the Missouri and 
Kansas Company at 
later becoming travel- 
ing auditor for the company. In 
1883 he returned to Providence 
and for two years was connected 


and Indianapolis. 


Telephone 
Kansas City, 


112 








with Brown Brothers and Com- 
pany, mill supply dealers. 

Mr. Gladding joined E. C. At- 
kins and Company as traveling 
salesman in 1885 and in a few 
months was appointed manager of 
the Atkins branch house in Mem- 
phis, where he spent 12 years. In 
1898 he was elected secretary and 
sales manager of Atkins and in 
1901 was elected vice-president, 
which position he held until his 
death. 

Mr. Gladding also served as 
commissioner from the seventh dis- 
trict of Indiana to the Louisiana 
Purchase Exposition held at St. 
Louis, 1903-1904, was a member of 
the Inter-American High Commis- 
sion Group Committee for Panama, 
and has been prominently identi- 
fied in many civic and welfare 
movements in Indianapolis. 


Moore Elected Chairman of 
Electric Hoist Manufacturers 


@ At the nineteenth annual meet- 
ing of the Electric Hoist Manu- 
facturers Association held in Chi- 
cago on March 4, Charles A. Moore, 
chairman of the board of Man- 
ning, Maxwell and Moore, New 
York City, was elected chairman of 
the Association, succeeding C. O. 
Hedner of Yale and'Towne Manu- 
facturing Company. Shaw - Box 
Crane and Hoist Company, a mem- 
ber of this Association, is a sub- 
sidiary of Manning, Maxwell and 
Moore. 

A. S. Watson, of Detroit Hoist 
and Machine Company, was elected 
vice-chairman. 





Field sales representatives and executives of Yale and Towne Manufacturing 
Company, Philadelphia, recently attended a hoist sales conference conducted 
by the company. Those in attendance, shown above, are (standing, left to 
right), George Quayle, R. H. Irwin, J. R. Harlan, W. F. Redmond, Mark 
Miller, C. O. Hedner, H. A. White, H. F. Rose and T. F. Moriarty. Seated 
(left to right), F. A. Dewey, W. E. Clapp, S. W. Gibb, Al Connor, J. C. 
Morgan, George Sherrill, Martin Engstrom, C. H. Pearson and Fred Sintes, Jr. 
Seated (front to back), R. J. Arehart, R. P. Anderson and George Reineke. 
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It is with genuine sorrow 
that note is made herewith of 
the sudden passing away of 
N. A. Gladding, first vice- 
president and sales manager 
of the E. C. Atkins and Com- 
pany, Indianapolis, Indiana, 
in Portland, Oregon, on Sun- 
day, March 8. 

Mr. Gladding, or “Gus” as 
we all familiarly knew him, 
has been a real force in our 
industry, lending constantly 
of his services to our Asso- 
ciation as one of the found- 
ers, then as president, ad- 
visory board member, com- 
mitteeman and counsellor at 
all times, serving unstintingly 
and to good effect for our As- 
sociation and industry at 
large. 

We shall miss his wise ad- 
vice and good judgment, and 
business gatherings will miss 
his helpfulness and cheer, as 
well as his personal friend- 
ship which we all valued so 
highly, and so regretfully and 
sorrowfully lose at his un- 
timely death. 

L. M. KNOouSE, President of 
the American Supply and 
Machinery Manufactur- 
ers’ Association, Incor- 
porated. 











Clark Bros. Issues 
Jobbers’ Catalog Sheets 
@A set of ten sheets listing prod- 
ucts manufactured by Clark Bros. 
30lt Company, Milldale, Connecti- 

cut, has been issued. 
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AN INDUSTRIAL HOSE 


for every purpose 


For over 50 years, Thermoid has manufactured hose for every 
industrial purpose. Today, the line is complete, including seventy- 
five distinct types — each designed to fill the exacting require- 
ments of some specific job. Some of your customers require moulded 


hose . . . others demand wrapped hose, depending upon ihe 
requirements of their particular service. Thermoid covers the field. 


Thermoid engineers have studied hose requirements at first hand, 
working closely with the many industries which use these procucts 
for varied purposes. If extraordinary conditions on any job require 
an unusual type of hose, outline the requirements and we will 
gladly suggest the proper grade. 


THERMOID RUBBER COMPANY 
FACTORY and MAIN OFFICES, TRENTON, NEW JERSEY 


hermol 


BELTING - HOSE : PACKINGS - BRAKE LININGS 
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A few of the 75 types 
in constant demand 
» 

STEAM HOSE 
SPRAY HOSE 
AIR HOSE 
CREAMERY HOSE 
FIRE HOSE 
WELDING HOSE 
SAND BLAST HOSE 
BREWER'S HOSE 
CHEMICAL HOSE 
SUCTION HOSE 
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Profit by our experience! SELL 


CAPITAL 


RED CAP 


Brushes and Brooms 


@Almost half a century of manufacturing ex- 
perience lies behind the recognized RED CAP 
quality. In that time Indianapolis Brushes have 
won a widespread reputation for unexcelled per- 
formance and quality. And from the very start 
the Indianapolis distributor policy has been one 
of complete protection and ample sales help. 





The RED CAP line is complete—investigate 
its profit possibilities today! 


INDIANAPOLIS 


Brush & Broom Mfg. Co. 











Yo eet 
LY FROM 


Corner § 
Brush & Broom Sts. ( DISTRIBUTORS 


Established “% ervice AS 


TRIMO ALWAYS GRIPS 
NEVER FREEZES 


Only ¥/9 of an inch added flexibility 
makes this all-important 
difference 






} Indianapolis, Ind. 
1890 














[rereoooen 


You can always count on TRIMO to take a tight 
grip on a pipe and never let go until you are ready. 
But you can also depend upon TRIMO never to 
“freeze” to a pipe, forcing you to “juggle” it free for 
the back swing. 

TRIMO’S swift, sure and regular ratchet action is 
made possible by “32 of an inch added flexibility in its 
swinging frame. Just that short fractional measure- 
ment places TRIMO far ahead in wrench perform- 
ance. 

And TRIMO is made of strongest chrome molybde- 
num nickel alloy. steel — handle drop forged — not 
cast. 
buy. 


The safest, most economical wrench you can 
TRIMONT MFG. CO., INC, 
ROXBURY (BOSTON), MASS. 
THESE TRIMO PRODUCTS SAVE MONEY FOR YOU 


86 = 


—. 
—SS 
TRICROME CUTTER 
WHEELS 


Tag Always 
Identifies a 
Trimo Pipe 
Wrench. 


TRIMO CHAIN (als ) 
WRENCH 


Because of its Replaceable | TRIMO PIPE CUTTERS 
Parts and Quality Steel 
this Giant Chain Wrench 
ts Unusually Safe and 
Serviceable 


TRIMO PIPE VISE 
| Replaceable Parts, Pat- 
ented Construction to Pre- 
vent Wear. 


Thin Blade Special Analy- 
sis Steel—Silvered to Re- 
sist Rust — Identified by 
red hub. 


Trimo—Barnes and 
Saunders Type 
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NEWS 


Nicholson Appoints Wright 
Assistant Sales Manager 


@ Nicholson File Company, Provi- 
dence, Rhode Island, announces the 
appointment of H. F. Wright as 
assistant sales manager. 


— 











H. F. WRIGHT 


Mr. Wright, after completing his 
engineering education at Carnegie 
Institute of Technology and Colum- 
bia University, became an orig- 
inal partner and later general man- 
ager of Wright Manufacturing 
Company, and for many years was 
identified with the small tool in- 
dustry. 


Jenkins Holds Dinner for 
Buffalo Distributors 


@® Jenkins Bros., New York City, 
was host to representatives of Cur- 
tis Supply Company, Peerless Mill 
Supply Company, Root Neal and 
Company, J. H. Ruckel and Son, 
and Stritt and Priebe, Incorpor- 
ated, at a dinner held in Buffalo, 
New York, on Friday evening, Feb- 
ruary 21. Messrs. C. B. Yardley, 
Joseph McKenna and C. C. Cham- 
berlain represented Jenkins Bros. 

Among the guests were: George 
S. Curtis, H. Morton Curtis, George 
C. G. Reister, Fred E. Clark, Ever- 
ett Fogelsonger, all from Curtis 
Supply Company; W. L. Taylor, 
Roy Frank of Peerless Mill Supply 
Company; R. L. Hollowood, Wil- 
liam J. Barnes, Alfred Hunt, Sam- 
uel Root Neal, G. H. Knowlton, W. 
A. Corse, H. M. Pritchard, T. H. 
Hubbart, W. Wright, and Thomas 
J. Babe, of Root Neal and Com- 
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pany; O. R. Kemp, Wilford Brow- | 


ner, and R. J. Dellwardt, all from 
Stritt and Priebe, Incorporated, and 
Frank G. Eibl, E. J. Gross, Elmer 


A. Repp, Joseph Jankowiak, Emil | 


G. Gross and Charles B. Taylor of 
J. H. Ruckel and Son. 


Catalog on Screw Drivers 
and Wood Boring Tools 


@®The Irwin Auger Bit Company, 
Wilmington, Ohio, has _ published 
‘atalog Number 36, covering Irwin 
and Bluwin auger bits and screw 
drivers. The catalog shows six 
lines of auger bits and augers, and 
part of a complete line of screw 
drivers now in production. 

Each item is illustrated with 
photographs and descriptive data. 


Specifications and price-lists are | 


also contained in the book. 


Disston Distributes 
Production Manuals 


@ A series of Disston metal cutting 
product manuals has been made 
available to the trade by Henry 
Disston and Sons, Incorporated, 424 
Tacony, Philadelphia. They com- 
prise of a 6-page manual on metal 
cutting branch saws; a 4-page 
manual on hack saw blades; a 12- 





Friends of J. T. Moore, manager of 
Quaker City Rubber Company’s ac- 
tivities on the coast, will be glad to 


learn that it has been reported he | 


has taken to the air and made a 
flying trip to Philadelphia. Here he 
is caught in action with F. H. Barth, 
assistant sales manager (center) and 
R. S. Wharton (right), sales manager 
for the company. Mr. Moore brought 
with him the shirt sleeve California 
way. 





COLUMBIAN 


Machinists’ VISES 


are Unbreakablo—made of Malleable Iron 


en Aone be SIEEL 
——= 





Stee. <n 


FORGED FROM 
HAN! mi STOCK 






- HARDENED 
STEEL BEARING 
w HER 


Exclusive built-in features insure the Strength, Accuracy and Durability re- 
quired in good vises. 








when you sell 


DART UNIONS 


Sales expense is Jess for Darts because of their national name for 
dependable service—and because of Dart’s national advertising in business 
papers, which reaches your prospects month after month. Sales are con- 
tinually being set up for you. Tie in—and knock them over! 








And because Dart Unions are higher in quality, worth more—and there- 
fore higher priced—they pay you higher profits. Check these items against 
each other—more profits, less sales expense—and let your business judg- 
ment decide which line of pipe unions, flanges and fittings is the one you 
ought to handle. 





There’s only one answer. ‘Tell your sales force to “go down the line 
with Dart”! 





E. M. DART MFG. CO., PROVIDENCE, R. lI. 











Sales Agents: The Fairbanks Com Canadian Factory: Dart Union 
pany, New York, and all branches Company, Ltd., Toronto, Canada 
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Use these points 
to make sales. 








& ) THE CHARLES PARKER CO. 


MERIDEN, CONN., U. S. A. 


screw. 


THE 
POINTS OF 


PREFERENCE 


. Renewable Tool Steel 
Jaws. 

. A Swivel 

strength 

back Jaw. 

Solid Steel Bar Slide 

Strengthener 

rior series). 

. Improved Saddle and 
solid underportion. 

. Handle that stays put. 


the 
solid 


with 
of a 


(Supe- 


. Castings of Parkco 
Metal. 
. Extra strong nut and 

























for an increasing number of distributors. 





Watson-Stillman Fittings are well made. 
products, from rough forging to finished fittings, as proved by 
their satisfactory performance in service. 


FORGED STEEL 
-FITTINGS > 


The Watson-Stillman line of Forged Steel Fittings, backed by the 
liberal Watson-Stillman sales policy, is proving a profit builder 


They are quality 


Investigate the Watson-Stillman line 





THE WATSON-STILLMAN CO. 


100 ALDENE ROAD, ROSELLE, N. J. 
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page manual on inserted tooth 
metal cutting saws; a 12-page 
manual on files; an 8-page manual 
on solid tooth circular metal cut- 
ting saws, and a 16-page manual 
on Carboloy products. 

These manuals are _ hand-book 
size and punched so that they can 
be inserted in a loose-leaf book. 

The manufacturer states that the 
manuals are of especial value to 
the machinery and metal working 
fields and may be obtained by 
writing the company direct. 





Distributors Take on 

Victor Fan Line 
@ Victor Electric Products, Incor- 
porated, Cincinnati, Ohio,  an- 
nounces that the following distrib- 
utors have taken on its line of Vic- 
tor fans: Young and Vann Supply 
Company, Birmingham, Alabama; 
J. M. Tull Metal and Supply Com- 
pany, Atlanta, Georgia; Seward 
and Company, Bloomington, Indi- 
ana; Schlatter Hardware Company, 
Fort Wayne, Indiana; Central Rub- 
ber and Supply Company, Indian- 
apolis; Baker Specialty and Supply 
Company, Logansport, Indiana; 
Lewis Supply Company, Memphis, 
Tennessee; San Antonio Machine 
and Supply Company, Corpus Chris- 
tie, Texas; Wessendorf, Nelms and 
Compant, Houston, Texas; Logan 
Hardware and Supply Company, 
Logan and Huntington, West Vir- 
ginia; Hardware Supply Company, 
Terre Haute, Indiana; Kentucky 
Mine Supply Company, Harlan, 
Kentucky; Louisville Mill Supply 
Company, Louisville, Kentucky; 
Call Brothers Hardware Company, 
Pikeville, Kentucky, and Marine 
Specialty and Mill Supply Com- 
pany, New Orleans. 


New Catalog on Pyott Gears 


| ®@Catalog Number G-201 covering 


Pyott cut gears has been issued by 
Pyott Foundry and Machine Com- 
pany, 308 North Sangamon Street, 
Chicago. The book contains dimen- 
sions and price lists on cast iron 
and steel spur gears; cut spur 
gears; rawhide spur gears; bake- 
lite spur gears; fabroil spur gears; 
bevel and mitre gears; cut bevel 
gears and cut mitre gears. 
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American Institute 


Elects Officers 


@®At a meeting of the board of 
directors of The American In- 
stitute of Fair Competition, Incor- 


porated, on March 16, the follow- | 


ing officers were elected: R. F. 
Ohmer, president; G. H. Ohmer, 
vice-president and treasurer, and 
K. B. Spurrier, secretary. 


Manufacturers Exhibit at 
Purchasing Agents’ Show 


@®At the annual exhibit of indus- 
trial products and office equipment 
sponsored by the Philadelphia Pur- 
chasing Agents’ Association held 





recently in Philadelphia, Chas. A. 


Schieren Company, New York City, 





had an informative exhibit showing | 
Schieren products and their meth- | 


od of manufacture. 


Shown above | 


are Fred Stannard, Schieren’s | 
Philadelphia manager; George 
Wirth of Rochester Telephone 


Company, and Carl Schieren. 





Another interesting exhibit was 
that of The Keasbey and Mattison 


Company, which demonstrated dif- 


ferences in heat losses between bare | 


piping and piping properly 
lated. 
graph are (standing) Frank Crow, 


insu- | 
In the accompanying photo- | 
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NEASOLAD) ISAS 


OFFER DISTRIBUTORS 


Threading tools of DEPENDABLE 
performance for which there is an 
outstanding customer preference. 
This consumer preference has built 
and continues to build profitable 
and repeat business for distributors 
handling the WINTER BROTHERS 

















line. Why not write for full par- 
ticulars? 
neneenn TER BROT —n 
fa a, WIN eany ERS —— 
WRENTHAM, MASS. 


TAP AND DIE DIVISION 


THE NATIONAL TWIST DRILL & TOOL COMPANY, DETROIT, MICH. 











NO WONDER « « « DISTRIBUTORS 
BUILD SALES WITH MAUREY 


UNIVERSAL STEEL V- PULLEYS 


The superior qualities of Maurey Steel V-Pulleys are easily 
recognized upon inspection. It is seldom necessary to prove 
their ability to deliver the long satisfactory service with which 
they have become identified. Their features are so outstand- 
ing that they become self-evident upon even the most casual 
inspection. Sales are easily made. 





Because of their heavy solid steel or malleable iron hubs, 
Maurey Pulleys run true under all conditions of service. 
The heavy rolled edges and special welded construction are 
an assurance of extra strength beyond the usual capacity of 
pulleys of comparable size and type. 





The MAUREY 


Features like these help build profitable sales volume. Variable Pitch Di- 
ameter Pulley for use 


Maurey Pulleys are sold through selected mill supply houses, ” 
. : with “A or ‘B"’ 


each operating with full protection. Small stock require- sie, Geo eas 
ments and fast service make this a desirable and profitable tion of as much as 
line to handle. 30% in speed, when 
used with any fixed 
diameter pulley. Spe- 
cially adapted for use 
with air conditioning 


MAUREY a 
MANUFACTURING CORP. 


Investigate now for bigger and more profitable sales. 














2907-15 SO. WABASH AVE., CHICAGO, ILL. 
WORLD'S LARGEST MANUFACTURERS OF 
SINGLE GROOVE STEEL V-PULLEYS 
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POWER 


for the user 


PROFITS 


for the seller 


These twofold results are 
being achieved wherever 
ADVANCE car moving tools 
are sold and used. 























® Wherever cars are moved about on 
sidings, Advance Car Movers are 
demonstrating their outstanding power 
and ease of handling. Distributors who 
recommend these tools win epprecia- 
tive customers. Advance products are | 
sold entirely through distributors— 
under a policy offering clean-cut pro- 
tection and attractive profit margins. 
Let us furnish you with complete details. 




























POWER BOY 


It eliminates lost motion 
and permits speedy 
operation 







POWER KING 


Built to move the heavi- 

est loads with ease. It 

is all-steel, with unusual 
resistance to wear 





The ADVANCE CAR 


MOVER CO., Inc. 


Appleton, Wisconsin | 
CANADIAN ADVANCE CAR MOVER CO., 


WELLAND, ONTARIO, CANADA 
NER AT RG 


118 





| (seated) 


| delphia. 








William Deckman and H. F. Miller; | 


K. M. Eden and A. E. 
Whitfield. 

The Hewitt Rubber Corporation 
exhibit in the Ford and Kendig 


Company’s booth also commanded 


| a good deal of interest, and shown 


are John Cooney of Ford and Ken- | 


dig, D. W. Allen, a purchasing 


agent and Ed Higginbotham, Phila- 


delphia district manager for Hew- 
itt Rubber Corporation. 


Circular on Barrett 


*““Red Head” Lift-Trucks 


@The Barrett-Cravens Company, 


| Chicago, has recently brought out 
| a 4-page circular, known as Bul- 


letin Number 112, on Barrett “Red 
Head” Lift-trucks. 
printed 
black. 


in two colors, 


in various industries, 


The circular is | 
red and | 
The first page shows pic- | 
tures of Barrett lift-trucks in use | 
while the | 


back page illustrates various Bar- | 


rett-Cravens products. 


illustrations and_ specifica- 
tions of the two models of Barrett 
“Red Junior” light duty lift-trucks. 


Geare of Gilmer Company 
Visits Pacific Coast 
@A 10,000 mile trip to the Pacific 
Coast has just been completed by 
R. E. S. Geare, vice-president in 


The inside | 
| two pages are given over to descrip- 
| tions, 


| 


charge of sales and engineering of | 


the L. H. Gilmer Company, Phila- 
The trip covered eighteen 
states and Canada, requiring five 
weeks. B. A. Keiley, president of 
the R. & J. Dick Company, Passaic, 
New Jersey, was with Mr. Geare 


| on part of the journey. 


Sales meetings were held by Mr. 
Geare in Dallas, Texas; Houston, 
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UF KIN 


LN od te no) 
PRECISION TOOLS 





echanics 


are buying 
[UFKIN 


} 














No. 513 
Micrometer 


“Fd 


er ~*~ 
elescoping 
Gage 


Investigate this growing 
demand for better tools 


The many exclusive features 
and improvements in 7A 
TOOLS are immediately recog- 
nized by all good mechanics. 


YO U eee 

should have in stock these 
[UFKIN Tools mechanics 
are talking about. 


THE JUFKIN RULE [0 


SAGINAW. MICHIGAN. U.S.A. 


NEW, YORK 


Lafayette ot 


(GF Tat-toll-) all at- Yon: 


WINDSOR, ONTARIO 





i 
| 
| 


Depth Gage | 


i 
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NEW» »» 
»» DIFFERENT » » 


FAST SELLING 
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IMPERIAL 
FLEXIBLE TUBING 
and COUPLINGS 


HERE is something entirely new. A gas, 
oil, grease, and vacuum tight tubing 
suitable for replacing copper lines, THAT 
IS ENTIRELY FLEXIBLE. It provides the 
ideal solution to breakage problems created 
by today’s high engine speeds and flexible 
— mountings. 

his flexible tubing is an exclusive Imperial 
development. It is constructed with a brass 
metal inner core fused to a compound covering, 
with a braided fabric on the outside to resist 
oil. It is proof against heat, cold, and vibra- 
tion, and won't kink or swell shut. The ideal 


tubing for dependable service on cars, trucks, 
buses, tractors, and lubricating systems of all 
kinds. 

Distributors buy this tubing in coils from 
which any length desired can be cut and as- 
sembled by means of special couplings. 


Easy to Assemble: 





Attaching Coupling to Flexible Tubing 


Tubing is cut to length required and passed 
through nut “‘A’’ and compressible sleeve “B.’ 
Small grommet ‘‘D’ is placed in end of tubing 
and the a pushed into body “‘C”’ = = = 


4t will go. Nut “A” and Body “C” 

yo a ‘tightened. Result; A tight, g ot 
Already distributors’ sales records 

are proving the profitableness of this 

item. We'll be glad to send you sam- 

ples and full information regarding the 

excellent distributor terms under which 








it is sold 
& 
OTHER IMPERIAL 
PRODUCTS 












Brass hy me Air Nozzies Flaring Tools 

Welding Equipt Paint Spray Sette Faucets 

Welding Rod Equipt. Copper Tubing 
Tube Cutters 





IMPERIAL BRASS 
MANUFACTURING CO. 





Avenue 


511 S. Racine 





oe. ie ee ae, 









NEWS|] 


Los 
Angeles, San Francisco; Portland 
and Seattle offices. On the return 
trip Mr. Geare held a sales meet- 
ing at Minneapolis, with the sales- 
men and customers of the W. S.. 
Nott Company. 

Mr. Geare reported that business | 
seems definitely to be on the “up” 
out West, as there is a great deal | 





Texas; San Antonio, Texas; 





of activity and plenty of prospec- 
| tiv e work in sight. He also stated 
|that he looks for greatly increased | 
business from the West Coast 
| within the next few months. 


| General Refractories 
Appoints Boston Distributor 


@General Refractories Company, 
Philadelphia, announces the ap- 
pointment of Braman, Dow and 


| Company, Boston, as distributor in 
| the Boston area. The company will 
|carry a complete stock of refrac- 
| tories, both brick and cements. 


| Booklet on Channel Valves 
x) Ingersoll-Rand Company, 11 

| Broadway, New York City, has just | 
| published an effective 8-page book- 
|let covering channel valves recently 
| developed by the company. The | 
|book contains sectional views of | 
this type valve, and full descriptive | 
matter. A feature of the book is| 
an insert showing the channel valve 


and third pages being of heavy 
cellophane showing how to remove 
springs and channels, and the last 
| page being the channel valve seat. 








Three Starrett men attending a con- 
vention of the Automotive Industries 
recently were D. Findlay, A. H. Star- 
rett and William Greene. 
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assembly, the first page of which is | 
a bottom view of stop plate, second | 


IMPERIAL 


tube-working 
tools mean 


BUSINESS! 


The selling points below—on 
items which are just a few of the 


IMPERIAL Line—tell why: 
THIS TUBE CUTTER 


Sells easily because it makes quick, 
clean, right-angle cuts through copper, 
brass, block-tin, and aluminum tubing, 


leaves no burrs or chips to clog the line, 
and the tube does not get out of round. 





No. 94-F for 3/16” to 3/4" O.D.$2.25 
No. 104-F for 3/16’ to1’’O.D. . $3.50 
(above prices list). 


THE IMPERIAL FLARING TOOL 
Eliminates cracks and splits in flaring 


tubing. An entire flaring operation takes 
less than 30 seconds. 






Save your cus- 
tomers time and 
money! 


No. 93-F for 3/16”, 1/4”, 

5/16", 3/8", 7/16", ene 
1/2” tubing . . $3.00 list 

No. 95-F for 1/4”, 5/16”, 

3/8”, 1/2”, and 5/8” tub- 
ing 3 $4.00 list 

cme! (11 (11 

vy, 


Y 
THE IMPERIAL 
TUBE BENDER 

Bends tubes without collapsing 
them. It is a special spring wire 
coil for working copper and brass 
tubing of 1/4 to 5/8 in. O.D. 
Cadmium plating prevents rusting; 
belled end assures easy removal of 
tube. 
No. 101-F-—-Set of six Benders 


$2.10 per set list. No. 102-F, for 
sizes 1/4’ to 5/8’’— $0.25 to 
$0.50 list. 





REMEMBER: Imperial offers you qual- 
ity, completeness, protection, coopera- 
tion —and profits! 


IMPERIAL BRASS 
MANUFACTURING CO. 








511 S. Racine Avenue 


CMa C A SS 











QUALITY! 


that sums up in one word « 


VINCENT- 
HUNTINGTON 


Grinding Wheel Dresser Cut- 


ters make money for you 


ae 


OR twenty-six 

years our company 
has been one of the 
foremost commercial 
heat-treating firms in 
the country — one 
reason behind VIN- 
CENT-HUNTING- 
TON quality. Our 
Grinding Wheel 
Dresser Cutters are 
milled — not stamped 
— and the ‘Vincent 
Process’’ of heat treat- 
ing insures long life. 


Many great indus- 
trial plants specify 
VINCENT-HUNT- 
INGTON because ex- 
perience has shown 
their economy. Thus 


VINCENT- HUNT. 
INGTON dresser cut- 
ters sell faster because 
they cut better and 
last longer. 


We also make VIN- 
CENT “AA"  High- 
Speed Tool Bits — a profit- 
able item 


Write for our catalog 
Sheets — you should know 
all about our line! 


The 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 














“Beaver Jack” Gougler, pipe thread- 


ing tool expert of Beaver Pipe 
Tools, Incorporated, caught in ac- 
| tion at a recent industrial show, 


giving a sales talk to a young lady. 
Evidently he became too technical 
because the young lady called a 
friend to do some interpreting. 


Catalog on Anti-Friction 
Bearing Units 


® Catalog Number 1520 containing 
40 illustrated pages, has been pub- 
lished by Link-Belt Company, 


available in 
block, hanger, 
plex and special mounting. 
distinct types of bearing units are 
covered, known as Series 100, 400, 
500, 600 and 900. 


streamlined pillow 


Chi- | 
cago, on anti-friction bearing units | 





takeup, flanged, du- 
Five | 


The book is said to be the first | 


covering the complete Link-Belt an- 
ti-friction bearing line. 


Power Conference at 
oe in April 

@On April 20, 21, 22 and 23, the 
Midwest Power Engineering and 
Conference and the Midwest Power 
Exposition will be held at the 
Palmer House. A total of twelve 
conference will be held, 
and the sessions and the chairmen 
already selected are: 

“Power Economics,” 
ter, president, American Engineer- 
ing Council; “Power Plant Build- 
ings and Dams,” Daniel W. Mead, 
Madison, Wisconsin; “Electrical 
Problems,” by the American In- 
stitute of Electrical Engineers; 
“Diesel and Internal Combustion 
Engine Power”; “Refrigeration,” 
L. S. Morse; “Fuels” and “Classi- 
fication of Coals by Use Value”; 
“Power Piping and Welding,” E. P. 


sessions 


A. A. Pot- 
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LOWER COSTS 


are made possible by the use of 
Gardiner Flux-Filled Solder. Its 
uniform high quality and perfect 
flux save time and material. En- 
ables both expert mechanics and 
inexperienced help to do faster 
and better 


work. 


Made in 
both acid 
and rosin- 
core in va- 
rious alloys 
,and in 
| gauges as 
a.) small as 





1/32 of an 
Available in 1,5 and itch. 
20-1b. spools. 
Due to 


modern methods and volume pro- 
duction Gardiner Solder costs less 
than even ordinary solders. 


We also make solid wire, and bar 
solder and babbitts. 











S 7. 
ra lardiner = 
eS Sic. co Fee 
4833 So. Campbell Ave., 


(4 Y 
Chicago, Ill. 





What Directory 
Users Say! 


@ “It is put to work every day.” 


“The Directory will be 


used frequently.” 


Issue 


- expect to refer to it fre- 
quently.” 


” 


“Send us another copy! 


“Should be on the desk of every 
mill supply purchasing agent.” 


@ The above are only a few of the 
many comments we are receiving 
from mill supply men on the 


MILL SUPPLIES Directory. 


@ More than 300 advertisers are 
featuring product information in 
the Directory issue. 


@ Keep this book within easy reach! 
You will want it hundreds of 
times during the coming year. 


* MILL SUPPLIES * 


The only magazine published for 
distributors and their salesmen 


330 West 42nd Street 
NEW YORK, N. Y. 























| 
N > W S | A GOOD MARKET becomes Better 


tich of Neiler, Rich and Company; 


“Engineering Economics in the | when you sell Recognized Quality 


National Power Picture,” 


Fowle, president of the Western DESMOND GRINDING WHEEL Improved business means that 
Society of Engineers; “Power | DRESSERS ond CUTTERS most industrial plants in your 


Plant Technics,” A. D. Bailey, chief territory need dressers, cutters, 
Engineer, Commonwealth Edison and vises NOW! And the 
Company; “Fuel Utilization,” E. H. recognized quality of the Des- 
Tenney; “Power Transmission to vali me i —. jet 
Manners, nll - rts nel Nos. 0, 1 and 2. Desmond-Huntington Dressers with push this line you are assured of 
dent, Dodge Manufacturing Com- long wearing bearings and cutters. making both profits and friends 
pany and “Fuel Economy and Con- 


trols,”’ Paul Doty. | Buyers know they can 


100,000 square feet of space will depend on Desmond- SIMPLEX STEEL 


Stephan dressers and cut- 





be devoted to the interests and sone Ses meee ee OS = SLIDE VISES 
products of the nation’s leading | years this has been the only It is important to note 
complete line of wheel _ that the solid steel slide 


machinery manufacturers, as well 


truing tools. is found only on Sim- 
as educational displays of various 


plex Vises. Customers 
will recognize the extra 


























types. strength and service- 
Send for these ability which this exclu- 
| eee : : i sive feature provides. 
Massac husetts Purchasing ge Sales SR ee a 
Agents Sponsor Industrial elps 
Show ®@ Desmond Dresser 
a Simplex Vise 
@On March 5, 6 and 7, the Pur- | atalogs. 
, , 
chasing Agents Association of | Snes Sosa fe The DESMOND-STEPHAN MFG. CO. 
Western Massachusetts, Incorpo- @Uip-to-dete price URBANA, OHIO 
rated, sponsored an industrial ex- lists. 
hibition, held in the Municipal 








Auditorium, Springfield, Massa- | — 
chusetts. | 

There were 96 exhibitors cover- | pr | 
ing all types of industrial products. 
The following distributors in | 
Springfield and Holyoke had booths 


" 

; 5 : b 

at this show: Charles C. Lewis | A Sli . 
Company; Stacy Supply Company; Tots 


Carlisle Hardware Company; Riel 


' 
> 
+) 






OND encourages customers to 
buy their truck casters from Dis- 
tributors. Doing business in this 
way, Bond pays double dividends to 
Distributors. First, there’s a fair 
slice of profit in every sale of Bond 
Truck Casters. And in addition. 
there’s an indirect benefit——you're 
building good will on the part of 
satisfied customers every time you 
sell a Bond Caster. Write today for 35-4 Series 
complete information. Bond Caster 





N. B. Barkley, Frank Hill and V. B. 


= . <f + * cpp ‘ Ly ae 4 
Nickerson, all of Greene, Tweed and 
Company, New York City, snapped BOND FOUNDRY & MACHINE COMPANY 
informally by Frank Hill’s boy. A | MANHEIM, tanc. co., PENNA 
“threesome” to be proud of, we'd PHILA. OFFICE: 617 ARCH ST N. Y. C. OFFICE: 30 CHURCH ST 





say! 
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GRINDERS & 


MADE BY BALDOR 


Ruggedly Built 


For Heavy Duty 





ADD IT TO YOUR PRESENT LINE 
6" BENCH GRINDER. Heavy duty, ball bear- 
ing. ¥, H.P. Baldor capacitor motor—3450 R.P.M. 
Protected against burn out. Dust sealed ball bear- 
ings. Cast iron guards and adjustable tool rests. 


6 inch by 1 inch $35.00 


One year guarantee 
DISTRIBUTORS—Our sales policy protects you. Write 


fer Bulletins and Liberal Discounts on Handy Bench and 
Pedestal Grinders and Buffers. 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave. St. Louis, Mo. 


Ftandy, campers 


wheels. 








Lonergan 





LONERGAN 
service and coopera- 
tion are an active 
force, creating sales for 
distributors. The repu- 
tation of Lonergan 
steam specialties, and 
the prompt, careful at- 
tention given to every 
order win and keep 
customers. 


Pressure Gauge 
Model “‘BOE’’ 


Lonergan products insure satisfied users and 
lead to a steady flow of repeat orders. 


Back of the name ‘‘Lonergan"’ is more than a 
half a century of manufacturing experience in 
the steam specialty field. 


ik. &. 








300 


Specialties 
or 
Power Plants 


Standard 
since 1872 


@ Have you our latest 
catalogue in your file? 


J. E. LONERGAN CO. 


Phila., Pa 





213 Race St 





Management, sales, production and 
service are represented in this group 
from Skilsaw, Incorporated, Chicago. | | 
Left to right: W. A. Mihelich, serv- 


ice manager; E. W. Ristau, sales 
manager; B. J. Sullivan, vice-presi- 
dent, and L. A. Parker, plant super- 
intendent. 


Hardware and Mill Supply; W. J. 
Foss Company, and J. Russell and 
Company. 

Factory men were also in at- 
tendance at the Show in order to 
explain the lines to the people in 
attendance. 

Among the manufacturers who 
had booths at this show were: The 
Allen Manufacturing Company; 
American Screw Company; Bethle- 


| hem. Steel Company; The Billings | 
| and Spencer Company; Brown and 
| Sharpe Manufacturing Company; 


Chase Brass and Copper Company ; 
Gilmer Company; 
Brothers Company 
Kalon Corporation. 


Hansen of Harnischfeger Ad- | 


dresses Milwaukee S.A.E. 
Meeting 


@®k. L. Hansen, consulting en- 
gineer for the Harnischfeger Cor- 
poration, Milwaukee, addressed the 
meeting of the Milwaukee Section 
of the Society of Automotive En- 
gineers on March 2. 

Mr. Hansen’s talk was 
to new trends in the application of 
welding in the heavy machinery 
and automobile industries, and was 
illustrated with slides. In addi- 
tion to Mr. Hansen’s many practical 
suggestions on welding technique, he 
discussed the improvements in weld- 
ing equipment and recent develop- 
ments in the use of the arc welder 
as a low-cost production tool. 
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Heller 
and Parker- 


devoted | 


PRODUCTS 


a 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

* ¢ @ 


Globe Woven Products are 
so'd thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


Globe Woven Belting Colne 


BUFFALO ‘~NEW YORK 





from one source 


Cap Screws @ Machine Screws @ Lag 
Screws @ Thumb Screws e Knurled 
Screws @ Set Screws e@ Machine 
Bolts e Carriage Bolts e U. S. S Nuts e 
S. A. E. Nuts e Machine Screw Nuts 
e Cap Nuts e Knurled Nuts e Wing 
Nuts 








in BRASS 
BRONZE 
COPPER 
MONEL 
EVERDUR 
STAINLESS 








Threaded Rod e Lock Washers e Fin- 
ishing Washers @ Cotter Pins @ Taper 
Pins @ Rivets @ Studs 


GOOD MARGIN e FAST SERVICE 
COMPLETE STOCKS 


Write for catalog and details. 


The H. M. HARPER CO. 


2622 Fletcher St. © CHICAGO, ILL. 











ad 
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- customer is interested 
in reducing operating costs. He 
will be glad to know of the savings 
he can effect with... 


DAGGETT 


ball-bearing 


LOOSE PULLEYS 





These pulleys open doors to the 
profitable pulley replacement mar- 
ket. Let us give you details. ... 


CHICAGO PULLEY & SHAFTING CO. 
19 No. Desplaines St. CHICAGO, ILL. 








CHICAGO EYE SHIELD CO. 


Here is the one source of supply for 
industrial head and eye 
safety equipment 


RESPIRATORS 


Cesco's line of respirators and dust masks are 
judged by the service they render and the 
demand upon jobbers to supply their custom- 
ers. They are selling! 





75 TYPES OF GOGGLES 
SANDBLAST MASKS 
WELDING HELMETS 

HAND SHIELDS 


Salesmen’s catalog sheets, prices and dis- 
counts can be secured by writing Chicago 
Eye Shield Company, 2329 Warren Bivd., 
Chicago, Ill. 


PPB BBP PPP PPP PPP PP PPP PPI 


INEWS | 


| Goulds Issues Industrial | 
| Pump Catalog 


| ®@ An 118-page catalog on industrial 
pumps has been published by 
| Goulds Pumps, Incorporated, Sen- | 
|eca Falls, New York, covering cen- 
trifugal pumps, sump pumps, cellar | 
| drainers, condensation outfits, pis- | 
;ton pumps, rotary and diaphragm 
/pumps and foot valves. Illustra- | 
tions and descriptive data, together 
with horsepower and R.P.M. rat- | 
| ings, are also included in the book. 


Bunting Brass Issues 
New Catalogs 


@New catalogs of standardized 
| bearings and bearing metals issued 
|by The Bunting Brass and Bronze 
| Company of Toledo, Ohio, cover 
| practically all equipment and re- | 
| placement requirements in the gen- 
|eral mechanical and electric motor | 
| fields. Hundreds of sizes of com- 
|pletely machined and __ finished | 
| bronze bearings constantly carried | 
'in stock are shown in dimensions | 
from 2 inch by @ inch by 14 inch) 
| to 4 inches by 44 inches by 7 inches. | 

Electrical motor bearings made | 
'to manufacturer’s specifications for | 
|all motors from 1/40 horse-power | 
|to 60 horse-power are also listed, | 
|as well as 121 stock sizes of Bunt- | 
ing Bronze 13-inch machined and | 


| centered bronze bars. 
| 
| 
| 





| 


| Miles W. O’Brien 


|@ Miles W. O’Brien, president of | 
| the South Bend Lathe Works, South 
| Bend, Indiana, died Friday, March 
|20, in West Palm Beach, Florida, 











|W. F. “Bill” Redmond, Yale and | 
| Towne’s New York district repre- 
sentative, manipulating loads sus- | 
| pended on Pul-Lift hoists, which are | 


| manufactured by Yale and Towne. | 
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the blade 
that HOLDS 
the trade 


Sell MARVEL High- 
Speed-Edge Hack Saw 
Blades—the blade that 
is DIFFERENT—and 
you can be assured of 
steady repeating cus- 
tomers that competi- 
tion cannot take away 
from you, because: 

1. No other hack saw 
blade can be both 
high speed and po- 
sitively unbreakable. 

2. No other blade can 
have a genuine 18% 
tungsten high speed 
steel cutting edge 
welded to a tough, 
non-breakable alloy 
steel back or body. 

3. No other blade can 
be safely operated 
at such high ten- 
sions and such high 
feed pressures—to 
cut faster, to cut 
straighter, to last 
longer. 

MARVEL distributors 

need not be concerned 

with competition. They 
have far more to sell, 
and the assurance that 
they will themselves 
harvest the benefits of 

ALL their own mis- 

sionary sales work. 





Tough Alloy 
Steel Body 





Write for 
Catalog 


Genuine 18% Tungsten 
High Speed Stee! 
Cutting Edge 


Patented Electric 
Weld 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
353 N. Francisco Ave., 
Chicago, U. S. A. 
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SHERMAN 





HOSE CLAMPS 


Heavy Wrought Brass— 
Can Never Rust 
The World's Standard 


Brass is the only proper material 
for Hose Clamps. Genuine Sher- 
man Hose Clamps are made of 
wrought brass and no other ma- 
terial. They are rust-proof clear 
through. 

The usefulness of hose depends 
upon the efficiency of the clamp 
The price of any clamp is too in- 
significant compared with the cost 
of the hose itself to permit the 
use of any but the best clamp 
procurable 


H. B. SHERMAN MFG. CO. 


Battle Creek Michigan 
“THERE IS A SHERMAN CLAMP 
FOR EVERY PURPOSE" 


























PREFERRED! 


\ 


\ EAGLE 


Improved Hydraulic 
Pump Oilers 


Eagle's complete 
of oilers contains no 
item more popular than 
the improved hydraulic 
pump oiler Preferred 
\ n plants where service 
ind durability are es 
\ sential The precisiot 
pump in this oiler will 
deliver under perfect 
control 1 drop or i 
full stream of any oil 
that will flow Oilers have seamless 
lrawn steel bodies double seamed bot 
toms——detachable welded steel spouts 
upright or 50 ingle COPPERED 
finish Distributors, write us for con 
plete details and sample 


line 








EAGLE 
MANUFACTURING CO. 
WELLSBURG W. VA. 
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T. Wickman (left) and H. M. Harper 
of the H. M. Harper Company, in 
front of the door of their new build- 
ing which is an addition to the older 
plant at 2622 Fletcher Avenue, Chi- 
cago. The new plant will add greatly 
to the facilities of the company for 


manufacturing its line 
bronze, monel “Everdur,” copper and 
stainless steel, bolts, nuts and screws. 


where he had been since January. 
Following a second heart attack, he 
had been taken from his winter 
home at Del-Ray Beach to the Palm 
Beach Hospital. 

Mr. O’Brien, who was 64 years 
of age, was born in County Cork, 
Ireland. With his twin 
John, he established the South Bend 
| Lathe Works in 1906. 


Special Lengths of 
Steel Belt Lacing 


@ Flexible Steel Lacing Company, 
1607 Lexington Street, Chicago, 
announces that Alligator steel belt 
lacing is now being manufactured 
in special lengths. The nine larger 
sizes from numbers 15 to 75 are 
listed in lengths from 14 inches to 
96 inches. The lacing is packed 
carefully, complete with hinge pins 
and handle gauge pin. 


Schumacker to Represent 
Manufacturers in Cleve- 
land Territory 


@®George P. Schumacker, for the 
last fifteen years associated with 
The Worthington Pump and Ma- 
chinery Corporation, has_ estab- 
lished an office in Cleveland, Ohio, 
at 1120 Chester Avenue, as a man- 
ufacturers’ agent. Mr. Schu- 
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Every VICTOR 
CIRCULATING FAN 


Guerin 


FULL 


REVOLVING 


| BREEZE-SPREADER 


of brass, | 


brother, | 








“The Finest 


NEW OVERHEAD PRINCIPLE CUTS 
COMMERCIAL COOLING COSTS 
NO DRAFTS ... NO BLASTS 


Sree! 


NEW 1936 CATALOG 


a 
VICTOR ELECTRIC PRODUCTS, INC. 
723 Reading Road, Cincinnati, Ohio 


Fans Ever Built” 





1905 (StranbD 1936 








QUALITY 
FLEXIBLE SHAFTS 


MACHINES 
NEW Vertical Type 


In addition to the 
many sizes and types 
of machines we build 
we have brought out a 
very popular machine 
with three speeds of 
the vertical type 1/6- 
14-14 H.P. combina- 
tion of speeds of 1700- 
3000-5200 and 3400 - 
6000-10,400 R.P.M. The 
die makers will find 
these machines very 
convenient, through 
the suspension feature 
leaving more working space on the 
bench and still obtaining the 
change speeds necessary in their 
line of work. 


N. A. STRAND & CO. 


5001 No. Lincoln St. CHICAGO 








Or 
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This Safety Clamp is 
a profitable item 


¢ Never Slip Safety Clamps can be 
sold wherever boiler plate is handled. 


Plant men immediately see their 
advantage — old-fashioned chains or 
hooks have a tendency to slip, but 
these clamps insure perfect safety to 
men and materials, and make it pos- 
sible to carry work over the heads 
of workmen without hazard. 

¢ With Never Slip, no time is lost 
in adjusting the hold or forming a 
balance. 


¢ They are made for horizontal and 
vertical lifting, and are easily attached 


and removed. 

* Let us show you the profit possi- 

bilities in this fast-moving item. 
Write for details 


Never Slip Safety Clamp Co. 


P. O. Box 448 


Grand Central Annex, New York City 











DISTRIBUTORS 


DO YOU WANT _ jg 
TO MAKE J 
MORE 
MONEY 







AIR FINISHING 
EQUIPMENT 
WHICH INCLUDES 


Air & Fluid Hose 
Air & Flaid Valves 


Airbrushes 
Airpainting Units 
Airdusters 
Sprayers 
Pressure 
Tanks 
Stripers 
Air 
Regulators 
Swivel Couplings 
Ventilating Units 
Water & Oil Separators 






Everything for 
AIRFINISHING Plus 


Feaschs Hirbuush be 


1902 Diversey Parkway 


Chicago 
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WN 
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macker will represent the following 
companies: The 
Company, Incorporated; The Penn- 


sylvania Pump and Compressor 
Company; Quincy Compressor 
Company; The National Steam 


Cooling Tower | 


Pump Company; The Stets Com- | 


pany; The V. D. Anderson Com- | 
pany; The Williams Valve Com- 
pany; The Sea-Ro Packing 


Company, and The Mabbs Hydrau- 
lic Packing Company. 


Celebrates Golden 
Anniversary 


@The Chain Products Company, 
Cleveland, Ohio, has just completed 
50 years in business and celebrated 
its golden anniversary last Decem- 
ber with a party in the banquet 
room of the Administration build- 
ing. It was attended by all em- 
ployees, including three employees 
who have been with the company 
from 45 to 50 years. 

The company started in 1886 by 
its founder H. H. Hodell as the 
Cleveland Galvanizing Works Com- 
pany and in 1922 changed its name 
to The Chain Products Company. 

It is today headed by the son of 
the founder, F. G. Hodell. It makes 
a complete line of welded and weld- 
less chain and chain products. 


Bennington Joins 
Harnischfeger 


@® EE. T. Bennington, formerly with 
the Cleveland Tramrail Company, 
has joined the Chicago office of the 
Harnischfeger Corporation as a 
sales engineer, 
cranes and hoists. 


specializing in 


Booklet on Improved Fabri- 
cation of Chromium Steels 


@A booklet on the improved fabri- 
cation of 18-8 chromium steels has 
recently published by The 
Linde Air Products Company, 30 
East 42nd Street, New York City. 
This is an &-page book with illus- 
trated discussion of improvements 
in technique and materials. Out- 


been 





MEANS 
STEADY 
SALES 


The C & L mark is the hall-mark of 
superior quality. It is a sign which 
every torch-buyer recognizes. Be- 
cause the reputation for years of re- 
liable service is behind the C & L 
name. And this reputation expe- 
dites sales. 


Typical of fine C & L workmanship 
is the 325 Multi-Flame torch —a 
heavy-duty tool that has the com- 
plete approval of the industrial dis- 
tribution trade. It has all the 
sturdy qualities that have made 
C & L torches famous for years. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


standing properties of 18-8 chro- | 


mium steels are reviewed to point 
out the need for improved fabrica- 


| tion, together with photographs of 


etched specimens illustrating the 


results obtained. 
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DETROIT, MICHIGAN 


Makers of world's largest-selling firepots 


FOUND... 


in almost 
every plant 





Cap screws, set screws, 
coupling bolts, or 
studs are found on the 
purchasing requisitions 
of almost every plant. 
Distributors can de- 
velop this highly prof- 
itable business with 
OTTEMILLER Products. 


The OTTEMILLER line 
of milled screw machine 
parts is complete for prac- 
tically a'!l purposes, and it 
provides such dependable 
quality that many plants 
have standardized on this 
one source. 






The steady, repeat charac- 
ter of this business makes it 
particularly interesting to 
distributors. OTTEMILLER 
gives 100 per cent dis- 
tributor service. 


The Wm. H. 


OTTEMILLER co. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 
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HARRIS 





The Complete Line of 


METAL FLOATS 


Copper Steel 
Aluminum 
Stainless Steel 
Brass Monel Metal 





List Harris Industrial Products 
in your new catalog 


ARTHUR HARRIS & CO. 


COPPERSMITHS - ENGINEERS - BRASS FOUNDERS 
210-218 N. Curtis St., 











Chicago, Ill. 





Fither Rape 


Satisfied Customers! 


< Satisfied customers are a sure source 
rofitable repeat business. Users 
oF RILER rope can be counted upon as 
socblihed customers — because they 
know and depend upon FITLER serv- 
ice, FITLER safety, and FITLER econ- 
omy. The name FITLER has been the 
symbol of rope quality since 1804. 
Find out about our profitable dis- 
tributor arrangement. 


Te meen ne 4 
ree | 

— : 
: a 


<3 





EDWIN H. FITLER CO. 


Philadelphia Cordage Works 
Established 1804 
PHILADELPHIA, PA. 

New York, Chicago, New Orleans, Houston 











NEWS 


| Book on Silent Chain Drives 





@A 32-page book, Number 1725, 
with 30 illustrations, has been pub- 
lished by Link-Belt Company, In- 
dianapolis, on Silverstreak silent 
chain drives. 

Complete details are tabulated 
for the wheels and chain consti- 
tuting each drive; also list prices 


| 


| 








SHOW 





THEM 


and horsepower and ratio tables. | 
A few simple instructions for se- 
lecting a drive from the tables are | 


included, as are notes on design, 
and on the installation of steel cas- 
ings. Page 31 gives the addresses 
of 64 distribution points. 


Bulletin on House Insulation 


@A bulletin on Alfol house insula- | 


tion has been published by Alfol 
Insulation Company, Incorporated, 


describing this product. 


} 


| 


| Chrysler Building, New York City, | 
A copy is | 


available for distrbution to anyone | 


interested. 





FLOOD! 


(Continued. from page 17) 





a repair shop in our warehouse in 
order to render prompt and efficient 
belt service. During peak of flood 
office and warehouse was open 
twenty-four hours. Chain hoists 
another item for which there is 
demand. E. C. SULLIVAN 
Hunter and Havens, Incorporated 


WHEELING, WEST 
By Postal Telegraph): 


VIRGINIA 
: No damage 


except moving costs. Function 
ninety per cent. Customers need 
power transmission equipment re- | 


placements and clean up materials. 
Rendered service until three feet on 
first floor. Total of ten feet. 
Cc. 8. BERRY 
C. H. Berry Supply Co. 


PITTSBURGH 


Union): 


(By 
Flood not serious to us. 


| Damages about five hundred dol- 
No | 


lars. Business now dormant. 
telephone service, no light but func- 
tioning well under circumstances. 
Customers require 
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Western | 


disinfectants, 






what this modern 


combination cleaning 











tool can do . 
CLEMENTS-CADILLAC 
BLOWER © SPRAYER © CLEANER 








There is practically universal need for its 
varied and efficient services in the plants 
you call on daily—cleaning motors, ma- 
chines, bins, shelves, pipes, automobiles— 
or for spraying light liquids. 

This triple value machine sells readily 
on demonstration and offers liberal profits 
to distributors 


Write for Catalog, distributor terms, 
and our free trial offer. 


CLEMENTS mre. co. 


6650 Narragansett Ave., CHICAGO, ILL. 











The’ " “ATLAS” . 


The Car Mover 
with 
Compound 
Leverage 






The ATLAS has the power, speed, 
ease of handling, and quick follow- 
up which is so necessary for the 
moving of heavily loaded freight 
cars. The new “Streamlined 
ATLAS” is now patented. 


Specify ATLAS 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 
(FORMERLY OF APPLETON, WIS.) 






























SZ 


ata 


USE E 


screw driver or flat bar 
in emergencies 


There may be times when your cus- 
tomers cannot find the fluted Bristo 
Wrench supplied with Bristo Socket 
Screws. This isn’t serious. To set 
up or to remove a Bristo in emer- 
gencies, just use any screw driver, file 
or flat bar that will fit into diamet- 
rically opposite flutes of the Bristo 
socket. The Bristol Company, Water- 
bury, Connecticut. 


TRADE MARK 


BRISTO 


SOCKET HEAD SET AND CAP SCREWS 








99%, of all 


TRIAL INSTALLATIONS 
HAVE PRODUCED SALES 


BUILD UP VOLUME 


with 


WELLS 


METAL CUTTING 
BAND SAWS 












Write 
for full de- 
tails. Dealers 
everywhere 
are enthusi- 
asticabout 
this profitable 
fast - selling 
unit. 


WELLS 


today 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Mich. 





ITHER 


| PITTSBURGH 


| pumping equipment. 
| mand 


brooms, shovels, lanterns. 
alogs needed. Customers aided by 
many unusual services performed 
in securing and delivery odd and 


| bodly needed commodities. 


W. J. CHARLES 


Penn General Supply | 


Postal Tele- 
comparatively 
feet of water 


(By 
graph): Our loss 
small, having two 
above first floor. Most items of 
value moved safely above 
water level. Greatest handicap no 
electric power light and elevator and 
cripped telephone Have 
rendered invaluable service’ in 
Greatest de- 
now for electrical supply 
houses as nearly all wiring which 
was under water must be replaced. 
First demand for supplies 


were 


service. 


were 


| lanterns, shovels, stoves, hose, later 


| valves, fittings, packings. 


| 





Our pipe 
cutting shop on south side of city 
now on for full service. 
HENRY E. COLE 
Harris Pump and Supply 


PITTSBURGH (By Postal Tele- 
graph): Small damage luckily 
about one thousand dollars. Labor 
functioning day and night. Cus- 


tomers needing mostly cleanup ma- 
terial, brooms, waste steel, 
wood shovels, rope, also pipe. We 
rendered twenty-four hour services 
especially to public utilities, water 
companies and hospitals. Catalogs 
okay. W. F. VIEHMAN 


rags, 


No cat- 


| 


Chandler Boyd Supply 





At one of the monthly meetings of | 


the Power Transmission Club of 
New York, our photographer was 
able to “shoot” part of the crowd 
that attended. On the left is J. G. 
Van Arsdale, president of Schwartz 
Belting Company, president of the 
Club, “Vic” Hansen, chief engineer 
of the Power Transmission Council, 
who addressed the meeting, and John 
C. Manning, secretary of the Club 
and New York manager of Graton 


\ and Knight Company. 
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@ DOUBLE Your Sales 


@ DOUBLE Customer 
Satisfaction with 


DARNELL 


DOUBLE Ball-Bearing 


CASTERS 
AND WHEELS 


FOR INDUSTRIAL USE 






The reputation 
of Darnell 
Casters for 
durability, effi 

ciency and 
economical op 

eration assure 
you continued 
repeat business 


Semi-Steel 
or Rubber 
Treads 
Darnell Casters feature the patented Double 
Bail-Bearing Dust-proof swivel with carbon 
ized hardened, perfectly round balls that 

roll freely in hardened raceways. 


WRITE FOR LITERATURE 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 





VICTOR 















Balata and Textile 


BELTING 


Most Complete Line of Textile 
Belting in the United States 
VICTOR 
BALATA BELTING 


EASTON 
SOLID WOVEN 
COTTON BELTING 


AMPERE 
CANVAS STITCHED 
BELTING 


VICTOR 
THRESHER AND 
TRACTOR BELT 


VICTOR BALATA AND TEXTILE 
BELTING COMPANY 


53 Park Place - New York 
345 West Austin Ave. - Chicago 


FACTORIES: EASTON, PENNSYLVANIA 


Two-stage Angle Type 
Capacities to 68 cu. ft. per. min. 
Pressures to 250 Ib. per sq. in. 


E Worthington line of 
Compressors is complete 
.--with high efficiency assured 
by Feather Valves and other 
exclusive features. These units 


Single-stage Vertical Type 
Capacities to 67 cu. ft. per min 
Pressures to 159 Ib. per sq. in 


are serving hundreds of plants 
where low-cost operation and 
uninterrupted air supply are 
prime requisites. 


Single-stage Horizontal Type 
For every type of drive 
Capacities to 1985 cu. ft. per min. 
Pressures to 150 Ib. per sq. in. 


Build your business 
..-and hold it... with 
Worthington Products 


®Write for Dealer Plan 


WORTHINGTON PUMP AND 


MACHINERY CORPORATION 
General Offices: HARRISON, NEW JERSEY 


WORTHINGTON 





Index to Advertisers 








A 
Advance Car Mover Co. 
Alemite 
Alexander Brothers 
Allen Mfg. Co. 
Allis Chalmers Mfg. Co. 
Ambassador Hotel 
American Chain Co. ....Back Cover 
American Pulley Co. .......... 66-67 
American Saw & Mfg. Co. ...... 92 
American Swiss File & Tool Co. 84 
Anderson Co., V. D. 87 
Appleton-Atlas Car Mover Corp. 126 
Armour Sand Paper. Works .... 69 
Armstrong-Blum Mfg. Co. 123 
Armstrong Bros. Tool Co. ...... 105 
B 
Baldor Electric Co. 
Barnes Co., W. O 
Beaver Pipe Tools 
Inside Front Cover 
Belmont Packing & Rubber Co. .. 
Bethlehem Steel Co. 
Blackhawk Mfg. Co. 
Bond Foundry & Machine Co. .. 
Bristol Co. 
Browne & Sharpe Mfg. Co. 
C 
2 ameron Pump Div. 
Card Mfg. Co., S. W. 
Chicago Eye Shield Co. : 
Chicago Pulley & Shafting Co. 123 
Chicago Rawhide Mfg. Co. 
Chisholm-Moore Hoist Corp. 
Clark Bros. Bolt Co. 
Clayton & Lambert Mfg. Co. ... 
Clements Mfg. Co. 
Clemson Bros. Co. 
Cleveland Cap Screw Co. 
Cleveland File Co. 
Cling Surface Co. 
Clipper Belt Lacer Co. 
Clover Mfg. Co. 
Coffing Hoist Co. 
Columbian Vise & Mfg. Co. 


Darnell Corp. 

Dart Mfg. Co., 

Delta Mfg. Co. 
Deming Co. 
Desmond-Stephan Mfg. 
Dietz Co., R. E. 
Disston & Sons, Henry 
Dockson Co., C. H. 
Dodge Mfg. Corp. 
Donnelley & Sons Co., 
Dumore Co. 


Eagle Mfg. Co. 


Factory Management & Mainte- 
nance 

Fitler Co., Edwin H. 

Flexible Steel Lacing Co. 


G 
Gardiner Metal Co. 
Gilmer Co., L. H. 
Globe Woven Belting Co. 
Goodrich Co., B. F. 
Greene, Tweed & Co. 
Greenfield Tap & Die ¢ 

H 


Harnischfeger Corp. 
Harper Co., H. M. 
Harris & Co., Arthur 
Hewitt Rubber Corp. 
Holo-Krome Screw Corp. 
Hygrade Sylvania Corp. 


I 
Imperial Brass Mfg. Co. 
Independent Pneumatic Tool Co. 
Indianapolis Brush & Broom Co. 114 
Industrial Supply Research 
REE nee? 49-56 


MILL SUPPLIES @ APRIL 1936 





Ingersoll-Rand 
Irwin Auger Bit Co. .... Front Cover 
J 


I NN aii. is cin Sa 81 
Johnson Bronze Co. 


K 
Kennedy Valve Mfg. Co. 


Link Belt Co. 
Lonergan Co., J. 
Lufkin Rule Co. 
Lunkenheimer Co. 


Manhattan Rubber Mfg. Div. 
Raybestos-Manhattan 

Maurey Mfg. Corp. 

McGill Mfg. Co. 

Medart Co. 

Mid-West Abrasive Co. 

Millers Falls Co. 

Milwaukee Brush Mfg. Co. ..... 

Morse Twist Drill & Machine Co. 65 


N 
National Twist Drill & Tool Co. 94 
Never Slip Safety Clamp Co. .. 125 
Nicholson File Co. 


Osborn Mfg. Co. 
Oster Mfg. Co. 
Ottemiller Co., Wm. 


P 
Paasche Airbrush Co. 
a. 8 Sere 
Parker-Kalon Corp. 
Pittsburgh Plate Glass Co. 
Plymouth Cordage Co. 
Powell Co., Wm. 


Quincy Compressor C». ... 


R 
Republic Rubber Co. 
Republic Steel Corp. 
Ridge Tool Co. 
Robbins & Myers, Inc. 


Safety Belt Lacer Co. 

Saylor-Beall Mfg. Co. ......... 111 
Sherman Mfg. Co., H. B. : 
Simonds Saw & Steel Co. ...... 
SKF Industries 

Standard Pressed Steel Co. 
Standard Tool Co. 

Stanley Electric Tool Div. 

Starrett Co., L. S. 

Stewart-Warner Corp. 

perenne @& Ge, Bi A. ceccccs. 


ys 
Thermoid Rubber Co. .......... 
Toledo Pipe Threading Machine 
Co. 


U 

U. S. Electrical Tool Co. 

Upson Nut Division (Republic 
Steel Corp.) 

Upson-Walton Cov. 


Victor Balata & Textile Belting 
Co. 

Victor Electric Products 

Vincent Steel Process Co. ...... 


W 
Watson-Stillman Co. 
Wells Mfg. Co. 
Wickwire +e a. Co. 
Williams & Co., 
Winter Bros. Bo. 
ee Pump & Machinery 


'Y 
Yale & Towne Mfg. Co. 
Yarnell-Warme Co. ...ccsccces 








